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Were Y our Screen Sales 
anager Last Season? 


If Not— 


Here’s a Remedy 





It may have been that you didn’t 
have what your customers asked for 
—or the stock wasn’t big enough for 
the demand—or the screen cloth you 
carried was unsatisfactory and your 
customers complained—or you didn’t 
get deliveries when you wanted them 
—or any of many other reasons. 

















Avoid them all next season by get- 
ting your order in now for Sun-Red 
Edge Screen Cloth, the screen cloth 
that most people ask for. Guar- 
anteed to satisfy and to outlast. 
Marked by its red edge, our sign 
of faith, Uniformly woven. Rust- 

The notched red margin proof. And—the only self-measured 

is our guarantee of per- 

fect, uniform weave and screen cloth on the market. Once 

thorough treatment against 4 “ 

rust and wear. used, no one will use anything else. 


The only’ self-measured 
screen cloth—m ark ed In Black Painted, Electro Galvanized 


every six inches—accurate 
as a tape and Copper Bronze 


Sun-Red Edge  outlasts 
all others. 
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TRADE MARK REC.U.S. PAT. OFF. 


REYNOLDS WIRE CO., DIXON, ILL. 


Published Weekly by the IRON AGE PUBLISHING CO., 239 West 39th Street, New York, N. Y., U. S. A. 
Entered as second class matter May 22, 1913, at the Post Office, at New York, under the Act of March 3, 1879 
Editorial eases ree ill 
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Look for this 
Bright Red Label 












on Garage Doors!! 


Recommend FRANTZ E-Z Garage 
Fixtures to every carpenter 


Don’t risk your good reputation with your carpenter 
customers by letting them skimp on garage door hard- 
ware. Don't let them risk their own reputations. For 
doors are the most important single thing about a 
garage. 

If ever you could buy insurance of satisfaction with- 
out paying a premium, it is by recommending 
FRANTZ E-Z Garage Fixtures. They are well de- 
signed. ‘They work easily. They are guaranteed, and 
this company will back you unhesitatingly. 


Easy to Install—Sure in Operation 


Thousands of carpenters will use Easily installed, because the original 

: ‘ > he ae” 4 . ee , 7 . . 
nothing else. KRANTZ E-Z Fix- fat side track is quickly put up, 
tures are definitely superior in de- , ne 
requires no brackets, and permits 











sign. They accommodate any ‘ : 
weight of doors, and may be ap- doors to fold flat against front wall 
Blied inside or outside of building. of garage if desired. 


Made in 2, 3, 4, 5 or 6 door combinations in Japan finish. 


FRANTZ MANUFACTURING COMPANY 


Sterling, Illinois 
FRANTZ Hardware is sold only by our authorized dealers 
Write for our proposition 





Distinguish che HARDWARE. me CC is Label 




















FRANTZ Quality Proves Its STERLING Worth 7 
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This dealer finds brides 
good PYREX customers 





E is rather young to have made such 

a success in retailing. But he is al- 
ways on his toes—always trying out new 
ideas. Here is one he uses that is boosting 


PYREX sales: 


He takes the names and addresses of 
brides from the newspaper. He gives them 
a month or so to get settled. Then he 
writes them a straight-from-the-shoulder 
letter, telling them how PYREX modern- 
izes the kitchen, how it beautifies the 
table, simplifies the serving, and glorifies 


the food. 


His re-orders prove that the idea works! 


Tell us about your ideas for increasing 


PYREX sales. 


PYREX Sales Division 


CORNING GLASS WORKS, Corning, N.Y. 
World’s Largest Makers of Technical Glassware 
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Building Activity Will Reach $5,000,000,000 in 1925 


An authority estimates that approximately five 
billion dollars will be expended for building re- 
quirements in the United States during 1925. 


You cannot build a building without the use of 
levels. They are needed on every job. 


The more building there is, the more levels will 


be sold. Who is going to SELL them? 


Unquestionably the Hardware dealer who keeps 
and displays a well assorted Stock of Sand’s Levels. 


Every Dealer can 


Reach Level Users with Sand’s Window Display 


This Display consists of an Assortment of the 
Nine Best Selling Wood and Aluminum Levels in 
the big Sand’s Line. 


Note the attractiveness of this Assortment; no 


level user can help seeing these levels. 


The arrangement makes it easy for workmen to 
select the style of level they need without loss of 
valuable time. 

And besides the Display Box, you receive col- 
ored posters, panels, window cards—everything to 
help sales. 


Order “Sample Assortment” from Your Jobber at Reduced Price 


Your Jobber is authorized to sell this Special 
Assortment at a price that is even less than these 
levels are regularly sold to the trade when bought 


separately. 


Sand's has created the demand—supply it with 
these levels of known accuracy. 


If any Hardware merchant would like the latest 
Catalog of Sand’s Levels we will be glad to send a 
copy. 

This Catalog will give you full information about 
the complete line—a line with 30 years’ reputation 
back of every level. 


SANDS IEVEL & TOOL CO. 





8629-37 Gratiot Avenue 


“SAND’S LEVELS TELL THE TRUTH” | 


Detroit, Michigan 
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Plumbers’ Saw | 
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. Compass Saw 
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Handy Tools ce a < , 
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“STEEL 
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Lancaster, N. Y. 










AT RENS 


ESTABLISHED 1857 
“Machine Knife Factory: 





TKING 


SAW TOOLS AND 
SAW SPECIALTIES 





SAWS 


Buy These Standardized 
Saws, Saw Tools and 
Saw Specialties 


Hardware merchants who are in 
business to serve the saw and saw 
tool users dependably, and to 
make a legitimate profit on sales 
can increase turnover and earn- 
ings by stocking this well known 
line exclusively. 


Order from Your Usual 
Source of Supply 


Insist upon being supplied with 
Atkins goods. Accept no substi- 
tutes. Buy only these better 
saws, saw tools and saw special- 
ties, which are advertised in 
many of the leading magazines 
and trade papers, and backed by 
over 68 years of successful manu- 
facturing experience. 


Post up on this high grade line; ask 
for “Saw Sense” and “The Man Be- 
hind the Counter.” 


08 2 
No. 11. Pruning Saw 


Home Office and Factory: 
Indianapolis, Ind. 
BRANCH bincntiincediatn 









































Metal Cutting : 







No. 21. 























e COMPANY. 


THE SILVER STEEL SAW PEOPLE 
Canadian Factory: 


Hamilton, Ont. a 
| 






Hand Saw Filer 
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Order Christmas 
STILLSONS Now! 


(THE Christmas STILLSONS are ready. 
Your distributor can deliver them im- 
mediately, or he will hold them if you 
wish and send them to you promptly 
when you’re ready to display them for 
your Christmas trade. 


In ordering remember to ask for the 
special Christmas cartons. ‘This popular 
Christmas gift package is being widely 
advertised to your customers. They will 
look for the attractive Walworth CUhrist- 
mas boxes On your counter. 


WALWORTH 


STILLSON* 


WALWORTH COMPANY, Boston, Mass. 


Sales Units and Distributors in All Principal Cities 
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Now Ive got One 
JI cant Break / 


Special 
STAR Flexible Blade 
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Star Special Flexible 
Blades prove their in- 
valuable service when 
used in cutting pipe, 
soft stock, light angles, 


enc. 


Mechanics will find new value in this STAR blade. It 
is different from all others and will not give way under 


stress of hard usage. 


WRITE FOR FREE 
SAMPLE BLADES 


“Makers Since 1883” 











STAR HACK SAWS 


CLEMSON BROS., INC. MIDDLETOWN, N. Y. 
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a New 


Plier 













Ne 600 Peerless 






S 
a Made in sizes 6, 7 and 8 inch. 


You can be assured that in offering this new 
Pexto Plier to your customers that you are of- 
fering them one of the finest tools that it is pos- 


sible to make. 


The Pexto Peerless Plier 1s of the side-cut- 
ting, lap-joint type. It is drop forged from a 
high grade, special analysis tool steel; has bev- 
eled head, full polished, with gun barrel finish 
on handles. Each plier is tested to cut 10,000 


lb. guy wire. 


A trial order will convince you of the sales 
opportunities on this plier. 


THE PECK, STOW & WILCOX CO. 


SOUTHINGTON, CONN., U. S. A. 
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Prove Superior Qualities of Simonds 
Crescent-Ground Cross-Cut Saws 





The cutting quality of Simonds Crescent- 
Ground Cross-Cut Saws was once more 
demonstrated when the four Higbee 
Brothers made practically a clean sweep 
in the Inland Empire sawing contest at 
Coeur d'Alene, Idaho. For falling and 
bucking they used Simonds Crescent- 


Ground Saws of the same high quality as 
all other Simonds Saws. These are the 
Saws that give satisfaction to the cus- 
tomer—good profit and quick turnover to 
the dealer. Write for selling proposition 
and catalog. 


SIMONDS 


Saw and Steel Company 


Established 1832 


Fitchburg, Mass. 
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HIS forty-four page booklet brings you 


the complete story of an interesting 
new move by Yale. 


Everyone in the hardware trade will be 
interested. 


Yale has simplified the selling of auxiliary 
rim-locks—made it easier for the jobber and 
dealer—and more profitable. 


; AY New names are proposed which mean 
Pie: what they say. New markets are opened up. 
Vd ; <9 New products in the line of auxiliary locks 
Hy te i] 
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has been simplified. 











have been developed. The entire Yale line 








; La | 

| | pee i There is now a Yale auxiliary lock for every 

ifs purpose—and no duplication. The number 
ih of locks a dealer need carry to meet all re- 
quirements has been reduced. There are 


many striking improvements—a new and 
more attractive finish—and a new way sug- 
gested for selling the right lock for every door. 


Write for your copy of this new booklet. 
Let us tell you what Yale has done to help 
the trade sell more locks to old customers, 
new locks to new customers, and two or more 
locks to every customer who thinks he needs 
but one. 
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The Yale & Towne Manufacturing Co. 


Stamford, Conn., U.S. A. Canadian Branch at St. Catharines, Ont. 


YALE MARKED IS YALE MADE 







Latches, Dead Locks, Builders’ Locks and Trim, 


Padiocks, Night 
~ - Prison Locks 


Cabinet Locks, Trunk Locks, Door Closers, Bank Locks, 
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Service is Woven Into the Product 


12 Mesh, No. 33 gauge each way 


14 Mesh, No. 33 gauge each way 
16 Mesh, No. 33 gauge filler 


de from Open 
Hearth Steel produced in our own fur- 


naces. 


WICK WIRE BROTHERS 


No screen cloth is better than its ma- 
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gauge warp 


No. 34 
18 Mesh, No. 34 gauge each way 


The wire is drawn in our own mills. 
Every process is under our expert 


Our other Brands Screen Cloth 
Cortland Black Enameled 


Only full gauge wire is 


» both lengthwise and crosswise. 


supervision. 


used 


Wickwire Premier 
Wickwire Bronze 


White Metal Finish 


al 
4 


lasting 
to the product. 


d the name WICK WIRE 
service Is woven in 


Each brand meets every standard re- 
quirement an 


BROTHERS guarantees that 
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Write your Jobber for Full Information and Prices 


[STA@L_iswMeo 1873 
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—and General 


You Can Sell Scores 


VERY farmer, every lumber company, every haulage contractor, needs 
several of these general purpose chains. On the farm, they are one of 
the handiest chains to have around—for tying heavy loads—for stump pull- 





Welded general Ee. ing—for log hauling, etc. 

pose chain—supplie . . . . ° 

a sce a This is but one of a score of chain specialties it will pay you to display. A 
rings and grab- few more are illustrated below. The ACCO Line covers practically the 
oe edhe Bs gy or entire field—dealers who have stocked these items and featured them are 
your jobber's sales- developing profitable chain departments. Why not get this business in 


man for particulars. 


your locality? Ask your jobber’s salesman to show you the ACCO Line 
of chains and chain hardware. 


Have You All These Profitable Chain Specialties in Stock? 


Miscellaneous Chains and Attachments— 


Porch Swing Chains Dog Leads American Sash Chain 
Hammock Chains S-Hook, Ceiling Hooks Kennel Chains 
ACCO Round Cord Pulley Chain 


CCO 


Dog Leads— . 
Kennel Chains Elwel Cow Ties 

You can sell dozens in Far more sanitary than 
your locality. The “‘Acco” rope —iast longer. 
line covers the whole field Save the dairyman’s 
and simplifies ordering. time. Good profit 
Ask your jobber for an as- makers. Furnished in 
sortment displayed on at- welded or weldless 
tractive metal hanger. chains. 
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Utility Chains 


In Your Territory 





Cow Ties Passing Link Chain Harness Chains 
Wagon Chains Pipe Hanging Chain Butt Chains Breast Chains 7 
Log or Binding Tie Out or Picket | Trace Chains Heel Chains - i 
, wel Passing Link 
Chains Chains Halter Chains Chain — welded. 
ide, open links 
Key Rings Well Chain Harness Hardware oe ainadon 
Lap Links Pump Chain ~_ ai to agricultural uses. 
gs,Squares HameClips, Bits Sizes and lengths as 


ordered. 





Repair Links Safety Chain Loops,Dees CockeyeToggles 


A PRODUCT OF THE 


Ladder Chain Jack Chains cum Cowany. me Clip Cockeyes ConcordToggles 
oT 


eg 


~ 


AMERICAN CHAIN COMPANY, Incorporated, Bridgeport, Conn. 
In Canada: DOMINION CHAIN COMPANY, LTD., Niagara Falls, Ontario 
District Sales Offices: Boston Chicago New York Philadelphia Pittsburgh San Francisco 
World’s Largest Manufacturers of Welded and Weldless Chains for all Purposes . 


Develop Chain Sales for a Bigger Hardware Business 


CHAIN 


ACCO Sash Chain : 


Tie Out Chains More quickly and easily Halter Chains 


No rotting likerope installed than cord—eas- Fitted with welded 
—will last for years. ily cut to right length. ring,wiretoggleand 
Lengths 20 to50 ft. Staysonthe pulley— _  snap.Letcustomers 
You will get more won't fray, rot and break. know you carry 
business ifyousug- Keep ACCO Sash Chain them— one of the 
gest them to your where yourcustomerscan most popular of 4 
- trade.AskforTenso see it. Suggest its use. farm chain spe- % 
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Machine Screws 
Stove Bolts, 
Tire Bolts 
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American Screw Co. a 
PROVIDENCE , RI. S 


WESTERN DEPOT ©) 
225 WEST RANDOLPH ST., CHICAGO, ILL. 
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Jersey Copper Screen Cloth ad- 
vertising will reach your cus- 
tomers through pages in color 
and black and white in The 
Saturday Evening Post, Col- 
lier’s, The Country Gentleman, 
House Beautiful, Country Life, 
and Garden and Home Build- 
er. It reaches the architects 
and builders through The 
Architectural Forum, Pencil 
Points, American Builder, 
Building Age and National 
Builder, and National Real 


Estate Journal. 


18,000,000 Advertisement 
Behind Jersey in 1926 1 
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—— Copper Insect Screen Cloth is the most extensively advertised 


screen cloth in the country. 


We keep telling your customers of 
the unusual merits of Jersey all the 
year around in the eleven magazines 
shown above. Their combined cir- 
culation is more than five million 
copies. Our advertisements ask 
these potential buyers of Jersey Cop- 
per Screen Cloth to look for a local 
merchant who carries Jersey in stock. 


It is actually easier to sell Jersey 
Copper Screen Cloth than it ts to 
sell the slightly cheaper but quick- 
rusting kind made of iron or steel. 


People are tired of the trouble of 
yearly painting and the expense of 
frequent renewal in spite of it. 


So be prepared for thespring demand 
for Jersey Copper Screen Cloth. Place 
your order for an assortment now, 
and get the vatiety of merchandis- 
ing helps which we have for our 
customers. 


Send for our free booklet “Ringing up 
Profits.”” Read how other merchants have 
doubled and trebled their sales of Jersey 
and what they say of prospects for 1926. 


THE NEw JERSEY WIRE CLOTH COMPANY 


Trenton 


628 South Broad Street 


New Jersey 


All Grades of Wire Cloth Made of All Kinds of Wire 


JERSEY 
per Screen Cloth 


Made of Copper 99.8% Pure 





Cop 
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d Here is the pot 
from the end of the rainbow 


THE pot at the end of the rain- 
bow is said to be full of gold. 
Here it is, the Griswold Tite- 
Top Dutch Oven. [Pot of even- 
thick, highest quality cast iron. 
Closely fitting cover of same 
high quality, with sanitary self- 
basting drip-rings that make it 
needless to let out precious 
steam in order to baste. Trivet 
to keep foods off the bottom. 
The extent and enthusiasm of its 
purchase is proof of absolute 


perfection. Dealers in every 


section report these Dutch 
Ovens sell like sixty. (Kd. 
Shuster and Co., Milwaukee, 
Wis., sold over 200 in a single 
sale). What’ll these Ovens do 
for your The rainbow is full 
of promise. The Griswold Tite- 
Top Dutch Oven makes that 
promise come true. Order, and 
be convinced that the Griswold 
Tite-Top Dutch Oven is full of 
profit. We furnish display 
stands free when you order. See 
our jobber. Bulletins and prices 
on request. 





GRISWOLD 





Trade-mark 


Reg. U. 8. Pat. Off. 


October 15, 1925 


October 15, 1925 


Lhe Griswold Tite-Top Dutch | 


Oven in action. Close-fitting 
cover stays on during entire 
cooking process. Moisture can’t 
escape or boil away. Steaming 
juices collect on inner drip- 
rings of curved cover and drip 
back over meat... baste the 
meat without outside help. 
Housewife can prepare whole 
dinner of meat and vegetables in 
Dutch Oven set it over 
slow, steady fire 90 away 
till time to serve. The even-thick 
iron holds heat perfectly. No 
danger of food scorching or 
boiling dry. Tight - cooking 
makes even inexpensive meats 
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most tender and keeps meats 
from shrinking. Meats cook- 
ing in their own bubbling juices 
— self-basted — take on rich 
flavor that makes every inmost 
fibre delicious. Trivet inside 
holds vegetables off bottom and 
keeps them mealy. Complete 
dinners without effort. Dinners 
more savoury than when cooked 
in any other utensil made! You 
can buy this same cover to fit 
Griswold Skillets in sizes 7, 8 


and 9. 


THE GRISWOLD MFG. CO., 
Erie, Penna., U. S. A. 


Makers of Extra Finished Cooking Utensils in Cast 
[ron and Aluminum, Waffle Irons, Food Choppers, 
Reversible Stove and Furnace Pipe Dampers, Fruit 
Presses, Mail Boxes, Bolo and other Portable Bake 
Ovens, Gas Hot Plates and Electric Waffle Bakers. 


THE LINE THAT'S FINE AT COOKING TIME 
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Tite-Top DUTCH OVEN 
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CORRUGATING COMPANY ° 






Enjoy Quick Turnover in 
Roasters and Drip Pans 


Put Wheeling Roasters and Drip Pans out front,—on the counter, in 
the window,—let them go to work now to increase your Fall business. 


Wheeling Drip Pans and 


Roasters are made from Cool weather suggests their use; low cost suggests their purchase,— 
our own highest grade ; ; , . : 
; and housewives appreciate the quality and long satisfactory service 
sheet steel with wired ; : 
they can recognize in these smooth, clean and even colored steel 


edges coated with rust 
preventative. They are 


a part of @ large line of ; a 

serviceahia heasohold Crescent Roasters are supplied with or without dripping racks; Deep 

ware. Write for catalog. Roast Pans with or without anti-burn rods, in a full variety of sizes to 
meet every need. If you are not prepared to meet the season’s demand, 
get in touch with the nearest warehouse listed below. 


Wheelin 


Wheeling Corrugating Company, Wheeling, W. Va. 


kitchen utensils. 








New York Chicago Philadelphia St. Louis Kansas City Ghattanooga Richmond Minneapolis 
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Protit-makers for 
Hardware Dealers! 


Blabon’s Feltex Rugs! The line that dealers are 
selling rapidly—and with great satisfaction! 

Only a small investment is needed. And you 
réalize a good profit—the turnover is rapid. 

Feltex Rugs take little space. Most of the cus- 
tomers who enter your store for other things are 
likely to be interested in these beautiful long-lasting 
felt-base rugs. Made in a wide variety of patterns 
and colorings. 

They often sell on sight! And their low price 


























LA moves them quickly, too! That helps turnover. 

BLABONS Our 74 years’ experience in business backs our 

F ELTEX guarantee of every Feltex Rug. 
FELTEX RUGS | Write for Blabon’s Feltex Sample Book. and ask 
nieienieetens us how you can get your share of this money-making 

” business! 
This Blabon’s Feltex 
zug colors. sent fre The GEORGE W. BLABON COMPANY, Philadelphia 
Established 74 Years 


‘equest. 
Trade Promotion Head Office of the 
Department Sales Department 
Philadelphia 295 Fifth Ave., New York 


BLABON’S Feltex Rugs 


(FELT-BASE) 
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SARGENT HARDWARE 


padlocks 


SARGENT Cylinder Padlocks are trim, 
clean-cut and remarkably strong, with 
smooth-working, ingenious mechanism 
that will not yield to twisting, prying or 
hammer blows. Big, brawny fellows to 
guard spare tires and garage or cellar 
doors, down to the size just right for a 
chest of valuables. Your customers will 
gladly pay the slightly higher prices for 
security so infallibly’ sure. 

Explain that these fine padlocks are 
identical in principle to the Sargent Cyl- 
inder Locks used on entrance doors of 
homes. They are as carefully made. 

For lower price needs there are Sargent 
Subcylinder Padlocks—the leaders in 
their class. Write today for complete 
information about Sargent Padlocks and 
special display panel No. 501. Interest- 
ing folders for mailing and counter use 
are furnished free. Our Co-operative 
Advertising Service Booklet will also be 
sent upon request. 


SARGENT & CO., Hardware Manufacturers 


NEW HAVEN, CONN. 
New York: 92-98 Centre St. Chicago: 221-223 W. Randolph St. 


IS PRICED AND PACKED BY THE DECIMAL SYSTEM 


Bigger profits 
and greater 
satisfaction 
in selling 
these better 
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VEC TO 


the new heat distributor 








Quick turnover. 


This is the best month in the year 
to get your full share of merchan- 
dise profit from VECTO sales. 


Your journeymen may be 
crowced with regular work. So 
much the better—you don’t need 
them to sell VECTO. It requires 
no installation. Every sale at $99 
to the owner nets you $33 profit. 
And remember, that means mer- 
chandise profit. 


§ 33,00 fF 


PROFIT 


on each VECTO sold 


No installation. No tying up 
your journeymen. Quick sales. 





Car owners are thinking about 
their cold garages. Sell them 
VECTO. Store owners or lessees 
are dreading another winter with 
the old coal-wasting stoves. Sell 
them VECTO. Home owners, ten- 
ants, offices, shops—sell them 


VECTO. 
Your jobber stocks VECTO. If not, 


send your orders to our nearest 
Branch Office. 











AMERICAN RADIATOR COMPANY 


Dept. V27, 1807 Elmwood Ave., Buffalo, N.Y. Sales Offices in all principal cities 


IDEAL BOILERS AND AMERICAN RADIATORS FOR EVERY HEATING NEED 
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Queen Incubators 
Easy to Sell 


because they help people make 
more money. You are contribut- 
ing to the production of wealth in 
your community when you sell a 
Queen. 


They “Make Good” 


because they are built to hatch 
stronger, healthier chicks that live and grow. 
You can recommend a Queen to your best 
friends. 


Ask us how we help build up poultry supply business 


Queen Incubator Company 
1124 North 14th St. Lincoln, Nebr. 
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Modern Homes 
Want 
Modern Door Butts 


Owners of modern residences with hand- 
somely finished doors are usually particular 
about the Hardware. 

They want hinges that will add to appear- 
ances—not detract. These people are quick 
to see and appreciate the superior qualities 


ot the 


GRIFFIN 





‘*T he Door Butt of America’’ The Griffin is made in its entirety in our 
own mills—each butt wrapped in moisture 
The pleasing design of these hinges and proof paper and packed one pair in a box 
the attractive finish give a touch that adds with screws to match. 
beauty to the home. We want these popular butts which are 
These strong, al!-steel hinges also give the finished in the various Griffin hardware fin- 
right kind of “‘service’’ every time the doors ishes to reach you and your customers in 
are opened and closed. good condition. 


Let us send Catalog and quote prices 


GRIFFIN MANUFACTURING CO. 














45 Warren St.NewYork ERIE.PENNA. ” zaw.Lake st Chicaco Tit 
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Key-Cutting Made Profitable 


The Segal Rectifying Key-Cutter Cuts an Accurate Key 
No. 800 in Less Than a Minute 








. Cuts all makes of flat keys, such as trunk, 
letter-box, padlock keys, etc., as well as cylinder 
or paracentric keys. 


_— 


. Cutters and guides need not be changed. 


N 


. Cuts from the lowest groove, as the manufac- 
turer does, or from the bottom of the key, as 
you prefer. 


w 


4. The patented constructed vise holds the key in 
place so firmly that it cannot slip. 


. Gauges key from upper shoulder. 


wi 


a 


Extra length rotary shaft bearing, which in- 
sures accuracy, strength and durability. 


7. Cuts key in less than one minute. 


oo 


. Makes an accurate duplicate out of an inac- 
curate blank. That is why it is called the Rec- 
tifying Key Cutter. 


9. Operates by hand or power. 


SEGAL LOCK 
and HARDWARE CoO., Inc. 





155-161 Leonard St. New York, N. Y. 
Originators of Jimmyproof Locks Booklet on Request 





BEVERLY 





Glass See 

Knob Your 

Sets Jobber 
Priced For This 
Right | Quality Line 





No. 3515 


Three Popular Numbers 
The Reading Line 





Our Catalog No. 20 Describes Fifty Other Patterns 





READING HARDWARE COMPANY 


Chi 
New York Philadelphia READING, PENNA. ee San Francisco 
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What Good Does It Do 
To Know 


that control of a person’s weight is the 
best way to keep him healthy? The 
thing to do is act upon this knowledge. ferns 

Get a scale for the baby, and get one CProareenss 
for the larger folks. You will be re- 
paid in health a hundred-fold. 


This simple statement is an opportunity for aggres- 
sive hardware dealers to make substantial profits 
by pushing Chatillon Baby and Physicians’ scales. 
They immediately attract buyers because there is a 
real need for them, a need that is being developed 
















rapidly by various health organizations. — 

TAY oF & No. 046-C 
B 

Write to your jobber. Ask him for prices and complete Seale 


illustrated information. He will be glad to send it. 


a JOHN CHATILLON & SONS 


Physicians’ Established 1835 


Scale 85-99 Cliff Street New York City, / s. 











This Service Was Built For You 


You can draw upon the warehouse of a nearby jobber for sup- 
plies of Certain-teed products, as needed. Or, you can buy 


PAINTS AND VARNISHES mixed carload lots, economically, from the plants—and you'll 


LINOLEUM AND FLOORTEX (Felt Base) : ° ° . ° 
SeeUEn 48D GRINOLES always find Certain-teed standing behind its products with a 
PLASTER AND GYPSUM BLOCKS service that is very unusual. 


To obtain the best results for you and your customers, every 
step in Certain-teed manufacturing and distribution has been 
carefully worked out. Each line of products is complete—and 
each item is fully tested as to its popularity and demand. 


All over the country, dealers are developing sound trade with 
Certain-teed. They are giving their customers the best in 
service and satisfaction. You have the opportunity, now, to get 
in on the good fall business, and reap your share of the profits. 
Certain-teed lines of products will build business for you just 
as they are doing for a host of others. 


| For Better Quality and Value—Certain-teed 


Certain-leed 
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General Offices: 100 EAST 42nd STREET, NEW YORK 
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then he put his 


bundles down! 


This salesman was on the job. After selling 
the customer what he came in to buy, he 
flagged him on the way out by showing him a 
NONE BETTER Socket Set. And then he 
put his bundles down. Of course he bought. 
Nine out of ten of your customers will buy a 
NONE BETTER Socket Set if you show 
them one. In their attention compelling dis- 
play cartons, they are easy to show; they are 
easy to sell; they net a nice profit ; they satisfy 
your customers. 
You should have full information on the 


nine sets; our catalog gives it; we'll 
gladly give you our catalog. 


GSO 8OS0 508080800000 00 808050 005000800080 5080 
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( : New Britain Machine 
Company 


198 Chestnut Street 
New Britain 
Connecticut 






Fy les 
i /j 






)) ty. ’ 
«K «Uta \ “es \ 
(CC Se ! 







T_T, 


No. 3 Set —Six 
sockets of com- 
monly used _ sizes 
and L Type Hex 
Steel handle in 
hand hinged metal 
container. 

@|* 
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‘‘meets a tremendous demand’”’ 


The “WEST BEND” 
Bell Percolator Family 


—those attractive percolators that 
everyone likes for personal use, 
as well as gift purposes. 


The ‘“‘Bells’’ are positively the quickest sell- 
ers in aluminum today! 


They move unusually. fast, at a better-than- 
ordinary percolator profit, because they are 
priced right—just in between the “cheap” 
percolator so poor in quality and the “‘high- 
priced’ percolator so rarely purchased. 


The ‘Bells’ are unusually attractive and 
distinctive in design. They are solidly and 
substantially made. There's a size to meet 
every percolator desire and need,—Senior 
Bell with its big 12-cup capacity; Madam 
Bell, whose 8-cup capacity just about hits the 
average family; Junior Bell with the 4-cup 
capacity for the small family, and Baby 
Bell for individual use, the size for just a 
cup or two. 

The spreader—found only in the highest grade 
percolators—saves coffee. It spreads’ boiling 
water over all the ground coffee in the coffee 
basket. Every particle of flavor is extracted, and 
grounds are kept from overflowing. 

Just check over this construction: Stock is heavy, 
hard, thick aluminum—with a lustrous silvery 
finish; design is unique, with a broad, flat base 
that prevents tipping; the handle is indestructible 
and will not burn. The inset is strong and sub- 
stantial. 

Dealer Helps: We furnish a beautifully-colored 3- 
piece window poster attractively featuring the 
“Bell Family.”” Also electrotypes for local news- 
paper and handbill advertising. Request them 
with your order. 


West Bend Aluminum Co. 


West Bend, Wisconsin 


Here’s the Way 


to put this Quick-Profit making “Bell Family” 
to work for you—send for prices of the Model 
Order—just large enough for average require- 
ments, consisting of: 

8—No. 54014 2-cup (Baby Bell) 

6—No. 541 4-cup (Junior Bell) 

8—No. 542 8-cup (Madam Bell) 

4— No. 543 12-cup (Senior Bell) 


Dealers say: 
‘Their exclusiveness creates the tremendous de- 
mand.” 
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TRADE MARK 























ODE 
Fits the Work 


The reason so many 
costly unions, valves and 
other fittings are dis- 
figured and often ruined 
after the job, is because 
the tools used, (usually 
chain tongs and pipe 
wrenches), do not fit the 
work. 












Approved! 
by the keenest buying 





brains in the country 







Through unity of effort, 
large scale production, the 
elimination of waste by 
the use of efficient ma- 
chines, the hearty coopera- 
tion of satisfied employees 
and specialization, the 
Tubular Rivet and Stud 
Company has for 50 years 
manufactured rivets that 
are the recognized stand- 


ard in their field. 


These unions and valves are 
usually made of yellow 
metal which is soft and 
easily scarred. There is 
lack of perfect adjustment 
in the tools used—they slip 
and the damage is done. 










Coes Key-Model Wrench fits 
this class of work perfectly be- 
cause of its positive non-slip ad- 
justment and the fact that it 1s 
the only wrench made that is 
both large enough and strong 
enough to handle this class of 
work successfully. The key 
serves to tighten the strap in 
either of the two positions on 
the bar—and it holds till re- 


| tT NT T I Vil T T ¥ nna Sells best because it 
TUB ULAR RIVET Es serves best. 







Sizes: 28”, 36”, 48”, a 72” size 
COMPANY is supplied on special order. 
BOSTON Your Jobber will supply you. 


Coast Representative 


J. T. McDEVITT 
Postal Telegraph Building 
SAN FRANCISCO, CALIFORNIA 


——— 
O,£- 


Coes Wrench Co. 


Worcester Mass. 






“In business since 1841” = 







Selling Agents 
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LOCK SETS 


The Eagle line of Lock Sets consists of Pin 
Tumbler 









Front Door Sets 
Vestibule Door Sets 


Store Door Sets 
in the usually called for designs. 


These sets are of the highest quality and will 
fully measure up to any similar goods on the 
market. They are rightly priced and should 
be in-every dealer’s stock for both new and re- 
placement work. 





No. 3571—Pin Tumbler Front Door Lock Set. Case 6 x 3% x 
% inch. Front 8% x 1% inches. Escutcheon Plates 10 x 2% 
inches. Knobs, 2% x 2% inches. 


Bronze Front, Bolts, Knobs, Hubs, Cylin- 


Japanned Iron Case. 
Three Embossed Gold Plated Nickel 


der, Strike and Rings. 
Silver Keys each. 


The Eagle Quality Line 
Night Latches Cabinet Locks 
Trunk Locks Store Door Sets 
Front Door Sets Padlocks 
Wood Screws 


Eagle Lock Co. 


General Sales Office 
-comusrarore, 26 Warren St. New Yorks +6 ~ vs sor 
Branches—521 Commerce St., Philadelphia, Pa. 

177-179 N. Franklin St., Chicago, Ill. 


114 Bedford St., Boston, Mass. 
Works at Terryville, Connecticut 
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Never Before So Much 


Fall Building 


—and Win-Dor Operators will prove the 
Wedge to let you in for $100 worth of hardware 
bought for the average casement home 


ROM all parts of the country comes the news 

of building permits in such volume as has 
never before been known at this time of the year. 
And from all parts of the country we are receiv- 
ing accounts of how Win-Dor Operators are estab- 
lishing our dealers with architects and contractors 
.. .not only selling Win-Dor Operators but throw- 
ing the doors wide open for the contract on all the 
hardware in the building. For instance, one dealer 
writes: “We have submitted estimates on two 
more buildings; not only were the estimates ac- 
cepted, but it is our honest belief that the No. 7 
was one of the reasons why they were taken up.” 
Recognize this power of Win-Dor Operators. It is 
the greatest “leader” ever brought to the builder's 
hardware trade. 


Are you going to get your share of the big Fall 
profits awaiting Win-Dor dealers? Just fill in the 
coupon and we will show you how to get started 
at once, filling orders for this building boom. 





A slight downward pressure on the handle releases automatic 
catch and permits swinging the casement by a short, easy 
movement of the handle to the right or left. Handles are inter- 
changeably detached or attached as desired. 








sSuseesscsesesssesseses (” O U P O N S@eeaeeeeaeeeeeeaeaeaeeeeeeee 
CASEMENT HARDWARE CO., 224 Pelouze Building, Chicago 


Please let me know at once how to get in on Fall building with Win-Dor Oper- 
ators, and give complete information on 


Win<Dor 


Name 








Address 

















_- ~ yee, = ~—o ee LL TT GS ee 
———Tte ee en — —— 


28 


HARDWARE AGE October 15, 1925 








To the 
HARDWARE DEALERS 


Everywhere 


Gentlemen: 


We have just issued two Special 
Fall Catalogues that you will find 
about the most convenient books in their 
respective classes that you have ever 
had around your place. 


Our Fall Supplement—1lists an un- 
usually fine and complete line of Fall 
and Holiday Goods. Every item salable 
in the usual hardware store. 


Our Radio Catalogue—covers about 
everything in Radio that's good, even to 
a complete list of Broadcasting Stations. 
Complete sets from the Crystal Set to 
the Cabinet Grand, also a full line of 
standard parts. All the information is 
in ''plain English'' so you can under- 
stand it. . 


Both of these catalogues are 
priced up, ready for business. 


We will be glad to forward either 
of them (or both) upon request. 


Very truly yours, 


THE GEO. WORTHINGTON CO. 
Cleveland, Ohio 


Established in 1829. 
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THE WEAR IS 


Merchandising brains and the forethought 
that is good business, have at last entered the 
selling of Aluminum Ware. Quality Alumi- 
num Ware has come into its own. 


Now good merchants are deciding to sell 
Aluminum Ware that won’t come back, to cus- 
tomers who will. And a better, more profitable 
year in and year out Aluminum Ware business 
is the result. 


Thin, quickly destructible aluminum uten- 
sils have proved as greatly disappointing to 
dealers as to customers. They are a costly ex- 
periment all down the line. 

For these very sound reasons, LIFETIME 


has sponsored a new, more logical period of 
permanent profit. 


The makers of LIFETIME Aluminum Ware 
have proved what good, heavy, substantial 
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RETAIL PRICE 


6323 


Good Merchants Sell the Lifetime Line 
| It Never Lost a Customer hk 


utensils cost to produce and cost to sell. LIFE- 
TIME tests have also proved that aluminum 
goods of the weight and gauge now bearing 
the LIFETIME Trade-Mark will; with ordi- 
nary use, last a lifetime. 


When you offer your customers LIFETIME 
Ware, with the assurance that it will never 
wear out, with one of the four largest manu- 
facturers of Aluminum Ware in the United 
States behind you, your aluminum department 
will begin to show a real and lasting profit. 


The LIFETIME Line offers a larger margin 
of profit for the dealer than does any other 
Trade-Marked quality Aluminum Ware. 


* * € 


The LIFETIME proposition to good mer- 
chants will interest YOU. Write for it today. 


ALUMINUM PRODUCTS COMPANY, LaGrange, Illinois 
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Half Soles—Heels 
and Strips 
An Ideal Sole for 
All Weathers! 
Selling PANCO in profitable volume is merely a matter of stock- 
ing and displaying it. So easy to apply that anyone can do it. 
So comfortable and economical that everyone wants to! 
Outwears Best Leather 2 to I 
Absolutely Waterproof 
Black or tan—for men, women and children. Your jobber can 
supply you—or order direct. 
PANCO RUBBER COQ., Chelsea, Mass. 
TRADE MARK REG. 
Half Soles—Heels and Strips 
BH 
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Behind a good cup 
of Coffee 


A good workman needs the best tools—and the woman of 
today with a reputation for a good cup of coffee is not 
using some dilapidated coffee-making device. 

Science and manufacturing skill come to her aid in Rome 
Percolators. They are laboratory-tested utensils, designed 
and developed to be master coffee-makers. 

Made of solid copper, natural finish or nickel-plated, and 
aluminum. 4, 6, 8 and 9 cup capacities. A complete line 
to meet every customer’s desire, and at prices within reach 
of all 

The cold water type, plain or panelled, has 13 points of 
advantage; the hot water type, high or low pattern, has 
11 points of advantage—each point of each type a strong 
selling argument. 

Our new cataleg defines Rome percolator points. Your address please, 
SO we can send you a copy. 


Our “Good Cup of Coffee’’ folder helps sell Rome percolators—quantities 
printed with your name, no cost to you. 


ROME MANUFACTURING CO. 


ROME Rranches NEW YORK 
NEW YORK, 342 Madison Ave. CHICAGO, 1528 Lytton Bldg. 
BOSTON, 60 India St. SEATTLE, 302 Pioneer Bldg. 


SAN FRANCISCO, 610-614 Wells Fargo Bldg. 
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ROME COPPER AND ALUMINUM UTENSILS 
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The Human Side 


of a 


Great Business 
Publication 


or i ®, nF 











259 West 39* Street 








thousands of hardware merchants in all 
parts of the country. 


During 1923 and 1924 he served as Resi- 
dent Editor in Cleveland, Ohio, where his 


for the intensely practical market and 
merchandising information, which marks 
HARDWARE AGE as the ESSENTIAL 


business publication of the hardware field. 


“The Most Influential Hardware Paper’’ 


Y 
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Back of every great enterprise | a 
is a human element contrib- 
uted by those mén whose ex- 
periences and _ personalities | E 
are reflected in that enterprise. ai) L 
This is the element that molds E 
opinion, creates good will and ait 
makes or mars its success. | 
BE 
So aaoeens 4 
Charles J. Heale, Market Editor : 
wAGIEET Charles J. Heale, the able outstanding ability resulted in promotion 
.8) Market Editor of HARDWARE to his present position in the home office. 
‘| , ; : 
| $e PD yh tm ong It is as Market Editor, however, that Mr. 
Durj : ante € that Heale is rendering his greatest service to 
ong 4 uUrINg - e ie = * os os those who buy and sell hardware. His keen 
me ae as ieee ized on market prices” insight into market conditions, his reputa- 
and market conditions. tion for accuracy, and his pleasing personal- 
In conjunction with his market work, he has ity have opened to him all the varied 
made a careful study of hardware merchan- sources of hardware market information. 
dising, and is known as an expert news re- Each week he personally obtains the New 
porter and an authoritative writer on retail York market report. This, with the market 
sales and display methods. This phase of  inforniation sent in by the resident editors ee 
his activities led him into hundreds of retail in the principal market centers, forms a re- Be 
stores and made him a welcome guest at liable, recognized buying guide for the re- | 
numerous hardware conventions. It also tail hardware trade. 
hi l int hi ith : ke 
ee ee ene ane To Mr. Heale belongs much of the credit be 
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Isn’t It 
Reasonable 


to suppose that if we have cut 
overhead costs and increased sales 
for others, that we can do the same for you? 


Store Engineering, from the merchandising angle, is a 
profession in itself. It is the art of producing moré 
sales from less inventory; of planning a store so that it 
is easiest for customers to buy; of systemizing stock so 
that clerks are more efficient, display most effective and 
profits. greatly increased. 


A “Duluth” Store engineer can find practical and 
economical means of reducing your overhead, increas- 
ing your sales and increasing your profits. 


‘ee q 
i ee 
~ Ze os 


His services are rendered without charge to you and 
° ° 9 

do not obligate you in any way to buy “Duluth” Store 

Equipment. 

If as a result of his survey you can see where it is to your advantage 

to equip your store with “Duluth,” you will want to give it careful 


consideration. If not, you have lost nothing but a little time, and 
gained many valuable merchandising ideas. 


“Duluth” Store Engineers are experienced hardware merchandisers. 
They are a part of the largest and most thoroughly trained hardware 
merchandising organization in the country. 


This is a Distinct *““‘Duluth’’ Service 


A service that thousands of retail hardware merchants 
have used to good advantage, and must not be confused 
with ordinary store planning. 





Clip the Coupon — Mail it TODAY 
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DULUTH SHOW CASE CO. 
P. O. Box No. 778-All 
DULUTH, MINN. 
Gentlemen: 


Without obligating us in any way, please have 
a “Duluth” Store Enpineer call on us on or about 


‘ 











tin. 




































































TOWN 


FIRM NAME_ 


DATE 





INDIVIDUAL___ 


| 











DULUTH SHOW CASE CO. DULUTH, MINN 


STATE. 
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“The Saw Most 
Carpenters Use’’ 


Disstonite Handle 


October 15, 1925 





—a new Disston triumph 


Chemists and metallurgists 

. saw makers and engineers 

—they all helped create this new 
Disston Saw. 

The D-18 Saw is different. 

Tremendous pressure moulds 
the handle—a handle that is 
hard, tough and strong; that 
hard knocks and rough work do 
not harm. 

A handle that will not warp 
or crack; that will not shrink, or 
loosen on the blade. 

And with a rich finish that oil 
or perspiration do not stain. 


This is the Disstonite Handle. 

Then Disston saw makers 
made a blade of Disston Steel— 
hardened and tempered it; set 
and filed it, as only Disston 
workmen can. 

They assembled blade and 
handle to give that “‘hang’’ that 
users want. 

And a new saw—a better saw 
—was ready for the world. 

The D-18 Saw is ready for 
you—at your jobber’s. Con- 
sumer price $4.50 each. The 
dealer who shows it will sell it. 


Henry Disston & Sons, Inc. 


Makers of ‘‘The Saw Most Carpenters Use”’ 
Philadelphia, U.S. A. 





iSSTON 


SAWS TOOLS FILES KNIVES STEEL 
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each week—also Saunders 
good book, ‘Forty Years of Hardware.’ 
It does a fellow a lot of good.” 


“Enclosed find check for $4.00 for 
two more *years of HARDWARE AGE It 


was 


that I got my present position.” 


“Guess I would be lost without those 
weekly visits of HARDWARE AGB to 
which we have become accustomed to 
look forward to.” 

(Signed) Harry Hawkins, Jr., 


“Enclosed 


What Readers Say 
of HARDWARE AGE 


enjoy HARDWARB AGE 


Norvell’s 


reading 


(Signed) F. C. Moultrup, 
Herndon, Va. 


through your good publication 


(Signed) Jos. L. Caples, 
Newark, N. J. 


Monticello, Ark. 


please find money order 


for $4.00, for which I want you to 
enroll me again as a subscriber of the 
indispensable review of modern hard- 
ware merchandising. I am much 
obliged to you for the great benefit 
received from it in the precedent years, 
for in each number there is always 
something new and interesting.” 
(Signed) August A. Rodriguez, 
San Juan, Porto Rico. 
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OMETIMES home builders buy in 

ferior hardware only because 
they believe it can be easily replaced 
later. If you would inform them of 
the relative cost of application to 
the price of good hardware they 
would most likely decide to cut the 
expenditure on some less lasting item. 


McKINNEY MANUFACTURING CO. 
Pittsburgh Penna. 
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OME delegates are already on their way to Atlantic City. They all want to be there 

bright and early Monday morning in time for the opening meeting of the automobile 

accessories sessions at which time due consideration will be given to the advantages 
of radio and electrical equipment distribution through hardware channels. The exhibits 
will be open. In between time the spacious boardwalk will be crowded with hardware dele- 
gates representing the leading jobbers and manufacturers in the country. 


Retail associations will also be represented by prominent dealer members. The “Hard- 
ware Special” from Chicago will pull in early that Monday morning and everything will be 
in full swing very promptly. 

The true convention spirit of cooperation will prevail. The discussions and conclusions 
will be thoughtful and sincere and will be important to you as a retail merchant, jobber or 
manufacturer. 

For this reason HARDWARE AGE will present in full the report of this joint convention in 
the October 29 issue. Watch for this number! 
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Smoke Out Outside Stove Competition 





















Z 
ae 

hie 

ae 


es a, 


- 
~ 


URN modern 
sales fuel in 
your window fire 


pots and you will be suc- 
cessful in keeping the home 
fires burning. 

The keen outside competition 
for the stove business of today 
demands alert and aggressive 
merchandising and sales meth- 
ods on the part of every hard- 
ware merchant who is inter- 
ested in the sale of stoves and 
stove accessories. 

There is only one best way to 
smoke-out outside stove competi- 
tion in your locality. This is to 
stage a red hot stove sale of 
your own. You have every ad- 
vantage over the catalog house 
and your local and outside in- 
stalment furniture and stove 
dealers from the standpoint of 
interesting your townspeople 
and country folk in heating 
stoves, repairs and accessories. 
A timely topic, heat that is 
tropic! 

Your stoves are _— set-up, 
polished and attractively dis- 
played where your potential cus- 
tomers can see them as well as 
have a personal demonstration 
and receive full information as 
to the service they will render. 
In addition to this, you carry in 
stock a complete line of stove 






















By Charles P. Catlin 


stove set-up from a stove board 
to the stove pipe collar. You can 
easily put the O.K. in smoke and 
give the K.O. to competition. 

The least expensive and most 
effective way to secure maxi- 
mum heating stove and stove 
accessory sales is to enlist the 
services of these two powerful 
sales allies: Your Windows and 
Uncle Sam. 

First, put in an attrac- 
tive window display—i.e., 
place one or two heating 
stoves in the window, pref- 
erably one coal burner and 
one wood burner. Set each 
stove on an appropriate 
size stove board. Then place 


attractively around 
the stoves a few of all 
the items you have in 
stock : 


people in your community as the 
sales messages of your unseen 
competitors. He is delivering 
the latter now. Why not set him 
to work for you at once? 

You will find it profitable in 
the way of increased business if 
yeu will mail a letter or post 
card now to each one of your 
potential customers inviting 
them to come in, see and inspect 





Our 
Heating Stoves 
Assure a 
Cheery Atmosphere 


in the Home. 











your new and complete line of 
heating stoves and stove ac- 
cessories. Then, you’ll have the 
right kind of fire sale. Help 
them solve the burning question, 
how to turn a glowering atmos- 
phere into a glowing, and you 
will build warm friendships. 
Make them warmly heated, 
warm as toast, and you’ll find 
them warm-hearted toward you, 
toasting you to increased pros- 
perity. 






es te 






Second: Uncle Sam _ has 
demonstrated his sales ability. 
He is just as capable of deliver- 
ing your sales messages to the 


accessories that will enable your 
trade to select and purchase 
conveniently everything they 
will require to complete the 
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Rubbish Burners 
Furnace Cement 
Stove Putty 

Stove Linings 
Cover (Lid) Lifters 
Coal Tongs 

Iron Fire Sets 

Fire Screens 
Basket Grates 


Stove Polish 
Stove Brushes 
Metal Polish 

Iron Enamel 
Stove Pipe Collars 
Stove Pipe Wire 
Stove Pokers 
Stove Scrapers 
Fire Shovels 


Coal Hods Andirons 

Stove Pipe Stove Door Knobs 
Elbows Stove Leg Rests 
Dampers Reducing Rings 


Ventilator Heads 

T-Joints 

Oil Heaters 

Oil Stove Wicks 

Electric Heaters 

Gas Heaters 

Stove Pipe Heating Drums 
Linoleum Rugs 

Oil Cloth 

Oil Cloth Binding 


Damper Clips 

Mica or Isinglass 
Stove Pipe Thimbles 
Stove Pipe Registers 
Flue Stops 

Stove Pipe Cylinders 
Furnace (Ash) Scoops 
Ash Cans 

Grate Shakers 

Ash Sifters 


A window display of the 
character suggested will serve 
a double sales purpose. It will are 
attract the attention of heating 
stove prospects as well as re- 
mind and convince all those who 
see your window that your store 
is headquarters for the various 


excellent ads—they 


advance your’ business 


Kindle your sales fire 


Displays that Sold 





not be judged entirely upon im- 
mediate results. Window displays 
surely have a far reaching and potent 
indirect result which may often do the 
store more good than the actual and im- 
mediate sales. Charles E. Parsons, dis- 
play man for the Townsend Hardware 
Co., Oneonta, N. Y., realizes this fact, 
but nevertheless keeps a memo record 
of direct sales from his window displays. 
He was kind enough to send us these two 
pictures of Townsend window displays. 
Commenting on the tool display, Mr. 
Parsons says: “This window display 
brought us in a revenue which more than 
paid us for the time and expense invested 
in making the trim. By recording on a 


\ LL forms of good advertising can- 


stove necessities they need now. 
Such placards and displays 


prove to your advantage in 
every way. Adhere to them! 


39 


Here are two suggestions for 
window placards (signs) : 





| 
| HOT STUFF! 
! Our Stoves Are 

A Grate Success! 
You’ll Warm Up to Them 
And Be Fuelly Satisfied. 








SE eS 


eee, 


- 
| Don’t Lose Your Temper! 


It’s Easy to Set Up 
Heating Stoves | 
With Our 


Stove Accessories. 
win | 














admiration, add to your sales, _ | . ae -_ 


and 

these modern sales suggestions 
and sparks of gold will warm 
with your cash register. 


Merchandise 


memo slip all sales made on display tools 
that week, we easily proved that such 
window displays are worth while. We 
have had several other tool window dis- 
plays and each one has proved similarly 
successful. 

“Last spring a seed window display 
broke up our entire seed stock, practically 
all the seeds on hand.” The hardware 
horse and buggy display attracted more 
newspaper and public comment than any 
other Townsend window in many months. 
You will note that standard hardware 
items are used exclusively in making 
these display pieces. Many traveling 
salesmen complimented Mr. Parsons on 
the originality of this display. 

















This hardware go-getter calls 
on his prospects. He doesn’t 
wait for them to come to his 
store, because it’s too long a 
wait. Here he is, spending his 
mornings calling on prospects 
and offering to install sets on 
trial. 


T’S not so much the radio 
| goods that the public wants, 
it’s radio service. The best 
radio receiver in the world is so 
much cabinet, wiring, and miscel- 
laneous parts unless it provides 
its buyer with musical entertain- 
ment, information and education. 
Radio is merely the means to an 
end, and the end is radio service. 
That is the way William Os- 
born of Croton-on-Hudson, N. Y., 
sizes up radio. And by way of 
proving that his viewpoint is not 
far amiss, he does a steady and 
profitable radio business during 
the so-called summer slump, as 
well as during the good winter 
months. With it all, this hard- 
ware dealer is well within the 
commuting zone of New York 
City, and he is constantly faced 
with the competition of the cut- 
throat radio merchants in the big 
city. When he asks for the full 
list price on radio goods, to which 
he is fully entitled, his customers 
often flash a newspaper advertise- 
ment in which exactly the same 
merchandise is offered for 25 per 
cent less. 

“Give them service, and they’ll 
overlook price,” states this hard- 
ware dealer, who started in busi- 
ness on a very modest basis but a 
short while back. 
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’ 


But what does “service’ 
mean? It’s such an abused 
word, these days. 

First of all, service means 





Trouble-shootinge often means 


nothing more than tightening a 
loose connection. But the small- 
town hardware dealer’s readiness to 
render such service is his main 
stock in trade, and it gives him 
the small town trade as a monopoly. 


a study of the problem of the 
prospective buyer. It is true that 
while one type of receiving set 
will work well under certain 
conditions, it will fail to per- 
form satisfactorily under others. 
Radio sets, at least with the 
present state of the art, have not 
yet been reduced to the simplicity 
of canned goods. 

So Osborn visits the home of 
the prospects and studies the ex- 
act conditions under which radio 
is to be employed. Sometimes he 
recommends a loop type of re- 
ceiver ; sometimes he recommends 
the usual antenna type. Again, 
he may refuse to sell a three-tube 
receiver to a prospect, when he 
knows that the prospect. will 
never be satisfied with results 
from a moderate-power set. 

Once having settled on the type 
of receiver, it is duly installed. 
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Make a “Go” 





By Austin C. | 


While the customer pays for the 
various materials required, the 
service of installation is given 
free. Of course, the full list price 
is charged for the radio receiver, 
and an ample margin of profit is 
available to work with. 

The service doesn’t stop, even 
with the installation of the 
receiver. The members of 
the household are taught 


When a customer buys a radio 
set from this small town merchant, 
the set is properly installed. The 
antenna is erected with every regard 
for the most favorable location, 
lightning arrester installed, etc. 





TRAE 


how to operate the receiver for 
maximum results. And, after the 
receiver has been in use for a 
reasonable length of time, this 
hardware dealer makes a call to 
learn how the receiver is making 
out. Adjustments are cheerfully 
made, and, of course, defective 
materials are replaced without 
charge. In some cases another 
receiver is installed in place of the 
first one bought by the customer. 
Indeed, Osborn has installed five 
different receivers for one cus- 
tomer, at least, until absolute 
satisfaction was realized. 

Any one who buys a radio from 








5 ae a ‘ 
oF Se 


¥ WR me cee . 
A SS SR Pos 


| 
ba 
Pa 


y@ 


: 

















on APG TK a os ™ eo 4 4 a ta ae re Se ea PRD ATR, » Pet agt 3 + 
lS a9 ng 3 Ss a RebEERT TE as eet ee Wie ig ida ao? Se, tial) Serta 
* ahd oe | seks TS Se SP ye Pe eee o a Ata bee Cy (ee ie ll .. “3 


Br ss ea 
















id i PORTE Reet ee: SR agers 


5 “PST RCT? ee 























October 15, 1925 


of Radio 


Lescarboura 


Osborn knows that he can bank 
on satisfactory radio service. He 
buys radio service, not merely a 
radio receiver. If anything goes 
wrong with the receiver, Osborn 
is promptly on the job. He goes 
in person, or he sends his man. 
The trouble-shooting call may 
mean nothing more than 
the tightening of a loose 
screw or nut, the replace- 


Automobile dealers teach 
their customers how to 
operate their cars, and the 
enterprising small town hard- 
ware merchandiser teaches 
his customers how to get the 
most out of their sets. 


ment of a tube, the installation of 
a new battery, or the splicing of a 
broken connection. But from the 
radio listener’s viewpoint, it is a 
very serious matter, and prompt 
service makes many friends. Fur- 
thermore, many a sale of vacuum 
tubes and batteries is made by 
such trouble-shooting expedi- 
tions. 

Like all the merchants you have 
made a really big success of radio, 
Osborn doesn’t wait for custom- 
ers to come to his store. He goes 
after them. Leaving an assistant 
to run the store during the fore- 
noon and such afternoons as he 
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can spare, he calls on pros- 
pects. In his delivery car he 
carries a complete collection 
of receivers and accessories. 











A phone call brings this merchant 
to the customer, tool bag and all. It is 
surprising how much business is picked 
up in this way. A few tubes for this 
party, a new set of “B” batteries for 
that, ete. All the while he is building 
good will. 


When the prospect has_ been 
worked to the proper point, he 
offers to install a radio receiver 
without charge and without ob- 
ligation, for a week’s trial. Such 
an offer is rarely refused, be- 
cause he is ready to install the 
receiver then and there. And he 
finds that such demonstrations 
generally result in 60 per cent 
sales. 

“The hardware merchant is en- 
titled to the full list price on radio 
—and he can get it, if he gives ra- 
dio service,” states William Os- 
born. ‘He need not worry about 
the cut-throat radio dealers and 
the mail order fellows who sell 
radio goods, pure and simple, and 
who seldom stand back of their 
goods if anything goes wrong. The 
small-town radio prospect will 
think twice before he will invest 
a good round sum in a nonde- 
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The small-town hardware 
merchant is out to sell radio 
service, not merely’ radio 
goods. Yet when a prospect 
knows something about radio 
and wants to buy on that 
basis it’s up to him to talk 
intelligently on the _ set's 
merits. 


script radio receiver, bought of a 


distant company, and with all the 
responsibility of installation fall- 
ing on himself. He generally fig- 
ures that it is wiser to spend 25 
per cent more, get reliable goods, 
and secure the full cooperation of 
the hardware dealer who sees to it 
that the receiver delivers exactly 
the results for which it was 
bought. Give service, and you will 
get all the radio business you care 
to handle.” 

When intelligently. merchan- 
dised, Radio is-not only a highly 
profitable line in itself, but is one 
of the surest means of building 
lasting good will and of creating 
new friends for your store. 

At the same time, radio is an 
extremely effective means of bal- 
ancing total sales. In other words, 
during the winter months when 
hardware sales are ordinarily 
light radio sales are at their peak, 
and visa versa. 

Furthermore, the hardware 
dealers are proving more and 
more a logical medium for radio 
sales. The average hardware 
merchant has been established for 
years and has won for himself 
a reputation for fair dealing in 
his community—and this counts 
in radio sales. 
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‘“Get Buyers Interested by Appealing 
to Their Hobbies,” Says Jennings 


sé "VE often thought that if a hardware store had 
| a regular pet department, it would be able to 
increase its general business two or three times 
over,” C. G. Jennings told us recently. Mr. Jennings 
besides being president of the Jennings Hardware Co.., 
Tacoma, Wash., is also president of the Pacific North- 
west Hardware & Implement Association. 

The idea of a hardware store having a pet depart- 
ment appealed to us as a somewhat novel departure 
from the ordinary. Being curious, we asked him to 
explain his idea a little more fully. 
come about naturally enough, as we had been discuss- 
ing the profits possible to hardware dealers by 
selling dog foods and other specialties somewhat 
out of the regular hardware line. 

“Well,” he said, “I have always found that 
people are more interested in their hobbies than 
they are in anything else except themselves. 
With most people their hobbies are really a part 
of them, so they are naturally interested in any- 
thing that has anything to do with their hob- 


bies. 

“Now the average 
much attention to 
dogs and dog shows 
and such things would 
probably be surprised 
at the number of 
people who are inter- 
ested in pedigreed 
dogs. 

“But why isn’t it 
enough,” we asked, 
“for the average hard- 
ware dealer to sell 
foods and medicines 
without going to the 
additional expense 
and trouble of trying 
to sell dogs?” 

“Well, in most 
cases it is enough, I 
suppose. But if you 
carry dog food and 
other things like that, 
people soon begin to 
ask for things for cats 
and canaries, and then 
they even ask you to 
prescribe medicines 
for sick dogs, and 
they get to consult 
you more or less gen- 
erally about’ their 
problems. Then they 
want to know where 
they can get such and 
such a breed of dog or 
bird, and some even 
ask you why you don’t 
go into the business.” 

It should be ex- 


The subject had 


who doesn’t pay 


plained that Mr. Jennings is a lover and fancier of 
dogs, particularly Irish setters. He is in somewhat 
of a unique position in this respect. When he talks 
to customers on the subject he knows how to hold 
their interest. He could probably run a pet depart- 
ment in conjunction with his hardware business very 


successfully, but he is frank in admitting that there 














is a great deal to learn about dogs and cats and birds 
if one is to breed, rear and sell them at a profit. 
But he believes that the hardware man who is 
enough interested in dogs to se}!l dog foods and medi- 
cines should also be interested enough to make a study 


of pedigreed animals so as to be in a posi- 
tion to advise people correctly when con- 
sulted. 

The Jennings Hardware Co. carries a $600 
stock of dog foods and medicines. It also 
carries a stock of about $600 in dog collars, 
harness, blankets, etc. Its annual stock turn 
in foods and remedies is 10 times, and in 
harness, collars, etc., 7 times. 

“Did this business grow naturally,” 
we asked him, “or was it the result of 
special sales effort?” 

“No business grows 
naturally,” he replied. 
“You have to do some- 
thing to make a busi- 
ness grow. In dog 
foods, for instance, we 
continually circularize 
the dog-owners in all 
nearby places, and 
make it a point to tell 
them something new 
about dogs or dog 
shows or food, etc. 

“You also have to 
anticipate the seasons 


are likely to occur. I 


my regular customers 
special information, 
and send out letters 
directing their atten- 
tion to certain things, 
such as the likelihood 
of certain diseases oc- 
curring at the particu- 
lar season when Il 
write the letter. Most 
of them, of course, 
know this, without 
me telling them, but 
they usually appreci- 
ate the interest and 
attention. 

“Many of the dog 
food houses publish 
books and circulars 
which I send out reg- 
(Continued on p. 94) 


when certain diseases. 


make it a point to give 
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Spooks! Witches! and 
Hallowe’en Profits 


ALLOWE’EN is celebrated Oct. 31. In olden days it was a festive event for the 
H peasant folk who had completed the fall harvesting. The modern conception 


of this holiday includes spooks, jack-o-lanterns, pumpkin pies, indiscriminate use 
of “Kick Me Hard” signs and affectionate slaps with flour-filled stockings. Hallowe’en 
night the broom riding witch is said to glide spookily across the face of a full moon. 
This sight is best seen from a deserted and gloomy cemetery at the hour of midnight. 

All of which gives the hardware merchant a colorful opportunity to create an un- 
usual window display, using plenty of orange and black crepe paper, jack-o-lantern 
cutouts, broom riding witches against a paper moon and perhaps a hardware spook made 
out of galvanized screen cloth. 

Hallowe’en is a great time for children’s parties and a great time for grown-ups to 
act like children at parties. There should be a good market for favors, playing cards, 
snappers, paper napkins and paper luncheon sets. All of these lines could be pur- 
chased in moderate lots for a special window display sale during the week which com- 
mences on Oct. 26, if they are not a part of your regular stock. 

An appropriate window display will attract the people of your town. You can try 
weird lighting effects for jack-o-lanterns and the spooks. This will identify you lo- 


cally. Get busy. 
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“We Deliver” 


A policy that has built sales for L. A. Maedel 


’ By Willis H. Parker 


would deliver and therefore wouldn’t need 

to advertise delivery service. But L. A. 
Maedel who runs a hardware store in Denver, 
Colo., finds it is policy to advertise free delivery 
service and advertise it strongly. The reason is 
that he must compete with the hardware depart- 
ments of department stores which make deliveries 
to all parts of the city. People are accustomed 
to the department store deliveries and rather than 
run the risk of buying an article in a hardware 
store and having to carry it home, some go to the 
department stores where it is certain delivery 
service may be obtained. 

For that reason Maedel inserts in all of his 
advertising, direct mail and otherwise, the words 
“WE DELIVER.” Those two words are printed 
prominently on his show windows. Aside from 
the name of the store the two most prominent 


Oo would think that every hardware store 





items in his advertising are the fact that the 
store makes deliveries and the telephone number. 
Maedel is seeking to increase his telephone busi- 
ness.. “If a woman wants a wash tub, let her 
telephone us and we’ll deliver it.” In other words 
he is endeavoring to accustom people to telephone 
to the store their wants just as a housewife tele- 
phones the grocer to order a sack of flour, a few 
fresh vegetables, and some fruit. She doesn’t see 
the goods until they arrive by the delivery boy— 
she doesn’t feel that it is absolutely necessary 
that she visit the store in person and make the 
purchase. 

According to Maedel there is no reason why a 
hardware merchant can’t obtain the confidence 
of the buying public the same as does a grocer. 
And it was to strengthen the confidence of the 
public in his store that he changed his location 
from Eighteenth Street to Fifteenth Street in 
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Denver. He felt that persons who looked through 


the telephone directory, for instance, to get the- 


name of a hardware store and its location as well 
as telephone number, would feel that a hardware 
store with a Fifteenth Street number would be 
in a better location and therefore a more reliable 
store than one bearing the Eighteenth Street 
address. Telephone customers, he felt,: would 
have more confidence in his store and wouldn’t 
hesitate to call up and order what merchandise 
they desired wherever it was possible to make a 
selection of merchandise by:telephone. 

Maedel received some surprises when he moved. 
He anticipated increasing the sale of household 
hardware, but instead he found his-big increase 
in mechanical goods and radios. Investigation 
showed that there were scores of automobile 
garages in this region and mechanics were for- 
ever wanting a new monkey wrench, a set of dies 
and other such merchandise. Radio sets and radio 
parts probably went better because many auto- 
mobile mechanics are also interested in radio. 
Perhaps, also, the fact that President Coolidge 
helped Mr. Maedel move increased the radio busi- 
ness for him. 

Yes, President Coolidge assisted Mr. Maedel 
move. You see it is this way :— 

The change in location occurred almost simul- 
taneously with the President’s inauguration last 
March. The hardware man wanted to let the 
world know he had moved so he used every adver- 
tising méthod at his disposal to convey the mes- 
sage. Realizing that thousands of persons would 
like to hear the President’s inaugural address as 
broadcast by radio, Mr. Maedel installed several 
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sets in school buildings, placed one in the work 
room of the postoffice, one in the county court 
house and in other places. Then he rigged up a 
set on his automobile, placed a loop aerial on the 
radiator, loud speakers on four sides and paraded 
the streets, at last stopping in front of one of the 
newspaper offices where crowds gathered to hear 
the President’s voice. Cards were prominently 
displayed wherever the firm had placed a radio 
set to inform the public who was providing the 
set, the address and telephone number. The news- 
paper printed a front page story about the gener- 
osity of the firm in helping the “radioless” hear 
the program. 

There is a considerable difference between the 
classes of trade he is getting now compared to 
the classes of trade he was getting in his own 
location. That was a region occupied by many 
real estate men and they were in the market quite 
frequently for garbage cans, ash cans, etc., for 
the apartments and houses they were renting. 
He still has that business or a large percentage 
of it, but he’s geting it by telephone now instead 
of by personal selection. He admits he sells more 
garbage cans than any firm in the city. He:found 
that his name and address stencilled on the 
garbage can resulted in business from other 
sources. The woman who was renting an apart- 
ment saw the name and address on the can and 
when she was in the market for hardware she 
thought of this store. 

Mr. Maedel thinks it will do no harm if all the 
hardware men will take cognizance of the delivery 
service of the department stores and meet that 
competition by stressing their own delivery. 





He Keeps Tab on the Farmers 


what he needs at least a month before he 
needs it.” 

This advice, preached and practised by George 
Pierce of Plymouth Village, Washington County, 
Ohio, has increased his rural hardware trade over 
70 per cent. Pierce handles general hardware; 
along with paint, fertilizer and implements; and 
he was usually burdened with left-over stock un- 
til the winter of 1924-25, when he learned how to 
estimate his customers’ needs in advance. 

“TI learned this,” explained Pierce, “by getting 
in touch with the county farm agent, the grange, 
institute, and other rural organizations. I at- 
tended their meetings whenever possible, and 
noted farm activities in the county paper. 

“When something was planned, such as a 
spraying demonstration, I obtained a list of 
articles needed, then mailed out to the farmers, a 
batch of postal cards, worded thus: 


THE COUNTY AGENT ADVISES 
SPRAYING, to protect next year’s fruit 


crop. 
We have the dope. Also pumps to apply 


a he you want to sell to a farmer, find out 


it with; in sizes and prices to suit your 
pocketbook. G. W. PIERCE. 


“In ‘paint-up’ campaigns, fertilizing tests, etc., 
I used practically the same methods and farmers 
soon got the habit of coming to my store for the 
newest and best things in hardware. I bought 
light and often. This kept stock turning and I 
always had an article ready when the customer 
needed it. 

“Officials of farm organizations caught the co- 
operating spirit and advertised my line whenever 
members inquired for such products. This 
brought trade from the best customers in my 
territory. 

“With motor cars and good roads, farmers 
seldom spend much time with a dealer who waits 
for demand to become insistent before stocking 
up. He must know these needs well in advance 
by keeping tab on the local leaders. 

“There is always something new being planned 
in farming communities. Greater things can be 
expected in the future; and the dealer who fails 
to grasp this opportunity is sleeping on his own 
rights.” 
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Remodeled Store 
to 2500 Visitors 


HEN two people are introduced to each 

other by a third it is usually with the hope 

that they will become better acquainted 
and develop a lasting friendship. With this very 
same idea in mind R. M. Falk, of the Falk Hard- 
ware Co., Manitowoc, Wis., recently undertook to 
formally introduce his remodeled store to the 
people of that city. 

The occasion of the “introduction” was the com- 
pletion of his new fixtures and was advertised as 
the store’s formal opening. The wall cases which 
ran nearly the full length of the store on both 
sides were stained a silver gray with sample 
doors of the same color. Floor show cases, ar- 
ranged in a horseshoe shape, occupied the front 
half of the center of the room, while back of them 
were several display tables containing household 
goods and specialties. 


Falk Introduces 


Take it to the job 
P. 
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For the three days just prior to the opening, 
announcements were run in the two local news- 
papers and during the same time several hundred 
hand bills were distributed to the homes in the 
city by uniformed Boy Scouts. Both the news- 
paper ads and the hand bills contained the same 
copy—an invitation to call at the store and offer- 
ing a flower to each woman and a cigar to each 
man who would come in and leave his or her name 
and address. The ad also called attention to 
special displays of such items as furnaces, stoves, 
and tools and also set forth some half dozen mis- 
cellaneous articles which were specially priced for 
the occasion. 

That this advertising received real attention is 
evidenced by the fact that over 2500 people vis- 
ited the store on the opening day and gave their 
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names in exchange for flowers and cigars. In ad- 
dition to the flowers each woman received an 
aluminum salt shaker upon which was stamped 
the firm name. 

Several factory representatives were present 
demonstrating their various products in the dif- 
ferent departments around the store. While no 
particularly hard effort was made to sell merchan- 
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dise on this first day, cash sales, due undoubtedly 
to the attractive displays, amounted to $431. 

Mr. Falk is thoroughly satisfied with the suc- 
cess in introducing his store to the people of 
Manitowoc and by using often the large mailing 
list which he obtained on that first day, he hopes 
to build up a better and stronger acquaintance- 
ship. 








Pipe Display Rack for Sporting Apparel 


UNTING jackets, sweaters, baseball uni- 
forms and kindred apparel items handled 
in connection with the sporting goods de- 

partment of Getz Bros., Kent, Ohio, are handily 
displayed on the simple pipe rack illustrated 
herewith. Ordinary 14-in. lead pipe 16 ft. long 
with two floor sockets and two elbows will furnish 
the material necessary for the rack. One length 
of pipe 8 ft. long and two lengths each 4 ft. 
long are hooked as shown in the sketch. The el- 
bows are used on the corners and the sockets give 
the side supports a firm foundation on the floor 
as these are screwed securely. Regular coat 
hangers hook over the 8-ft. pipe length and sup- 
port the apparel. This rack takes a floor space & 
ft. long, about 3 ft. wide and permits the display 
of about 40 coats. The coat hangers keep the 
jackets looking neat and enable the prospect to 
find the desired size and model without pawing 
over a heap on the counter. This rack may of 
course be made in any length to suit available floor 
space. It is advisable to have the end supports 4 
ft. high, as this is a convenient display height. 
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Hi! Ho!—Come to the Fair! 


The value of the departmentized display booths 


Illinois-Indiana Fair. It is a prosperous 

Illinois city and also the home of the Thos. 
Conron Hardware Co., who never miss an op- 
portunity to bring their wares before an always 
interested public. The Danville Fair brings folks 
from two States to that fair city and this hard- 
ware company seized the opportunity by renting 
five display booths in which to show off some of 
their many lines. 

T. W. Conron, vice-president, refers to this 
venture as an old method of advertising which 
was used with unusual success. You can readily 
see that the five Conron booths had plenty of live 
action and merchandise. In fact each booth is 
really a department in itself. Several hardware 
manufacturers cooperated with this live firm. 
They sent special display material, factory rep- 
resentatives and circular matter bearing the firm 
imprint. 

Cutlery was one of the most active items dis- 
played. Forty-eight dozen of one pattern paring 
knives lasted only three days and the firm also 
sold a large quantity of kitchen knives and pocket 
cutlery. In addition to the actual sales made on 
the fair grounds Mr. Conron tells us that the 
store now has a pretty hefty list of truly inter- 
ested prospects. The list is so large that it will 
take considerable time and effort to follow up the 
people who showed interest in the washing ma- 
chines, china ware, juvenile vehicles and tools. 

Prospects obtained at the fair have in the past 
proved very good and will, of course, be solicited 
carefully in the next few weeks. 

An accurate record of sales and total expense 
showed that a display at the Illinois-Indiana Fair 
was no experiment, but a mighty good business- 
like investment of money and effort. The sales 
actually obtained on the grounds paid all the ex- 
penses and paid the company a tangible profit. 


[tots is the home of the annual 


can hardly be overstated. Too many exhibits 
have so many diversified lines that the prospect 
cannot concentrate his attention on any one item 
long enough to be sold. coe 

One of the Conron displays was devoted exclu- 
sively to washing machines of different types. This 
booth offered an exceptional opportunity to sell 
washers or at least arrange a prompt home dem- 
onstration. At the fair the entire family was 
present—there was no stall about taking up the 
subject with the “better half.”’” The salesman in 
handling a family demonstration can make a tell- 
ing, selling point for both husband and wife and 
can offer some pertinent thoughts which will in- 
terest grown daughters. 

There was also a complete paint display entirely 
separate from the juvenile vehicle booth next 
door. If a person was interested in painting 
there were no scooters or automobiles to divert 
his attention from paint. In the paint booth, table 
and chairs were provided for the convenience of 
those who wished to present their painting prob- 
lems. The very atmosphere of a county or State 
fair is such that conversation comes easy between 
buyer and seller. 

The juvenile vehicle department was complete 
and attractively arranged. You will note there 
was sufficient open space to make the booth in- 
viting. The tool booth was a delight to mechanics 
and to all men who use or appreciate tools. In 
the tool section the cutlery was shown along with 
some samples of builders’ hardware and casement 
hardware items. 

The china display section consisted of shelves 
along the rear and two open display type tables 
in the center. There was also plenty of open space 
in this booth so that women might stroll around 
and inspect the patterns and models. 








The Relation of Credit to Business 


Men and will give his observation to the joint convention in Atlantic City Thursday morning. Mr. 


J H. TREGOE knows this subject. He is executive manager of the National Association of Credit 


e Tregoe’s contribution will be one of the many features contained in the Oct. 29 issue of H ARD- 
WARE AGE, which will contain the complete report of the joint convention. 
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On this page are the booths of the 
: Thos. Conron Hardware Co., Dan- 
ville, Ill., which are always a feature 
of the annual Illinois-Indiana Fair. 
The Danville Fair brings folks from 
two States, and T. W. Conron, vice- 
president of the company, uses five 
display booths for his. numerous 


exhibits. 
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A Puritan Conscience! . 


Some Meditations on the Approaching 
Atlantic City Convention 


By SAUNDERS NORVELL 


deal of correspondence. Let me repeat 

what I said in these letters. What I do 
not know about Russia will fill several books. I 
have never been there. I only reported what other 
people told me. I was not taking any shots at 
any nation, class or religion. For the love of 
Mike, can’t some of you have a sense of humor? 
No, I am not a member of the Ku Klux Klan and 
I heartily agree with all that our President said 
recently in his address to the Legion on the sub- 
ject of intolerance. I am the most tolerant person 
in the world: I am like the rest of you. I am 
especially tolerant to myself! 


M: articles about Russia have led to quite a 


* * * 


However, writing about Russia is leading to an 
increase in my knowledge of the world. One of 
my correspondents wrote, asking if I had read 
Leon Trotzky’s book, “Whither England?” I 
bought this book at Brentano’s at a good, stiff 
price and I have been trying to read and under- 
stand it. Trotzky is an excellent writer. He was 
once an editor of a Russian newspaper here in 
New York. It is difficult, though, to follow his 
line of argument as I am so ignorant of English 
history and English politics, especially the history 
of the English Labor Party. In this _ book, 
Trotzky refers to Chartism and the Chartists. Did 
you ever hear of them? I had not, so I looked 
them up in the Encyclopedia Brittanica and found 
that Chartism was a very interesting but short- 
lived revolutionary movement in England at the 
time of the Duke of Wellington. The Duke was 
put at the head of the English soldiers in England 
to clean up the Chartists when they arranged a 
monster meeting of 500,000 people in London, 
although only 50,000 people attended the meeting. 
It was not necessary for the Duke to slaughter any 
of his fellow citizens and the Chartist movement 
petered out. Trotzky has a lot to say about what 
the Chartists believed and while the movement 
died, their efforts led to certain changes in the 
English law, these changes all being in favor of 
the working people. 


* * * 


Then, Trotzky refers frequently to Oliver 
Cromwell and the Revolution he headed that led 
to the execution of the English King, Charles I. 
Of course I had a hazy idea, just as you have, of 
who Oliver Cromwell was, when he lived and what 
he did. I had to read up on Cromwell. My, my, 
but he was some boy! He lived about the year 


1650, was big and red-faced—a regular rough- 
neck. Somehow, when I read about him, he re- 


minded me of our Roosevelt. They both believed 
in the strenuous life. Cromwell was a real fighter. 
It made me shiver when I read that his favorite 


’ time for starting a battle was at daylight before 


breakfast. Just imagine being shot or speared 
in the cold gray dawn of the morning when the 
dew is still on the grass, before you have had your 
ham and eggs! Terrible thought! 


* * * 


Cromwell was the originator of “shock troops.” 
Most of his army were small gentry—tradesmen, 
artisans, etc. Most of them had never ridden a 
horse. The Cavaliers were fine horsemen. Most 
of the King’s Army were Cavalry. They could 
move about from place to place quickly. Crom- 
well was very much handicapped with his army 
on foot. He therefore decided to organize a regi- 
ment of 1000 horsemen. This regiment was hand 
picked and trained by Cromwell himself. 


* * * 


Now, the curious thing that I read was that 
Cromwell picked every man first and foremost 
who had a CONSCIENCE. Cromwell said that a man 
without a conscience was no good as a fighter. 
Then, Cromwell, after selecting 1000 men, each 
with a conscience, taught these men how to ride 
horses—how to handle arms. In other words, he 
believed first in the conscience and afterwards in 
the technique of fighting. 


* * * 


This regiment, became famous as “Ironsides,” 
and was never defeated. Cromwell held them in 
reserve. At the critical moment, on every field of 
battle, he threw this regiment of men with a con- 
science to the front and they promptly settled the 
day. before starting to fight, they sang a hymn 
or two and offered up a few prayers. Then they 
ran their thumbs gently over the sharp edges of 
their swords, looked to the priming of their pis- 
tols, saw that their horses were in good condition, 
mounted and, with a clear conscience, threw them- 
selves into the midst of the fray and fell upon the 
enemy hip and thigh. Trotzky states that the 
greatness of England industrially and as a nation 
dates from the hard discipline the English people 
received under Cromwell and the Puritans. The 
Puritans were tired of the high living, of the danc- 
ing, drinking and debauchery under that weak 
and shifty monarch, Charles I. 


* * ¥ 


Well, well, what has all this got to do with the 
Atlantic City convention? Quite a little, my dear 
Anette, quite a little. A good many hardware men 
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are just wondering if we do not need a few more 
men with a conscience in the hardware business. 
Far be it from me to say anything out of school. 
I spend my days in a little office high up above 
Union Square in New York City. I only take a 
friendly, sympathetic and far-away interest in the 
doings of my hardware friends. Nevertheless and 
notwithstanding, rumors and stories—not to say 
gossip—drift up to my altitudinous office. I am 
not going to draw any blueprints, diagrams or 
specifications. 
x * * 


I heard that in New Orleans, we had a pretty 
good time. Yes, it was quite lively. Then I heard 
that at Dallas, it was livelier still. Is it possible 
that Isadora Duncan herself was there or just 
some of her dancers? I wonder! The last I heard 
of Isadora, she was in Russia. Dallas is a long 
way from Union Square, but it is curious how a 
little bird will fly from Dallas to Union Square, 
sit in the branches of the trees and sing its song 
all about the high jinks in Dallas. 


* * * 


Then a prominent hardware man drops in to see 
me and expresses himself forcibly that he thinks 
this sort of thing has gone just about for enough. 
I had just read about Cromwell, his Puritans, his 
“Tronsides” and his men with a conscience. “Well” 
-—said this hardware man—‘“I am hardly in the 
Puritan class myself, but I do think it would not 
do any harm at some of these conventions if the 
Puritans with a conscience did have something to 
Say.” 

. * *K 


But I said the hardware men are not a bit worse 
than other men in other lines of business. It was 
only a short time ago that in the chemical busi- 
ness, right before a convention, a letter was sent 
around among the leading chemical houses in 
which it was suggested—and the suggestion was 
earried out—that they agree among themselves 
not to allow their representatives to carry any 
booze to the convention; that they agree not to al- 
low their men to serve any refreshments of a hard 
or denatured character in their rooms in the 
hotels. I myself attended this convention and it 
was interesting and amusing to see some gentle- 
men with a constitutional thirst travel around 
from room to room without having a single con- 
vival soul cry out—“Say when!’’ Since then, these 
chemical conventions have been almost as dry as 
the Desert of Sahara. Of course, to carry out 
the simile, we all know that there is an oasis here 
and there in the Desert, but it was a long journey 
over the hot sands from one oasis to another and 
they were very difficult to find! 


* * * 


This gentleman who callea on me is one of the 
leaders in the hardware trade and, I may say, has 
been known on occasions to take a drink himself ; 
he is a broad-gauged and very tolerant man—-was 
quite a little worked up on this question. The 
point he makes is this: That it really does not 
make much difference what happens to some of 
the hardened old criminals in the hardware trade. 
A good many of them, he admits, are past redemp- 
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tion but, says this merchant, what about the 
younger generation who are attending these con- 
ventions? They have been led to look up to the 
names of some of the leaders in the hardware 
business with veneration and respect. What do 
they think when they see some of these shining 
lights getting all tangled up with the 18th Amend- 
ment? “Yes, sir’—said he to me—‘“you may 
laugh, but it is a serious matter. Some of these 
older men should have a conscience. They should 
not take these young fellows into their rooms and 
ask them whether they prefer White Rock, Cana- 
da Dry, Ginger Ale or plain water with theirs.” 


* * * 


A hardware manufacturer whose name is 
known in every village of this country drops in 
and expresses himself emphatically: ‘“‘What is the 
matter with these modern hardware men? Can’t 
they carry their liquor? Why, in the old days, 
they knew how to drink. They could drink like 
gentlemen. ,They did not make a holy show of 
themselves. They deserved the name of ‘hard- 
ware men.’ Has this new crowd of hardware 
men become decadent? From what I have seen, 
they do not understand: the gentlemanly art of 
being steady drinkers.”’ 


* * * 


In my mail—yjust think of it!—comes a circular 
letter from one of the leading hardware purchas- 
ing agencies in the country. This circular is all 
about the dignified hardware conventions of form- 
er days with its leading men being converted into 
a “national hardware joy ride.” ‘Where are the 
dignified, temperate, conservative hardware lead- 
ers of the old days?’—inquired this circular. 
“What is to be done about it? Some of the con- 
servatives in the trade have actually stated they 
do not propose to attend any more conventions if 
present conditions continue.” 


* * * 


A jobber calls at our little office and remarks— 
“These bibulous gentlemen may think that the 
story of their little parties held in their hotel 
rooms is kept quietly within their charmed circle. 
How mistaken they are! The entire trade is talk- 
ing. ‘‘Who is at the wheel of these joy rides?”— 
is being asked. The question is being answered. 
Some distinguished gentlemen are getting a repu- 
tation—not to say a notoriety—that extends from 
New York to San Francisco and from Canada to 
the Gulf of Mexico. 


* * * 


Well, well, of course I know it is none of my 
business. It is dangerous to write on such a sub- 
ject. However, some pretty important people in 
the hardware trade have asked me to write this 
article. Some of them say that as a result, some 
of the thoughtless may do a little personal think- 
ing on their own account. I am taking a chance, 
hoping it will do some good. 


* * * 


The jobbers are at one end of the Boardwalk. 
The manufacturers are as far away as possible 
at the other end of the Boardwalk. Here’s a sug- 
gestion: Why not hire a hotel just halfway be- 
tween for the “joy riders?” 
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Luiurw S. Souter, Editor 
HARDWARE AGE 

ERE I am up to my eyes in a lot of 

burned iron and_e steel, between 

wrecked stone walls, charred wood 
and ashes of a_ beautiful building, well 
stocked with Lincoln and Ford Automo- 
biles, Parts, Accessories, Machinery and 
men doing a business of two thousand dol- 
lars a day at the time of the fire; well 
equipped office, together with my private 
office which contained an accumulation of a 
life time—scrap books, letters from my 
father who has been dead forty years, pic- 
tures of him, my dead mother and my chil- 
dren in infancy and childhood; loving cups, 
souvenirs, pictures of hardware men and 
conventions all over the country, relics of the 
World’s War while I served as Food Ad- 
ministrator for my State—all forever gone. 
To me these things were becoming more and 
more appreciated as time passes swiftly by; 
but none can be reclaimed. ‘They are now 
only sweet memories of the past. It is 
pleasant to think of them, that’s all, so I 
must hurry on as I am getting nearer the 
end of my journey every day. 

The fire started at 1.30 a.m. Sept 5, just 
twelve years to a day from the time my resi- 
dence and store was destroyed by a fire that 
almost burned up our city. At that time our 
city water was low and the fire got away 
from the fire department, and we were help- 
less. ‘This time our water supply was ample 
and our fire boys were equal to the occasion 
when they got on the job; but our telephone 
service was rotten. People who lived just 
across the street from where the fire started 
tried in vain for twenty-five minutes to get 
central—our only means of giving a fire 
alarm. During all this time the flames in- 
creased rapidly, and when the fire boys ar- 
rived at 1.55 the entire plant was on fire. 
My friends tried to reach me by phone at 
my home two miles in the country and 
finally my granddaughter came after me. It 
is almost certain that my place could have 
been .saved had the telephone operator 
answered the calls. ‘Through some one’s 
negligence I lost my property. Have inves- 
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tigated and find that the telephone company 
is not legally responsible. We pay for the 
service, give them an unlimited franchise to 
all our streets and alleys, give them police 
protection—for what? If I should be the 
cause of the destruction of their property 
they could recover, but I have no recourse 
when they fail to render me service for which 
I have paid. The law should be amended 
so as to make them liable for delinquency or 
else a clause should be inserted in every 
telephone franchise making them liable for 
neglect or failing to give proper service. 

One trouble with the telephone system in 
this section is there is no competition—only 
one system, and they have us sewed up for a 
number of years on the franchise, but we 
will certainly try to have some State Law 
passed at the next meeting of our Legisla- 
ture to give us protection. 

I am making this statement that the read- 
ers of HArpWARE AGE may be warned, and 
suggest that in future when granting or re- 
newing franchises to your streets to be used 
by telephone companies, a clause should be 
inserted making them liable for loss of life 
or property through neglect or failing to 
render proper service. 

Hamp WILLIAMS, 
Hot ‘*Springs, Ark. 





Lurw S. Souter, Editor 
HarpwarrE AGE 

HAVE read various articles in your 

magazine which were sent in by differ- 

ent hardware merchants and have bene- 
fited a great deal during the past year 
from their suggestions and experiences. I 
am, therefore, enclosing a copy of a sign 
which I had printed and placed on my 
counter. This little sign has stirred the 
community in the past two weeks that it has 
been put up and a good many of our cus- 
tomers have frankly admitted to us that 
there is “more truth in that than poetry.” 

We have noticed an increase in our busi- 

ness which was formerly given to the Mail 
Order House. They are beginning to give 
my store more thought, whereas heretofore 
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when in need of merchandise they referred 
to their Mail Order Catalog and _ sent 
away for items before giving us considera- 
tion. 


In view of the fact that this sign has 
helped me a great deal, I am offering this 
little experience to other hardware mer- 
chants as a matter of reciprocation for mak- 
ing public their experiences to me. 


DOES THE MAIL-ORDER HOUSE 


1. Carry a standard and popular brand 
of goods, with a guarantee? 

2. Carry a stock of goods in your local- 
ity, conveniently displayed and 
priced for your inspection? 

3. Supply you with items, large or 
small, the same day you decide to 
buy? 

4. Deliver to your house, free of charge, 
the same day you purchase the 
goods? 

>. Greet you—advise you in your buy- 
ing and help you with your prob- 
lems? 

6. Advertise locally or patronize any of 
your local affairs? 

7. Render you any assistance when in 
trouble? | 


BUY FROM YOUR LOCAL DEALERS! 


Make your town more cheerful for its 
Merchants—AND FOR YOURSELF 
—by 
PULLING—WITH—THEM 


The Masback Hafdware Company, Inc.. 
uf New York City, requested my permission 
to have copies printed and I readily agreed. 
These placards have been distributed to the 
various hardware stores on Long Island 
through the Masback Hardware Co., Inc. 


(Signed) Ira Brivic, 
Smithtown Variety Store, 
Smithtown Branch, L. I., N. Y. 





Liew S. Sour, Hditor 

HARDWARE AGE 

we EFERRING to your desire for 
R expressions of opinions from your 

various subscribers, would say that 

for several years I have waited almost with 

impatience to follow up the articles by Mr. 

Norvell. 


HARDWARE AGE 


“I have heard of Mr. Norvell in many 
ways during the past twenty years, also I 
now regularly sell a hardware merchant 
who was on Mr. Norvell’s force during 
entire period of time he was with Shapleigh 
Hardware Co., and I believe Mr. Norvell 
built up the most efficient hardware selling 
organization ever turned out, and his experi- 
ences and ideas are certainly worth a lot to 
sales managers and salesmen of the present 
time. 

“While it seems to be opinion of financial 
men that while the hardware merchant 
stands the highest as to honesty, success 
and best moral risk, yet it seems for several 
years that according to statistics he has made 
practically nothing above wages. Whereas 
department stores, chain  stores—even 
grocery and drug~ stores have made big 
money. Also he has to hire as a rule a 
better class of clerks that take years to train, 
and be in a position to furnish high-grade 
detailed information at a day’s notice. Also 
with exception of department managers or 
similar jobs hardware clerks receive hardly 
any more compensation than mill hands or 
common laborers; only a trifle better than 
50 per cent qf skilled mechanics’ wages. 

“Possibly it might be an idea to review 





such conditions from data you have, and it’s 
possible you may have some suggestions to 
offer the retail dealers how to be more efh- 
cient and economjecal, thereby making more 
out of their investment. 

“Also another factor I have noticed in 
the retail hardware business has been of 
late years: In towns of ahy size the retail 
hardware merchant has dropped out of the 
stove and range business, consequently he 
has not only lost volume of these two items 
but lost the kitchen utensils, table cutlery, 
ete., which cuts down his volume. 

“I have simply given you my impressions 
as I have found them in this part of United 
States, after having put a great many years 
on retail and past thirteen years represent- 
ing a Jobbing house.” 

I am 

Yours very respectfully, 
(Signed ) W. J. MarsHALL, 
Everett, Wash. 
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Al Cornell, in action. He 

is using the price index 

which he designed and in- 

stalled to simplify the cor- 

rect price finding for the 
entire staff 





Price Index Simplifies 
Merchandising 


Al Cornell of Brooklyn, N. Y. It may 

be necessary to inform the trade that his 
proper name is H. A. Cornell and that the busi- 
ness he conducts at 121 Court Street, still bears 
his father’s name—S. W. Cornell. But the man 
himself is well known as an efficient merchant, 
interested in better hardware retailing and al- 
ways willing to share his knowledge with brother 
merchants. His successful direction of the an- 
nual metropolitan hardware dinner and _ the 
3rooklyn association outing are also well-known 
achievements. 

Recently HARDWARE AGE had the privilege of 
portraying with pictures and story a visit to the 
interesting Cornell store. Three of the best fea- 
tures were, however, retained for this issue. We 
refer to Mr. Cornell’s complete price and location 
index; his unusual method for sampling wire 
cloth and poultry netting and his efficient plan 
of displaying, pricing and stocking those items 
which are suitable for a place on the several glass 
covered wall cases. 

The price index located just behind the cashier’s 
cage is a pet system of this merchant. It solved 
for him one of the large merchant’s basic diffi- 
culties. Like every other big city hardware store, 
this business has its employment problem. The 
hardware business has so many lines and such 
varied discounts, for the inexperienced help to 
learn. There is bound to be a certain turnover 
of employees and while Mr. Cornell has a par- 
ticularly good record for holding his associates 
he, too, in common with most employers, finds it 


J “Al Cornel men need no introduction to 


necessary to take green hands and train them. 
His price index has been his biggest help in the 
training of new men and enables all of the staff 
to quote the proper price on any of the thousand 
items carried. 

The system consists of 48 thin wooden slabs 
each measuring about 30-in. square. These fit 
into grooves of a four section, containing a box, 
which fits snugly on a standard counter behind 


Customer 
may easily 
select the 
desired 
mesh and 
and finish 
of wire 
cloth or 
poultry 
netting by 
consulting 
these 
sample 
frames 
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the cashier’s cage. Two sections face the aisles 
on each side of the counter. Each slab has a 
projecting brass check which bears a number. 
Slab one and two contain an alphabetical index 
of all the items listed. 

For the sake of example, let us assume we want 
the price on hexagon cap screws. We look 
through the “S” group and find the description as 
“Screws, Hex., Cap. U.S.S. 35 A.” From this we 
know that this item will be found on the upper 
side of Slab No. 35. Hhat it been “35 B” the price 
would be found on the under side of slab No. 35. 

With slab 35 before us, we would locate the 
proper size and would know at a glance the price 
for small lots and for gross lots. A code mark 
also indicates the cost. In the illustration Mr. 
Cornell has the alphabetical index slab set on an 
incline on the counter and has located the proper 
size of hexagon cap screws on slab No. 35. Wher- 
ever practical, prices are shown on cards below 
the stock displayed. To wit: note the illustration 
showing a section of the wall cases. 

This shows an assortment of pliers and hand 
punches. We will assume the customer has 
chosen the hand punch which is third from the 
left in the fourth row from the top. The card 
below the punch states it is model 150, measures 
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5 in., and is stocked in drawer No. 8, located be- 
hind the companion door. Items shown on the 
right hand display panel are stocked behind the 
left hand display panel and vice versa. On the 
card inside the left hand panel we find that punch 
No. 150, 5 in. long, sells at $1. This complete tie- 
up enables the most inexperienced retail sales- 
man to handle a sale like a veteran. There is no 
groping for stock, no doubt about the price and 
no delay. 

Should the buyer be entitled to a better price 
based on a two dozen order for a lunchroom or 
some other business use, the salesman could refer 
to the complete price index, locate punches, take 
out the proper slab and get the necessary informa- 
tion. Such methods create confidence on the part 
of the customer. It is obvious that it is a one 
price store and that the prices are right. 

In front of the cashier’s cage Mr. Cornell has 
about two dozen wooden frames sampled with 
as many sizes and kinds of poultry netting and 
screen wire. He has found that customers know 
by sight the desired mesh but seldom know in 
size the proper mesh. Many do not know whether 
copper or black screen wire is wanted. The 
samples in the frames enable the customer to 
make immediate selections, thus saving much time. 
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The customer has selected the hand punch indicated by the right hand arrow point. Underneath the item, the card 
informs us that it is Model 150 stocked in drawer No. 8 which is circled. The left hand arrow points to the price, 
cost, model and stock card tacked on the inside left hand door. Stock shown in the right disp!ay case door is 


stocked behind the left hand door and visa versa. 
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Controlling Elements Exceptionally Favorable for 
Excellent Business, Says O. B. Surpless 


B. Surpless, president Surpless, Dunn & Co., New York City, 


R &. surnie G the present business situation and outlook, Oliver 


manufacturers’ direct representative, finds the outlook very 


favorable. Mr. Surp lags says: 


“We take pleasure in stating that 
from the standpoint of stability and 
volume, the controlling elements are 
exceptionally favorable to an excellent 
condition of business for a long time 
to come. 

“Let us first refer to the financial 
status: We find for the nine months 
of this year a decided increase in bank 
clearings over the same period of the 
previous year. 

“As regards new construction, we 
find an increase of at least 12 per cent 
over 1924 for the same period, and 
they tell us that the pig iron produc- 
tion was close to 18 per cent above 
1924. . 

“As an evidence of the state of mind 
as regards confidence on the part of 
our people, we find a very large in- 
crease in the number of new corpora- 
tions over the previous year. This is 
truly important, as it shows clearly 
a big increase in the investment of 
new capital and undoubtedly means a 


bit more competition among producers, | 
“It is said that commodity prices | 
|wise, and every sign points to con- 


show an increase of nearly 10 per cent. 
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Unfortunately, we do not believe this 
obtains in connection with products in 
the hardware lines. 

“The first nine months of this year 
showed a decrease in reported failures, 
which in itself is evidence of improved 
business conditions, although the writer 
wishes to add that in his survey of 
affairs he is happily convinced that 
those responsible for the safe conduct 
of business are coming back to real 
hard work, realizing the necessity of 
cutting down their hours of pleasure. 

“A careful checking of the general 
situation shows the encouraging fact 
that credit resources are not over- 
taxed, and there is no inflation of 
prices as apply to commodities. 

“Taking into careful consideration 
everything that influences the business 
world, we find a_ situation existent 
throughout the country that is highly 
satisfactory. 

“Looking into the future, we pre- 
diet a continued activity, which will 
more likely increase rather than other- 














tinued improvement, albeit moderate. 

“It is the writer’s opinion that the 
period has passed where fluctuations 
of a violent nature are liable to occur. 
We are today on solid ground and will 
there remain unless something unfore- 
seen such as war should bring about 
an upheaval. 

“Some complaint will continue no 
doubt to be heard regarding purchases 
being in smaller quantities than in the 
past, but when we consider the tremen- 
dous increase in carloadings it is per- 
fectly evident that the aggregate vol- 
ume of business has not been reduced; 
rather, on the contrary, has increased. 

“While we must expect during 
highly competitive peridos that profits 
will not be entirely satisfactory, it 
is the writer’s opinion that, outside of 
those proprietors who manage their 
business affairs on the basis of ‘ab- 
sentee ownership,’ there is nothing 
whatever on which to base pessimistic 
complaint; in fact, the mouths of the 
pessimists should be sompletely closed 
after a comparison of the past nine 
months with the corresponding period 
of the previous year. 

“Let us all endeavor with a sincerity 
of purpose to bring about a better rela- 
tionship between those who employ 
and those who enter the employ. 


Increasing Hardware Sales with Weather Reports 


AVING a barometer in its store that fore- 
casts the weather has helped the Wash- 
ington Hardware Co., Tacoma, Wash., sell 

more hardware. The barometer is on the ther- 
mometer display case near the front of the store, 
where it may be seen by anybody in Tacoma who 
is enough interested in the weather to step into 
the store and see the forecast for the following 
day. A number of men seem to have acquired the 
habit of stepping in on their way home from work 
every evening. As a result of this clerks in the 
store have become acquainted with many men, 
and have acquired easy speaking terms with 
others whom they would barely have known with- 
out the aid of the barometer. 

There is a table of specials, or bargain mer- 
chandise, near the thermometer case, which 
usually displays an assortment of goods of par- 
ticular interest to men. Men have been known 
to enter the store to look at the weather barome- 
ter, and to have gone out again, after buying some- 
thing on the table that appealed to them, without 
remembering to look at the weather forecast. 
This, of course, is unusual. But it has happened, 


which only goes to show how easily the minds of 
men are diverted from what they want to do, by 
what they want to have. 

But not only has the barometer helped to in- 


crease the sale of special goods, thermometers, 
ete., it has also helped to advertise the store 
among sportsmen and others concerned with 
prospective weather conditions. 

Many people when the barometer was first in- 
stalled refused to go into the store to look at it, 
believing it was a trick to get them to buy some- 
thing. But the management of.the store made it 
a point to instruct its salesmen that under no cir- 
cumstances was a person entering the store to 
look at the barometer to be accosted by a sales- 
man and invited to buy anything. This fact soon 
got around. An increasing number of people be- 
gan to visit the store to look at the barometer, 
which incidentally is something rather interest- 
ing and out-of the ordinary to look at. As they 
were never asked to buy, but as there was always 
an attractive array of goods on display, at prices 
that compelled attention, it soon developed that 
many were buying who had never bought before. 

Of course, now that the newness and novelty 
of the barometer has worn off somewhat, it has 
lost something of its original sales effectiveness. 
But it is still an attraction, and it is also still a 
sales promoter, because of the people who have 
acquired the habit of “just dropping in to look 
at the weather forecast.” 

What do you use in your store that’s different? 
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Displays That Sold Camp Equipment 
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You will find inspiration in these clever displays which received honorable mention in the recent 

window display contest fostered by the Gold Medal Camp Furniture Co. of Racine, Wis. The 

upper picture shows the window of the Wilson Hardware Co., Boulder, Colo., and the lower 
that of the Dresslar Hardware Co., Los Angeles, Cal. 
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Selling the ‘‘Eiast Side’ Its 
Electrical Merchandise 


which are used by the practical and licensed elec- 


LECTRICITY is today the common servant 
of all classes and kinds. It is available to 
poor and rich alike, and usually effects an 

economic saving and a decided comfort when used 
for light, heat or power. Electric lights are very 
common on New York’s East Side. Landlords 
found it a good investment to have their proper- 
ties wired. Such installation permitted higher 
rents, fewer vacancies and plenty of tenants. 

‘Charlie Kurzon has spent 25 years on the East 
Side. He knew the spreading use of electricity 
in that section, and several years ago took on a 
stock of electrical appliances, electrical supplies 
and the many necessary sundries for home and 
professional use. His big hardware store at 87 
East Houston Street has a very well assorted and 
carefully displayed stock of electrical equipment. 

The first showcase you see upon entering the 
store has a combination display of silverware and 
home electric appliances. On the top you find elec- 
tric fans in the warm weather and electric heaters 
in the colder months of the year. In the summer 
the fans are in action, greeting you with a pleas- 
ant flush of a cool breeze—mighty welcome when 
you come off a hot city street. In the cold weather 
one or more electric heaters will be turned on to 
greet you with a warm glow that seems to say 
“welcome.” 

Toward the rear of the store Charlie Kurzon 
has a display of sockets, floor receptacles, plugs, 
two-way sockets, switch plates, fuse boxes, fuses, 
pull chains, metal conduit, turn keys, switches of 
all types, transformers, wire for extension and 
cable use, bulb guards and many other items 


trician. Some of these items enjoy a wide sale 
among house owners. 

Kurzon has experienced little resistance in sell- 
ing the electrician contractor his electrical sup- 
plies. Buying at Kurzon’s saves the mechanics’ 
time; he can get truck delivery to any part of the 
East Side in a few moments, can get extra re- 
placement parts at any time and is perfectly will- 
ing to pay a little more for such service. Most 
of the near-by electricians have been purchasing 
their tools from Kurzon, and so naturally are 
easily interested in buying electrical supplies and 
sundries in the same place. Kurzon has studied 
their needs in both lines and finds a sale in one 
department leads to business in the other section. 

Most cities and towns have individual restric- 
tions concerning approved equipment which may 
be used for electrical work. Kurzon knows the 
New York City regulations and is very careful 
to see that only approved materials and appli- 
ances are sold. 

The sundries which interest the family trade 
are sockets, plugs, extension wire, switches and 
two-way plugs. 

The Kurzon stock of appliances includes heat- 
ers, fans, lamps, bulbs, toasters, irons, percola- 
tors, grills, stoves, hot plates, waffle irons, immer- 
sion heaters, curling irons, hair dryers and table 
stoves. Frequent window displays help the in- 
terior displays sell these items. 

Kurzon has solicited nearby stores, factories 
and .theaters and has been successful in selling 
them bulbs, special types on industrial lamp 
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shades, exit lights, two-way plugs and various in- 
cidentals. 

It is a rule of Charlie Kurzon that electricians 
coming in for parts or sundries must get quick, 
courteous and efficient service—this rule has been 
made because Charlie recognizes that his chief 
selling point to these contractors is the conveni- 
ence of prompt and handy service. To them time 
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means money and prestige. 

This same rule holds good in selling carpenters 
and other mechanics tools or materials used in 
their work. This practice has been a big factor 
in holding the mechanics’ trade against somewhat 
alluring prices which are always available in the 
East Side or in any other congested business sec- 
tion. 








The ‘Two Customers 


One was a Scotchman. 


QO story. 


rious thought. 


The tragedy of retailing lies in the number of those who go out of stores without buying. 


NE of the shortest and subtlest funny stories runs as follows: 
The other had not bought anything either. 
But, after the smile which it inspires has faded away, there may well follow some se- 


men came out of a store. 
That’s all there is to the 


Two 


And 


there are many other and valid reasons why prospects do not become customers than money-tightness 
such as is customarily attributed to the Scots. Those who think your prices are too high are likely not 
many more than those who think they do not go high enough, as would be the case if you stocked 
better qualities. And that brings us to the biggest part of a merchandise manager’s job. It is not 
so much the studying of goods, as is popularly supposed, as it is the studying of the ability to spend of 
one’s average clientele. To run an “expensive store” in a “cheap” locality is not a more serious error 
than to run a “cheap” store in a locality where there are both an appreciation of qualities and an ability 








to pay for them. And the essential thing is not to allow the Scotchman and the other fellow (who 


wants good things and is willing to pay for them) to both go out, empty-handed. 


one of them. 


Surely play up to 
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A View in Charlie Kurzon’s Splendid Electrical Goods Department 
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How little we know 
how much the pur- 
chase of modern ap- 
pliances will change 
the aspect of some 
heart-breaking task 
in the home. You 
will find some _ in- 
stances of this in 
this article. 














Heart Throbs in 
Appliance Selling 


OU may find it difficult to connect senti- 

ment with the sale of hardware or house- 

hold appliances, and yet, if the salesman 
had the time to follow up some of his sales he 
could build a human interest story around many 
of the items which leave his store and go into 
the home. 

How little we know just how much the pur- 
chase of a modern appliance will change the 
aspect of some heart-breaking task in the home. 
Hundreds of steps saved daily; time found for 
leisure which was formerly given over to drudg- 
ery—these are the connections between the hu- 
man heart and the cold metal or unfeeling wood 
of the household appliance. 

One instance of this was brought to light when 
Mrs. Florence Botkins of Marion, Ind., came to 
her hardware dealer for some simple replace- 
ment parts for a double tub electric washer that 
she had bought from him ten years before. She 
informed him that the washing machine had paid 
for her $7,000 home, and during all those years 
had produced the family income. 

She bought the home ten years ago, borrowing 
$100 to make the down payment. A month later 
she bought the washer and has been doing cus- 
tom washing ever since. 

She states that her washing machine earned 
every cent which she paid for the home, and the 
repair and up-keep cost over the ten years’ pe- 
riod was negligible. 

Another interesting story of a home paid for 
with a washing machine is that of Mrs. Clara 














Janitschke of St. Paul, Minn., who, for the past 
twelve or fifteen years has done on the average 
of fifteen custom washings a week. From the 
earnings of her electric washing machine she has 
paid for a beautiful two and one-half story frame 
house in a good residential district of St. Paul. 
Is it possible that when this purchase was made 
the dealer’s salesman pictured a home being paid 
for by the use of a washing machine? 

Is there not a heart throb in this note, from 
Mrs. William H. Lineham, 37 Avenue B, New 
York, acknowledging receipt of wringer rolls for 
her electric washer? 

“T received wringer rolls all @.K. Have had 
my washing machine for eight years and it: now 
is getting old like myself, but has been a wonder- 
ful washer. We had fifteen in our family and 
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into the homes in which appliances have been 
placed by him has an entirely different viewpoint 
of the whole transaction. He learns to regard 
himself a friendly adviser to his customers, 
rather than a sharp money-changer after a 
neer on the railroad and his overalls get so dirty, “pound of flesh”! He finds that many a customer 
but I never put my hand on them and they come whom he might regard, from outward appear- 
out of the washer clean, let me tell you.” ances, as unable to afford an electric washer, or 
If a dealer really had the time to follow through other appliance, should be listed among those 
on his sales of household equipment, he would who can least afford to be without one. 
find an immense amount of satisfaction in the re- This suggests that he might tactfully find out 
sults of the service rendered to housewives. He why she cannot buy and show her how she can 
could then feel, when an appliance had been actually make money by investing in the appli- 
placed, that it had not been a mere commercial ance. 
transaction, but something of a pleasant exchange Yes, these are only the heart throbs of every- 
of good-will between himself and the customer. day selling, but they have a definite place in the 


have done all the washing in this machine and 
never had one thing wrong with it in all that time 
till the rolls in the wringer gave out. Don’t you 
think I gave it a good test?” 

“TI want to tell you that my husband is an engi- 





The dealer who has had the opportunity to look 


dealer’s business. 





Garage Door Holder Has 


Unique Features 


The Forsberg Manufacturing Com- 
pany, Bridgeport, Conn., is bringing out 
a wrought steel garage door holder No. 
100. It is said to hold the door at any 
desired angle, locking it automatically 
but securely against jar or wind or 
force. A slight pull on the chain un- 
locks the holder and closes the door. 

















Should the door be unlatched, the hold- 
er keeps the door closed. 

It is said to be rigid, strong, durable 
and proof against weather conditions. 
It is further stated that the installation 
is simply and quickly made. 








Henry Rose Is Dead 
Was Sales Agent 41 Years 


Henry Rose, for the last ten years 
sales agent for the American Steel & 
Wire Co. in Philadelphia, Pa., died 
suddenly Thursday afteroon, Sept. 17, 
in the Jefferson Hospital of that city 
of complications resulting from a 
throat operation. 

Mr. Rose was a native New Yorker 
and had been in the service of the 





Steel Corp. and its predecessors for 
forty-one years, commencing with the 
Washburn & Moen Mfg. Co., New York 
sales division, on May 12, 1884, when 
he was not quite thirteen years old. 

He was a member of the Narberth 
Tennis Association, Tredyffrin Golf 
Club, Manufacturers’ Club and the 
Steel Club of Philadelphia. 

He is remembered by his many 
friends, not only for his business acu- 
men, but also for his keen sense of 
humor. He is survived by his wife 
and three children. 


Harry A. Davis Dead 


Harry A. Davis, vice president of 
the Davis Hardware Company, El Paso, 
died suddenly at Douglas, Ariz., 
Aug. 22. The cause of his death was 
ptomaine poisoning caused by eating 
canned sardines. He was 34 years old 
and unmarried. He is survived by his 
parents, four brothers and three sis- 
ters. The brothers are: Ralph, presi- 
dent of the Davis Hardware Company; 
Joe, assistant secretary; Frank, of 
the Davis-George Company, Houston, 
Tex., and Rudolph A., a newspaper 
man of El Paso. 








New Pruning Shears 


The William Schollhorn Co., New 
Haven, Conn., is placing new Bernard 
pruning shears on the market. They 
are constructed for trimming shrubs, 
rose bushes and small trees. 

The compound lever action and sharp, 
strong blades are said to make it pos- 
sible for a woman to cut thick branches 
easily. While the cutting blades open 
wide, the handles do not spread be- 
yond the gripping power of the hand. 





Collapsible Baby Cab Has 
Unique Features 


A collapsible baby cab that is con- 
vertible into several different uses is 
being manufactured by the R. H. 
Brown Co., La Porte, Ind. 

It is made in two styles, “Big 
Brownie” with wheels and hood and 
“Little Brownie” without. They are 
constructed with an automatic clamp 
in the back and a drop foot rest in the 





front with the idea of having a baby 
safely and comfortably placed in an 
automobile without the necessity of 
holding him on the lap or in the arms. 
It is claimed that it occupies the space 
of only one person and to be securely 
and easily adjustable in the automobile 
without the aid of special attachments. 
It may be placed in position as a chair, 
which permits the baby to sit up or as 
a crib so the baby may lie down. The 
change is made by lifting the back rail. 
When taken out of the automobile, if 
the “Big Brownie,” it opens automati- 
cally into a full size stroller. 

When collapsed it is the size of a 
suitcase and comparatively light in 
weight. “Little Brownie” weighs 7 Ib. 
and may be strapped to a suitcase or 
packed in a trunk. It may also be 
used anywhere as a chair or crib. 

The frames are of steel, enameled in 
maroon, olive green, brown, gray, ivory 
or black with wheels to match and 
rosewood handles. There is a choice of 
five colors in upholstery, khaki, tan, 
gray, blue and black. 

Dealer helps, customer circulars, 
window display cards, newspaper mats 
and instruction booklets may be had. 


eee ee 


Strong Cagaster Wagon 


An all steel coaster wagon has been 
added this season to the line of the 
Janesville Products Co., Janesville, 
Wis. 

It is said to be very sturdily con- 
structed with a view to the romping 
youth’s requirements, and to maintain 
all the attractiveness that a double 
disc rubber-tired red wagon possesses 
for the majority of boys. 

The bottom of the body is one piece, 
extra heavy sheet steel strongly rein- 
forced with steel cleats. 

The top box is securely built and may 
be removed by simply unscrewing one 
wing nut. The gear enameled black is 
of heavy steel channel construction, 
well braced, while the steering pole also 
black is planned for easy handling. 
No. 72R, size box 15 x 35, size wheel 
10 in., packed one in a carton and 
weight 42 lb. 








62 


HARDWARE AGE 


Pointers in Business Courtesy 


ITH the growth and importance of the 
WW business trade press, and with the 

numerous efficient teaching agencies 
having to do with retail merchandising in the 
way of university courses, extension studies, 
institutions, etc., sales people are becoming 
more polished in manner and skillful in method. 

Even the public is becoming alert on service 
to a degree never before approached in the 
history of the world. This is true because of 
the printed page, because powers of observa- 
tion have been cultivated, and contrasts dis- 
covered. The result is that the store which 
lacks a definite policy in courtesy is handi- 
capped to a degree seldom realized. In many 
establishments, all sales people are given 
definite rules to follow, and from time to time 
tests are made to determine whether or not 
these rules are being carefully followed. 

First of all comes pointers on telephone con- 
versation. A flat, abrupt or lifeless tone is not 
tolerated. The employee of the store is re- 
quired to say, “This is Brown & Crompton’s 
speaking,” and the tone required is friendly 
and interested, while the inflection is a rising 
one to leave the impression that an answer is 
expected. 

Then every effort is made to find out exactly 
what the patron wants, for unless full specifica- 
tions are obtained, the store may be put to an 
unnecessary expense and the patron disap- 
pointed. The conversation is closed with a 
friendly, ““Thank you. Call us again at any time 
when we can be of service. Good-bye.” 

Second, every sales person is expected to 
greet every customer who approaches by name, 
if possible, with a friendly smile of welcome, or 
“Good morning,” or “Good afternoon,” as the 
case may be. Then, under no circumstances 
is the sales person allowed to leave that pros- 
pect without permission or a word of explana- 
tion. For example, if the last customer’s 
change arrives in the carrier, the salesman will 
say, “Pardon me a moment, please,” and will 
give the change to the waiting person with a 
word of appreciation for the patronage as, 
“Thank you. Come again.” 

If the customer is over-long making a selec- 
tion, the clerk may say courteously, “If you 
are willing, I will just show this next customer 
something she wishes to see, while you are mak- 
ing your choice. Take your time, I will be 
back in a moment.”’ Even at that, the clerk 
does not go unless there is an expression at 
least of acquiescence on the part of the patron 
being served. 

If a customer buys little or much, or nothing 
at all, he is treated with just as much interest. 
If nothing at all has been purchased, the clerk 
is instructed to say, “I am sorry we could not 
please you exactly this time, but next time 
we'll hope for better luck, and we hope next 
time will be soon.” 

Of course, slight variations are permissible, 
as it is not considered wise to insist upon a set 


stereotyped and parrot-like expression in all 
cases. 

When it is necessary to introduce a customer 
to some other member of the organization, or 
when some member of the organization comes 
forward to give information or assistance, a 
special policy is again followed. Let us sup- 
pose, for example, that Mrs. Smith has nearly 
concluded her transaction, but that for some 
reason, it is best for her to see and speak with 
Mr. Barnes. This is the procedure followed: 

Mr. Barnes is called. If the clerk knows 
Mrs. Smith’s name, he gives a brief business 
introduction in these words, “Mrs. Smith, this 
is Mr. Barnes, who is prepared to give you 
the information you wish.” Mr. Barnes bows 
deferentially and replies, “I’m glad to be at 
your service, Mrs. Smith.” 

There is no attempt at a social or drawing 
room introduction, for this would be out of 
place. 

Again, if the clerk does not know the name 
of the customer, he follows the same plan, 
using the word “Madam,” in place of Mrs. 
Smith. Or if it is a younger woman, or it 
seems best, for various reasons, he may use 
this form: 

“Mr. Barnes, this lady (or gentleman) is 
interested in thus and so, and I know you can 
give her more information than I can.” In 
both cases, the salesman steps back, having 
virtually handed the customer over to the next 
person. If he is called upon, for any reason, 


he takes such part in the conversation as is | 


wise. 

In the event of a clerk accompanying a pros- 
pect to another part of the store, he will lead 
the way. But if an elevator is to be entered, 
he will allow the customer to precede him. In 
passing through an entrance, he will pause for 
the customer to come alongside of him, as this 
is less awkward than to go in single file. The 
salesman never is seated, as long as the cus- 
tomer stands, even in closing an extensive 
order. 

If a customer appears just at closing time, 
the clerk is not allowed to grumble, and to 
point out the unreasonableness of folks arriv- 
ing at this late hour. His tactics are, rather to 
smile and to say, “It is just closing time, but 
I will do my best to take care of you.” This 
means that the customer is not offended, and 
having had his attention called to the lateness 
of the hour, will be sure to make haste. 

When closing time comes, a gong strikes. 
Salespeople who are not busy, put their 
counters (or departments) in order. Those 
who are, attend to their patrons. After three 
minutes, another gong strikes, which means 
that counters may now be covered. After the 
first gong strikes, no more customers are ad- 
mitted at the door, but all who are inside are 


taken care of, and clerks are expected to be © 


courteous and not to show impatience. This 
is considered an act of common courtesy to 
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patrons, and in view of the fact that various 
concessions in the way of holidays, vacations, 
and reasonable leaves of absence are granted, 
it is estimated that sales folks should be will- 
ing to reciprocate occasionally, even if a few 
minutes extra service are called for. 

Whenever there’s any protest on this score, 
the management does not argue. It merely 
says, “That is our idea of cooperation, and it 
is a rule of the establishment. If you are not 
satisfied, we will not ask you to remain.” After 
one or two experiences of this kind, the fair- 
ness of the store’s policy has been recognized, 
and no trouble is encountered on this score. 

Once when a young couple delayed the clerk 
nearly an hour, because they were purchasing 
a considerable bill of goods and wished to get 
a train, the management showed its courtesy 
and appreciation by granting that clerk a half 
holiday within a few days, and the night of the 
transaction he was taken to dinner by one of 
the firm. 

When a clerk writes down an address, he is 
required to get spelling, street and number 
strictly accurate. To fail to do this, is to con- 
fuse business unnecessarily. To this end, he is 
required to write plainly and to ask the patron 
to verify the accuracy of the address. This 
must be done quickly and tactfully. 
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Whenever a customer comes back, with a 
complaint of any kind, he is listened to with 
interest and assured that the store is only too 
glad to know the exact status of the matter, 
and will be glad to do its part to make things 
right. This attitude on the part of the store 
instead of a defensive attitude has been found 
to disarm the disgruntled customer and to en- 
courage an attitude of fairness on his part 
also. This means that an adjustment can be 
made more quickly and satisfactorily in prac- 
tically every case. 

In closing up the matter of the complaint, 
the patron is thanked for giving the establish- 
ment an opportunity to fix things up satisfac- 
torily. In place of losing customers through 
complaints, this store actually makes friends, 
and in a great many instances, the second 
transaction calls for a larger expenditure on 
the part of the customer to get something of 
better quality or more to his liking. Accord- 
ing to the policy of this concern, a complaint 
is to be regarded as an opportunity. 

Lastly, clerks are not permitted to talk and 
visit with each other, while customers wait. 
They’re not allowed to argue with a customer, 
but are instructed rather to look for some point 
upon which both can agree. 


63 








Coming Hardware Conventions 


HARDWARE MANUFACTURERS’ 
ASSOCIATION CONVENTION, Marlborough- 
Blenheim Hotel, Atlantic City, N. J., Oct. 
20-21-22-23, 1925; F. D. Mitchell, secretary, 
1819 Broadway, New York City. 

AuTO ACCESSORIES BRANCH, NATIONAL 
HARDWARE ASSOCIATION CONVENTION, At- 
lantic City, Oct. 19-20; headquarters, Hotel 


AMERICAN 


Ambassador; T. James Fernley, secretary- 
- ‘crated 505 Arch Street, Philadelphia, 
Zs. 


ARKANSAS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Little Rock, Ark., May, 
1926; L. P. Biggs, secretary, 815 Southern 
Trust Building, Little Rock. 

CALIFORNIA RETAIL HARDWARE & IMPLE- 
MENT ASSOCIATION CONVENTION AND Ex- 
HIBITION, Civic Auditorium, San Francisco, 
March 30- 31, April 1, 1926; Le Roy Smith, 
secretary, 112 Market St., San Francisco. 

CONNECTICUT RETAIL HARDWARE ASSOCIA- 
TION CONVENTION; place not determined ; 
Feb. 17, 1926. Henry S. Hitchcock, secre- 
tary, Woodbury. 

HARDWARE ASSOCIATION OF THE CAROLINAS 
CONVENTION, Raleigh, N. C., June 8-9-10, 
1926. A. R. Craig, secretary, 717 Commercial 
Bank Building, Charlotte, N. C. 

HARDWARE ASSOCIATION 
Hotel Sher- 
Leon 


ILLINOIS RBSTAIL 
CONVENTION AND EXHIBITION, 
man, Chicago, Feb. 16-17-18, 1926. 
D. Nish, secretary, Elgin. 

INDIANA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, ar: a 
Ind., Jan. 25-26-27-28-29, 1926. 

Sheely, secretary, 911 Meyer- -Kiser Baila. 
ing, Indianapolis. 

IowA RerariL HARDWARE’ ASSOCIATION 
CONVENTION ; place not determined; Feb. 
9-10-11-12, 1926; A. R. Sale, secretary, 
Mason City. 

KENTUCKY HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION AND EXHIBITION, 
Jefferson County Armory, Jan. 12-13-14-15, 
1926: J. M. Stone, secretary, 200 Republic 
Building, Louisville. 

MICHIGAN RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Grand Rapids, Mich., 
Feb. 9-10-11-12, 1926; Karl S. Judson, 248 


Morris Avenue, Grand Rapids, Mich., man- 
ager of exhibits; A. J. Scott, secretary, 


Marine City. 


MINNESOTA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Feb. 16-17-18-19, 1926; 
Cc. H. Casey secretary, Nicollet ‘Avenue 
and Twenty-fourth Street, Minneapolis. 


MISSISSIPPI RETAIL HARDWARE & IMPLE- 


MENT ASSOCIATION CONVENTION, Biloxi, 
Miss., June 21-22-23, 1926; Guy Nason, 
secretary, Starkville. 


MISSOURI RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Hotel Statler, 


St. Louis, Jan. 18-19-20, 1926. 7; «a 
Becherer, secretary, 5106 North Broadway, 
St. Louis. 


MONTANA IMPLEMENT & HARDWARE AsS- 
SOCIATION CONVENTION, Great Falls, Feb. 
18-19-20, 1926. A. C. Talmage, secretary- 
treasurer, Bozeman. 

MOUNTAIN STATES HARDWARE AND Im- 
PLEMENT ASSOCIATION CONVENTION, Jan. 19- 
20-21, 1926. Place of meeting to be 
announced later. W. W. McAllister, secre- 
tary-treasurer, P. Box 513, Boulder, 
Colo. 

NATIONAL HARDWARE ASSOCIATION CON- 
VENTION, Ambassador Hotel, Atlantic City, 


Oct. 19- 20-21-22- 23, 1925; tT, James Fern- 
ley, secretary, 505 Arch Street, Philadel- 
phia, Pa. 


NEBRASKA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Omaha, 
Neb., Feb. 2-3-4-5, 1926; convention head- 
quarters, Rome Hotel ; exhibition, City 
Auditorium; George H. Dietz, secretary, 
414 Little Building, Lincoln. 

New ENGLAND HARDWARE DEALERS’ ASSO- 
CIATION CONVENTION AND EXHIBITION, Me- 
chanes Building, Boston, Mass. Feb, 22- 
23-24, 1926; George A. Fiel, secretary, 10 
High Street, Boston, Mass. 


New YorK STaTe Rerar. HARDWARE AS- 
SOCIATION CONVENTION AND EXPOSITION, 
Rochester, Feb. 9-10-11-12, 1926. Head- 
quarters and session will be held at the 
Hotel Seneca; exposition will be conducted 
at the State Armory on Main Street East. 
John B. Foley, secretary, City Bank Build- 
ing, Syracuse, 


NortTH DAKOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Fargo, Feb. 10-11- 12 1926; C. N. Barnes, 
secretary, Grand Forks. 


OHIO HARDWARE ASSOCIATION CONVEN- 
1926; 


TION, Cleveland, Feb. 16-17-18-19, 
James B. Carson, secretary, 1001 Schwind 
Building, Dayton. 


OKLAHOMA HARDWARE AND IMPLEMENT 


ASSOCIATION AND EXHIBITION, Masonic 
Temple, Oklahoma City, Jan. 26-27-28, 
1926; Chas. L. Unger, secretary-treasurer, 
Oklahoma City 


PENNSYLVANIA AND ATLANTIC SEABOARD 
HARDWARE ASSOCIATION, INC., CONVENTION 
AND EXHIBITION, Commercial Museum, 
Philadelphia, Pa., Feb. 15-16-17-18-19, 1926: 
Sharon E. Jones, secretary, 604 Wesley 
Building, Philadelphia. 

SOUTH DAKOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION ; place not determined; 
Feb. 23-24-25, 1926; Charles H. Casey, sec- 
retary, Nicollet Avenue at Twenty-fourth 
Street, Minneapolis, Minn. 

SOUTHERN CALIFORNIA RETAIL HARDWARB 
ASSOCIATION CONVENTION AND EXHIBITION, 
latter part of March, 1926. Headquarters, 
Ambassador Hotel, Los Angeles. H. L. 
Boyd, secretary-treasurer, 618 Hellman 
Bank Bldg., Los Angeles, Cal. 

TEXAS HARDWARE AND IMPLEMENT ASSO- 
CIATION CONVENTION, Dallas, Jan. 19-20- 
21, 1926. Dan Scoates, secretary, College 
Station. 

VIRGINIA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Jefferson 
Hotel, Richmond, Feb. 23-24-25, 1926; Thos. 
B. Howell, secretary, 301 E. Grace, Room 
906, Richmond. 

WesT VIRGINIA HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Kanawha 
Hotel, Charleston, Jan. 19-20-21-22, 1926. 
Exhibit at New Armory Building. James 
B. Carson, secretary, 1001 Schwind Build- 
ing, Dayton, Ohio. 

WESTERN RETAIL IMPLEMENT AND HARD- 
WARE ASSOCIATION CONVENTION, Kansas 
City, Mo., Jan. 12-13-14, 1926; headquar- 
ters, Coates House; convention § sessions, 
Missouri Theater; H. J. Hodge, secretary, 
Abilene, Kan, 

WISCONSIN RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Audi- 
torium, Milwaukee, Wis., Feb. 3-4-5, 1926; 
G. W. Kornely, 1476 Green Bay Avenue, 
Milwaukee, Wis., manager of exhibits: 
P. J. Jacobs, secretary, Stevens Point, Wis. 
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How Ed Ferguson Sells 





quick selling, profitable line of hardware. 
Ed is the proprietor of the Tremont Hard- 
ware Co., located on Tremont Avenue, The Bronx, 
New York City. His display of handles on a 
special counter is reproduced here and readily 
suggests that Ed sells plenty of handles. He is 
not the kind of a merchant to give up valuable 
display space to items which do not sell or yield 
a profit when they do sell. 
“Few merchants realize the possibilities of tool 
handle sales,” Mr. Ferguson tells us. “Every 
week we bankrupt this stock you see on the table. 


K: FERGUSON has found tool handles a 
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Tools 


Table display of tool 
handles used by Ed 
Ferguson, of the Tre- 
mont Hardware Co., 
the Bronx. Mr. Fergu- 
son has found tool 
handles a quick selling 
line 


We enjoy a good trade from mechanics who are 
always in need of a file handle, or replacement 
tool handle. There is a good margin on handles 
and they sell themselves. Mechanics in this dis- 
trict know we have a complete stock on handles 
and so naturally they come here when in need. 

“Our weekly sales of axe, hatchet, hammer, 
chisel, file and other types of handles run into the 
dozens. We believe this display impresses tool 
users and leads them here for the tools as well as 
for the handles. With every file sale we endeavor 
to sell a handle also, which helps our volume.” 





Ingenius Electric Light ‘Tester 


: front of light bulbs should be tested in 


front of the customer in each case. Chas. 

Willenhaupt, proprietor, Dayton Hardware 
Supply Co., Dayton, Ohio designed and made a 
simple, efficient tester stand, shown herewith. 
The equipment needed is five flush sockets, one 
push button or thumb switch, a base board of 2-in. 
wood measuring 16 in. long and 6 in. wde, a 
board on inch stock measuring 12 in. in length 
and 4 in. in width and four pieces of curtain rod 
exactly 114 in. high. The assembly of these parts 
is very obvious in the drawing. The wiring may 
be entirely invisible, as shown. It can be run 
through the center of curtain pole legs and con- 
nect the sockets in series on the under part of the 
upper board. 

This same plan may be extended to longer 
length, to accommodate a greater number of 
bulbs, should you wish to use the board as a dis- 
play stand and tester. In such a case it would be 
well to have a thumb switch, which would give a 
permanent circuit. The bulbs could be partially 


unscrewed—the bulb which interested the cus- 
tomer could be illuminated by screwing in. Using 





the board as a tester alone, a push button switch 
is better. The stand may be secured to a con- 
venient counter or table. 
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Effective Use of Crepe Paper tor Backgrounds 
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=" paper sets off these household hard- 
ware items shown in this window. It is 
also from A. M. Lubash & Son, Richmond Hill, 
N. Y. and gives you an idea on the adaptability 
of crepe paper to all kinds of displays. Mr. 
Lubash has become quite a booster for the 
use of crepe paper. He usually favors light 
solid colors for the bulk of the background 
and then pipes the spread with a harmonious 
contrasting tone. Pastel shades are always 
neat and give a proper setting for high grade 
china, electrical appliances, cutlery and kindred 


whe 


PRL STI Mes ge: 
* 
ht gg PON n SN, SNE LR PIR HITS ws . - 
- “ ‘ beh’. Raa 


ex 


ee FIN Sema 


slip 


| 


lines which show up well in window displays. 





/ 


lr 1d 


aK 


a - 2 > 


oe, 


i ine possibilities of crepe paper for use in 
window displays is practically unlimited. 
Here are two samples of disp'ays from A. M. 
Lubash & Son, Richmond Hill, N. Y. Both 
are wel! ba'‘anced disp'‘ays set off to advantage 
with an unusual crepe paper background and 
base. The floor of each window is covered 
in with c’ean light colored crepe paper. The 
backzround on this paint di:p'ay is of an 
orange tint. The paper comes already pre- 
pared and is obtainable in practically a'l sta- 
tionery stores. Tubes, criss-cross patterns, 
ruffled background, p'ain background and 
draped effects are easily created with crepe 
paper. Nat Lubash general manager of the 
Lubash store is a consistent newspaper adver- 
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tiser and is a'ways on the job creating new 
sa'es p'ans and better display and advertising 
methed:;. He had seen several crepe paper back- 
grounds end thought he would try them for 
his own four windows. His first experience 
was such a starting improvement that he has 
gone further and further with the use of this 
inexpensive yet effective display help. 
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They say that in the grocery stores down in 
Memphis, the Bowers chain, they get the clerks 
together at intervals and have “sings,” with the 
boys all joining in peppy songs full of business 
phrases. To the tune of “Smiles,” I suppose, 
“There are sales that make us happy,” followed 
by a song about, “Oh, Mr. Shean, oh, Mr. Shean, 
don’t you want to buy a quart of kerosene?” 

Probably it’s a good plan, this singing together. 
It may yet become popular in hardware stores; 
“There are nails that make us happy,” “K-K- 
Kettles, ’Luminum kettles!” “I’s got a hack saw 
and you got none, Li’l Liza Jane!” Try it over 
on you piano. 

” » 7 . * 


Do women like the mechanical, slap-dash, slam- 
bang service of the typical chain store? They do 
not. They buy there in spite of it, not on ac- 
count of it. Women prefer to buy where they 
have time to examine the goods and the helpful 
assistance of a trained salesman. They would 
rather buy of you than of the chain store. Visit 
the individual specialty shops and linger long 
enough to discover that women like to talk to the 
salespeople and make something of the personal 
element. If you are the slot-machine kind of 
salesman, you belong in a 5-and-10, not in a 
regular hardware store. 


. 7 * * » 


What holds a store’s customers? Not the ad- 
vertising. Not the window displays, nor the stock 
arrangement. Not the location. Satisfactory 
prices and satisfactory merchandise help, but 
more than all, the customer’s patronage is re- 
tained by the treatment received at the hands of 
the salesmen. In other words, the man behind 
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the counter is the most important factor in hold- 
ing the trade. 
* * + * * 
Goosey, goosey gander, what gets up your dander? 
Nothing like the salesman who does nothing 
but meander. 
Hasn’t any pep; take it easy everywhere. 
I’d take him by the left leg and throw him down 
the stair. 
—Hardware Mother Goose 


* * ¥ * * 


“You’ve got to look out for yourself nowadays. 
If you ‘don’t put something over on the other fel- 
low first, he’ probably put something over on 
you.” So said a young fellow who never ought 
to have started in business because he doesn’t 
realize that the basis of business success is con- 
fidence in the other fellow, not distrust of him. 
This game of “Putting something over” never 
built any Wrigley buildings or Woolworth towers. 
It never would have built up a publication like 
HARDWARE AGE. 

™ ~ ” » * 

I can remember yet the one store I used to like 
to visit when I was a kid. I spent all my money 
there because the man who waited on me realized 
that my ten cent purchase was just as important 
to me as the ten dollar purchase was to the next 
customer, some adult with plenty of money. And 
he not only realized the importance of the pur- 
chase to me; he allowed me to think it was just 
as important to him as someone else’s ten dollar 
purchase. 

It is something more than a coincidence that 
I still patronize that store, and I note that the 
small boy still gets a man’s attention when he 
comes there shopping. 
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The closefisted customer was looking at screw 
drivers. “That’s the one I want,” said he, indi- 
cating an offset screw driver. “I’ve been going 
to get one for quite a while, but you ask too much 
for it. I can get one from Sears and Roebuck for 
less money.” 

“You can’t get one at all from Sears and Roe- 
buck,” responded the salesman. “They don’t list 
them in their catalog. You’d better take this one. 
The price is right and it’s a good screw driver.” 

I tell that story just to illustrate the fact that 
there are retail hardware salesmen who make it 
their business to know what the mail order houses 
have to offer in their line, so they can meet the 
competition intelligently. Every hardware man 
ought to get the mail order catalogs and learn 
what they are saying to his trade.- When cus- 
tomers quote Montgomery Ward, it ought to be 
possible, if necessary, to pull out the catalog and 
make comparisons. 


* * * * * 


“Just a little thing got me a raise,” said a retail 
hardware salesman to me recently. “We had 
some glass bowls that were on a table, marked 
‘Berry Bowls, 29 cents.’ They weren’t selling. 
I changed the card to ‘Salad Bowls’ and they 
moved—most of them. I changed it again to ‘Nut 
Bowls’ and the rest went, and I got my raise.” 

“You got your raise,” I told him, “because the 
boss saw you were using your brains for the store, 
not because you moved the bowls.” 

a * * * * 


Grantland Rice says initiative is the one best 
quality to bring success. The ordinary ball player 
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gets a base on balls and stops at first. Ty Cobb 
gets a base on balls and goes on and makes it 


three bases. 
* = - 7 * 


When customers are fewer, if the salesman is 
to earn his pay, he must work harder, sell more 
to what customers he has. Daniel Webster said, 
“T send you eight or ten trout. I took twenty by 
thoro fishing of the most difficult places.” 


* * * * * 


The minister said to his congregation, “There 
will be Mormon proselyters among you soon, seek- 
ing to gain entrance to your homes in order to 
make converts. Don’t let them in!” 

The Glorified Peddler rang the bell of a neat 
little residence and waited. The door finally 
opened; the housewife peered out and the peddler 
started to enter. “Get right out of here!” cried 
the irate lady. “I know you Mormon mission- 
aries. Go on or I'll set the dog on you!” Exit 
the G. P. 


* * * * * 


One man by one negligent act was counteract- 
ing the effect of the whole elaborate system of 
precaution. It sometimes happens in a hardware 
store that there is one salesman who is carelessly 
nullifying the effect of all the effort made to 
give customers hundred per cent service. 

* * a * * 


David Lloyd George might have been talking 
about the hardware business when he said, “In- 
difference is the great foe. It is easier to let 
things alone than to bother about changing them.”’ 








Try Poster Block 
Alphabet for 
Your Cards 


HE single stroke Poster Block .alpha- 
‘rm an example of which is shown here, 

was designed by Joseph Bertram Jo- 
witt especially for HARDWARE AGE. In of- 
fering this plain and easily made type to 
the beginner no little thought was given to 
the simplicity of each single stroke. In de- 
sign it is very much on the order of the ~ 
knock-out poster type. It being all for speed 
and effect, very little attention being paid 
to detail. The card is half-sheet, or 14 x 22 
in., and was lettered in fifteen minutes. 


Complete 
Outfits for 


The 
HUNTER 


and 


TRAPPER 


Ata Saving- 
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Price Protection Law Promoters Line 


Up For Battle Royal 


All Important Manufacturing Industries Represented on 
Campaign Committee—Movement to Reorganize 


A 


Board of Tax Appeals 
By W. L. Crounse 


WASHINGTON, Oct. 12, 1925. 


the result of conferences during the past week of the leaders 
in the movement to urge upon Congress the importance of 
the early enactment of a carefully considered price protec- 


tion law a campaign committee is now being organized that will in- 
clude in its membership the representatives of all the leading manu- 
facturing industries and the national trade associations in the most 


important jobbing and retailing lines. 


This committee will coordi- 


nate and direct the work of the hundreds of thousands of American 
business men who are vitally interested in securing legislative relief 
from a situation that has been going from bad to worse ever since 
the United States Supreme Court handed down its decisions in the 


Colgate and Beechnut cases. 


National Chamber Will Cooperate 


The campaign committee will work 
in close accord with the Chamber of 
Commerce of the United States, the 
representatives of which have recently 
become very active. The Chamber’s 
work will be under the direction of 
Robert R. Ellis, one of the leading 
wholesale druggists of the country and 
a man of very comprehensive business 
experience. . 

Mr. Ellis has served as chairman of 
a special committee appointed by the 
president of the National Chamber to 
work in cooperation with other leaders 
in this movement in the framing of the 
new price protection bill upon which it 
is hoped to concentrate the interest 
and endeavors of all advocates of this 
type of legislation. The experts who 
have assisted in the actual framing of 
the new bill have produced a measure 
which, it is believed, possesses all the 
good points of the four bills pending in 
the last Congress without any of the 
undesirable features which have caused 
considerable adverse criticism of at 
least two of them. 

The new bill, the text of which will 
be published at an early date, is the 
shortest and simplest draft thus far 
prepared with a view to covering this 
important subject. It contains but two 
features: first, a specific declaration 
legalizing centracts between manufac- 
turers of trade-marked or otherwise 
identified merchandise and their dis- 
tributors for the maintenance of resale 
prices; and, second, a careful category 
of restrictions or exceptions designed 
for the protection of both dealer and 
consumer. 


No Governmental Supervision 


The framers of the new bill have 
been careful to exclude from its text 








any provision which might be construed 
to be authority for the interference of 
any governmental bureau in the super- 
vision or direction of the operations of 
manufacturers or dealers seeking to 
take advantage of the proposed law. In 
this respect the bill resembles the Mer- 
ritt, Williams and Wyant measures 
heretofore presented in the House and 
is diametrically opposed to the Kelly- 
Stevens bill, which provided for a meas- 
ure of supervision by the Federal Trade 
Commission. 

Early in the campaign which,was set 
on foot soon after Congress adjourned 
last March an attempt was made by 
the leaders in this movement to ascer- 
tain the views of prominent business 
men respecting the desirability’ of this 
governmental supervision feature. The 
response was immediate and practically 
unanimous. 

Everywhere business men rose up 
and declared for a bill free of all gov- 
ernmental entanglements and made it 
perfectly clear that no substantial sup- 
port could be obtained for a measure 
containing a supervisory feature in 
any way similar to that of the Kelly- 
Stevens bill. This developmert was by 
no means a surprise to the leaders of 
the movement, for they recalled the 
fact that the Merritt bill was framed 
and introduced in the House chiefly as 
a result of the criticisms directed 
against the trade commission features 
of the Kelly-Stevens bill by our astute 
Secretary of Commerce, Herbert 
Hoover. 


No Federal Price Fixing 


It should be understood that the feel- 
ing of business men throughout the 
country respecting the control of price 
protection by the Federal Trade Com- 
mission is in no way predicated upon 





the fact that the commission during 
the past year or two has become ex- 
ceedingly unpopular. There is no preju- 
dice on this score, but there is an 
absolute lineup everywhere against Fed- 
eral interference with legitimate busi- 
ness and especially against any form of 
governmental activity that smacks of 
price fixing. 

While the Congressional leaders are 
a unit on the proposition that the tax 
reduction bill sponsored by the admin- 
istration will be given the right of way 
when Congress convenes there is no 
reason why this program should inter- 
fere in the slightest with the speedy 
consideration of the price protection 
question. This measure must go to the 
House Committee on Interstate and 
Foreign Commerce, and there is no rea- 
son why hearings upon it cannot be 
had in committee while the tax meas- 
ure is under discussion on the floor of 
the House. 

An important feature of the cam- 
paign will be an intensive drive on 
members of the House during the next 
two months to convince them of the 
attitude of business men in support of 
this measure and to secure their 
cooperation in urging it both in com- 
mittee and on the floor. Already assur- 
ances have been given by many influ- 
ential members of the House that they 
will assist in pushing the new bill as 
vigorously as possible. 

An interesting question not yet de- 
termined is the immediate sponsorship 
of the bill. The friends of the measure 
hope to retain for it all the prestige 
heretofore secured for the Kelly-Ste- 
vens, Merritt, Williams and Wyant 
measures and an effort will be made to 
have it presented in the House by one 
of the strongest men who can be in- 
duced to lead the fight. 


Board of Tax Appeals Heavily 
in Arrears 


EMBERS of the Ways and Means 
M Committee, which will begin 
hearings on the tax reduction 

bill next Monday, Oct. 19, are being 
deluged with urgent requests from 
business men to provide a measure of 
relief for taxpayers whose cases have 
been pending before the Board of Tax 
Appeals for many months with little 
prospect that they will be reached for 
consideration within the next two or 
three years. The machinery provided 
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by Congress in the revenue act of 1924 
is in a hopeless jam and the entire 
project appears to be a 100 per cent 
failure. 

The law creating the board author- 
ized the appointment of twenty-eight 
members so that it might work in di- 
visions in various sections of the coun- 
try to obviate the necessity that tax- 
payers should be forced to take the 
_ time and undergo the expense of com- 

ing to Washington with their cases. 
Up to the present time, however, only 
fifteen members of the Loard have been 
appointed. 

Various business organizations that 
have investigated the matter have 
reached the conclusion that the only 
immediate relief available is through 
the appointment of additional members 
so as to provide for a larger number of 
sub-boards to handle cases. Treasury 
officials commenting upon this condi- 
tion state that great difficulty has been 
encountered in obtaining men who are 
qualified for the quasi-judicial posi- 
tions on the board which stands as a 
mediator between the Treasury and the 
taxpayer. 

There is a suspicion that the un- 
willingness of the Budget Bureau to 
increase the expenses of the Internal 
Revenue Bureau is at the bottom of 
the failure of the Treasury Depart- 
ment to increase the personnel of the 
board. The cost of collecting the in- 
ternal revenue rose during the last fiscal 
year seventeen cents per dollar of in- 
come, which is regarded as a very large 
percentage increase, and the Director 
of the Budget is said to be unwilling 
to add to this expense. ; 

The Board of Appeals has been func- 
tioning for more than a year and there 
are now some 6500 cases pending in 
which taxpayers have appealed from 
rulings or decisions of internal revenue 
collectors supported -by the administra- 
tive officers of the bureau. Up to date 
only 700 cases have been finally decided 
and assignments for hearings are now 
being docketed as far ahead as Feb. 15, 
1926. 


Ten Years to Clean Up Docket 


At the present rate of progress it 
will require more than 10 years to clean 
up the docket. In the meantime many 
thousand cases not yet presented to the 
board are being held up pending the de- 
termination of basic principles that will 
serve as precedents for the action of 
the bureau. 
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Members of the Ways and Means 
Committee are keenly alive to the ne- 
cessity of doing something to relieve 
the situation. 


Big Increase in Motor 
Registration 


NE motor vehicle for every 6.8 
QO persons was registered in the 
United States during the first six 
months of 1925, according to.a report 
by the Bureau of Public Roads of the 
Department of Agriculture. The total 
number registered was 17,716,709, which 
was an increase of 13.9 per cent over 
the registration during the same period 
last year and does not include 70,200 
official vehicles owned by States, on 
which registration fees were not paid. 
The South is coming rapidly to the 
front in the matter of motor vehicle 
registration. The greatest increase re- 
ported in 1924 is for Alabama, with 
53.6 per cent, followed by Florida, with 
41 per cent, Oklahoma, with 35.9 per 
cent, and Mississippi, with 32.6 per 
cent. 

The ten States leading in motor ve- 
hicle registration for the first six 
months of 1925 were as follows: New 
York, 1,404,653; California, 1,317,825; 
Ohio, 1,292,000; Pennsylvania, 1,205,- 
287; Illinois, 1,123,084; Texas, 848,661; 
Michigan, 798,460; Massachusetts, 639,- 
315; Iowa, 611,002; and Missouri, 
535,528. 

The total registration represents 15,- 
519,647 passenger cars, 2,114,750 trucks 
and 82,312 taxis, buses and cars for 
hire. Only 20 States register the taxis, 
buses and cars for hire separately, 
the remainder including such vehicles 
under one of the other two classifica- 
tions; hence the number in operation is 
greatly in excess of the number re- 
ported. 

The total gross receipts from regis- 
tration fees, licenses, permits, etc., dur- 
ing the first six months of 1925 
amounted to $226,899,709, of which 
$183,780,371 is applicable to highway 
work under the supervision of the 
State highway departments. 


Gasoline Taxed in Forty-four 


States 


N this connection it is interesting 
| to note that the gasoline tax col- 
lected by the several States yielded 
a revenue of $60,108,734 in the first 
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half of 1925, of which $53,814,240 is ap- 
plicable to road work. ‘l'his makes a 
total of nearly a quarter of a billion 
dollars received from registration fees 
of motor vehicles and gasoline taxes 
available for highway improvement. 

In the beginning of 1925 there were 
13 States which did not tax gasoline. 
At the present time the tax is imposed 
in all States except New York, New 
Jersey, Massachusetts and Illinois. 

On July 1 of the present year the tax 
per gallon was 5 cents in 1 State, 4 
cents in 2 States, 34% cents in 1 State, 
3 cents in 12 States, 2% cents in 1 


State, 2 cents in 23 States and 1 cent in 


5 States. The revenue derived from 
the gasoline tax in the 5 leading States 
was as follows: California, $7,514,667; 
Michigan, $3,385,500; Iowa, $3,214,588 ; 
North Carolina, $2,782,242; and Flor- 
ida, $2,731,387. 


Big Drop in Favorable 


Trade Balance 


UR favorable forelgn trade bal-® 
() ance slumped heavily in August, 

according to advance figures 
compiled by the Department of Com- 
merce. Exports exceeded imports in 
August, 1924, by $70,475,000, but in 
August of the current year imports in- 
creased so much more rapidly than ex- 
ports that the favorable balance dwin- 
dled to $31,783,000. 

For the eight months ending August, 
1924, exports exceeded imports by 
$294,000,000. For the corresponding 
period of 1925, however, the excess was 
but $253,000,000. While there was a 
gain of $389,000,000 in exports in the 
eight months of 1925 over the same 
period for 1924 imports increased at a 
substantially greater ratio. 





Heavy Auto Top Dressing 


The St. Louis Rubber Cement Com- 
pany, St. Louis, Mo., are putting on the 
market a heavy auto top dressing, 
which they claim will cover well and 
will not crack with either cold or heat. 

The auto top dressing is easily ap- 
plied and its durability and unique 
features should make it a popular item 
with auto owners everywhere. 








Has Hand-to-Mouth Buying Come to Stay ? 


chant? This is the main topic for discussion in the Wednesday morning session at At- 


iz so what will be the economic result? How will it affect you as a consumer? as a mer- 


lantic City and will be faithfully interpreted and adequately reported to you in the Oc- 
tober 29 issue of HARDWARE AGE which number will contain the first complete report of 


the entire joint convention. 
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CURRENT NEWS 





Association Secretaries Hold 
Conference at Indianapolis 


—Sept. 28 to Oct. 2 


ROM Sept. 28 to Oct. 2 inclusive, the secretaries of the various 
state retail hardware associations, together with their assis- 


tant secretaries 


and field men and the officers of the National 


Retail Hardware Association met in Indianapolis for the annual 


secretaries conference. 


program for the meeting 
was based whelly on an inten- 
study of concrete although hypo- 
thetical problems. Some time ago Sec- 
retary H. P. Sheets of the national 
“organization sent to each one attend- 
ing the meeting the “Case” of “John 
Smith,” who had supposedly recently 
succeeded to the position of a State 
secretary and presented ten major prob- 
lems in association work with which 
John Smith had been confronted. 


The 
year 
sive 


this | 














Each | 


man was instructed to prepare a writ- | 


ten solution to these problems, 


which | 


covered such subjects as Building and | 


Maintaining Memberships, 


Fleming & Baehr Co. 
; Agency 


Clark. 
New  - 


R. B. Clark, W. H. Fleming and A. 
M. Baehr, announce the formation of a 
manufacturers’ agency to be known as 
Clark, Fleming & Baehr, with offices 
at 1400 West 26th St., Cleveland, Ohio. 

All of the principals in the 
are graduate engineers and are 
equipped in manufacturing and sales 
experience to handle the sales of radio, 
electrical, mechanical and automotive 
line Ss. 


Handling | 





Membership Complaints, Better Busi- 
ness Records, Efficient Field Service, 
Analyzing Business Reports, Making 
Conventions Pay, Group Meeting 
Plans and Programs, Financing an 
Association, Jobber Competition and 
Collective Buying. 

The sessions of the conference were 
informal and consisted entirely of a 
discussion ot the various problems and 
the individual solutions offered. Each 
State association was represented at 
the meeting by at least its secretary, 
with the exception of the Pacific Coast 
and Mountain States organizations. 


will act as 


as the Pierson-Lewis Co. 
for various 


manufacturers’ agents 
builders’ 


ing a show room and warehouse on 


Vermont Street. 


agency | 
well, | 


William F. Schmidt, Chicago repre- 
sentative of the Bommer Spring Hinge 
Co., will succeed Mr. Lewis as manager 
for. Yale and Towne. 
Mr. Schmidt has been appointed as yet. 





New Building Now Occupied 


Their organization will cover inten- | 


of | 


by Perth Amboy Hdw. Co. 


The Perth Amboy Hardware Co., 
Perth Amboy, N. J., recently moved 
'into its new modern building at 181 


| provides 


of lines. 


sively all of the various classes 

trade in northern and central Ohio, 
as well as the distributing or jobbing 
trade in the surrounding territory. 
Their operations will not be limited | 
entirely to this area as they are pre- 
pared to handle sales contracts for | 


national distribution. 


-_— = 


Pierson-Lewis Co., Formed; 


Will Cater to Builders 


“Bill” Lewis, for many years in 
charge of sales for the Yale and Towne 
Manufacturing Co. in the Chicago dis- 
trict, has severed his connection with 
that company. He has already moved 
to Indianapolis where he has formed a 
partnership with Burt Pierson, former- 
ly head of the builders’ hardware de- 


partment of the Lily Hardware Co. of 


that city. 
The new firm, which will be known 








Jefferson Street. The new building 
35,000 sq. ft. of floor space, 
and has enabled considerable expansion 
It is a four story building, 


has three elevators, and enables the 


| company to departmentize the business 


rigidly. Officers of the company are: 
I. T. Madsden, president and treasurer; 
5S. G. Levine, vice-president; W. O. 
Reinhart, and R. D. 
Howell, 


vice-president, 
secretary. 


Ohio Store Requests Catalogs 
on Toys, Stoves, Ete. 


The C. H. Hossel Hardware Co., 
1610 Mahoning Avenue, Youngstown, 
Ohio, requests catalogs on toys, wheel 
goods, stoves and kindred lines. A 
new department covering these goods 
will be established in connection with 
the present business. 


hardware lines and are open- | 











No successor ‘to | 





Paul Llewellyn Succeeds 
His Father as President of 
Interstate Steel Co. 


Paul Llewellyn, son of the late Silas 
J. Llewellyn and formerly vice-presi- 
dent and sales manager of the Inter- 
state Steel Co., Chicago, has been 
elected to succeed his father as presi- 
dent of that organization. 

The younger Mr. Llewellyn first be- 
came connected with the company in 
1908 at its plant at Cambridge, Ohio, 





Paul Lllewellyn 


and in 1912 was made assistant man- 
ager of the works at East Chicago. 
Two years later he became manager 
and in 1916 also took charge of the 
South Chicago plant but in 1918 re- 
signed to serve as captain in the 
United States army during the World 
War. 

After receiving his discharge from 
military service, he again entered the 
employ of the steel company in the 
sales department and in 1921 was 
elected vice-president which position 
he has held up until the present time. 


—_—— 


Hardware Catalogs Are Re- 
quested by West Virginia 
Hardware Merchant 





E. M. Sites has established the 
Sites Hardware Co. at Martinsburg, 
W. Va. He will carry general hard- 


ware and related specialties. Mr. Sites 
requests manufacturers and jobbers to 
send catalogs on all pertinent lines. 


oo’ 


New Plant Doubles Capacity 
for Ohio Metal Utensil Co. 


The new building of the Ohio Metal 
Utensil Co., Greenwich, Ohio, provides 
an area of 8500 sq. ft. with spacious 
storage space adjoining the production 
department. The building is of modern 
type construction and permits the com- 
pany to double the production capacity. 
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OF THE TRADE 








Fergus Paint Mfg. Co. 
Formed at Fergus Falls, 
Minn. 


Ralph Rosenberg and L. B. Bodell, 
both residents of Fergus Falls, Minn., 
have recently formed the Fergus Paint 
Manufacturing Co. in that city and 
will make a line of house and barn 
paints. Their new plant is equipped 
with a 35 gallon paint mill and a 
mixer and it is planned to add a 70 
gallon mill and a buhr-stone mill for 
grinding colors in the near future. 


——— Se 


Chicago Varnish Makers 
Expand Their Plants 


Two Chicago varnish manufacturers 
have announced plans for substantial 
additions to their plants. The John A. 
Steen Varnish Co. has already let the 
contract for the construction of a four 
story reinforced concrete warehouse, 
60 by 100 ft., to be built at 3721 
Shields Ave. 

Plans have been completed by the 
Great Lakes Varnish Works for the 
erection of a two story concrete fac- 
tory building, 50 by 70 ft., at a cost 
of approximately $30,000. The build- 
ing will be located at 2207 N. Crawford 

ve. 


Reservations Now Being 
Made for N. Y. Convention 
Exhibit at Rochester 


_ Reservations are now being received 
for display space at the 1926 Hard- 
ware Exposition in connection with the 
twenty-fourth annual convention of the 
New York State Retail Hardware As- 
sociation. This will be held at Roches- 
ter, N. Y., Feb. 9 to 12 inclusive. 
Headquarters will be at the Hotel 
Seneca. The Exposition will be at the 
State Armory. 

The exposition committee consists of 
Chairman FE. D. Baker, Andover; R. 
J. Atkinson, Brooklyn; L. B. DuBois, 
Rochester; Martin Van Dussen, Ro- 
chester; H. Sticht, Fort Plain; 
John B. Foley, secretary, Syracuse. 





Two New Paint Products 
Offered by McDougall-Butler 


McDougall-Butler Co., Inec., Buffalo, 
N. C., has recently issued two bulle- 
tins on new products. One is on Ecolite 
and the other on Partagloss. The 
former is said to be a paint of radiant 
energy and the latter product is de- 
scribed as a semi-gloss wall finish. 























Hibbard, Spencer, Bartlett to Move 
—Will Have Own 12 Story Plant 


building now occupied by Hibbard, Spencer, Bartlett and 


1) to the necessity of immediately wrecking the ten-story 


Co., Chicago hardware jobbers, in order that the city of 
Chicago may go ahead with the construction of a new boulevard 


system, that firm is forced to vacate at once. 


The city’s order to 


move came somewhat unexpectedly as it was supposed that the 
hardware firm would be able to stay until the new building which 
it is erecting would be ready early next year. 

However the city served notice that the wrecking of the present 
building would start not later than Oct. 13 and Hibbards’ were 
fortunate in finding adequate quarters in the practically new eight- 
story building located at Paulina and Harrison streets, recently 
made vacant through the failure of the Phillipsborn Company. The 
floor area in this temporary building is approximately the same as 


in the present quarters. 


Careful preparations are being made 
for the moving, which will start on 
Oct. 5, so that the business of the com- 
pany will be practically uninterrupted. 
The shipping department, which will 
be one of the last to move, plans to 
handle outgoing merchandise as usual 
up to noon of Saturday, Oct. 10, and 
be all ready at 8 o’clock Monday morn- 


— —— 








ing to ship from the Paulina Street 
building. 

The twelve-story buiiding that Hib- 
bard, Spencer, Bartlett & Co. is erect- 
ing will be ready for occupancy about 
March 1 of next year, and it is said 
will be the largest building in the world 
devoted exclusively to hardware. 


———_——. « — 





Arkansas Firm Changes 
Name to Johnson-Baker 


Hardware Co. 


The Parkin Hardware Co., Parkin, 
Ark., has changed its name to the 
Johnson-Baker Hardware Co. There is 
no change whatever in ownership or 











management. The change was consid- | 
ered desirable in view of the fact that | 
the town: also has a store known as the | 


Parkin Variety Hardware Co. 


new name took effect Sept. 10. 


Baseball Challenge Issued by 
Biddle Purchasing Team 


The baseball team of the Biddle Pur- 
chasing Co., 107 Chambers Street, New 
York City, issue a challenge to all 
teams representing hardware jobbers 
in metropolitan section. Any ‘inter- 
ested team manager should communi- 
cate with the company, marking the 
letter for the attention of baseball 
manager. The Biddle team has suffered 
only one defeat this season, and re- 
cently won games played with Oliver 
Bros., and the» Masback Hardware Co. 


Beddoe Now Sales Manager 
for Congoleum-Nairn, Inc. 


George K. Beddoe has been ap- 
pointed United States sales manager 








The | 


| 


Se 











for Congoleum-Nairn, Inc., Morris 
Building, Philadelphia, Pa. He has 
been with the company for several 


years, and was previously managing 
director for Congoleum-Canada, Ltd., 
which is the Canadian subsidiary of 
the company. 





C. J. Cornell Opens Store 
at Bartow, Fla. 


C. J. Cornell of Cornell Bros., Inc., 
Tuckahoe, N. Y., has moved to Bar- 
tow, Fla., and opened a store in that 
city, under the name of Cornell Hard- 
ware Co. It is located at 235 Main 
Street. The Tuckahoe business is con- 
tinued under the direction of B. J. 
Cornell, president of the corporation. 
C. J. Cornell was formerly a director 
of the New York State Retail Hard- 
ware Association. 





Various Catalogs Requested 
by Flushing Merchant 


Harry Fogelman, Flushing, Long 
Island, has enlarged his retail hard- 
ware store, and has added a large 
mezzanine floor for the display of toys. 
Mr. Fogelman has requested manufac- 
turers and jobbers to send latest ‘cata- 
logs and price lists on hardware, house- 
furnishings, plumbing supplies,. paints 
and toys. 
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Mosher’s 
Unique 
Float 


had a week’s celebration commemorating the hundreth 


anniversary of the founding of the town and one of the features was a big in- 


dustrial parade 


in which practically every business house in the city was rep- 


resented. Substantial prizes were offered for the most unique floats and the rivalry was 


keen. 


Among the hardware floats which participated in the parade was that of F. M. 


Mosher, who completely transformed his every-day delivery truck by building an ob- 
long platform over it and draping it with white cloth. A tent-like structure just back 
of the driver’s cab afforded ample opportunity to display various items of kitchenware, 
while on the rear was carried an electric washer. A large hand saw made of cardboard 
and bearing the firm name surmounted the float across the front. 





Improved Motor Driven 
Cream Separator Has Anti- 
Friction Bearings 


A motor driven cream separator 
which involves a number of improved 
features is being manufactured by the 
American Separator Co., Bainbridge, 
N. Y. Convenience for the operator 
and the reduction of friction have been 
two guiding factors in the design. 

The milk tank is of large capacity 
and built waist high. The bowl shell 
and base are made of high grade steel 
with the heaviest part of the bowl in 
the base and the lightest in the center. 
The internal parts are constructed of 
a rustproof aluminum alloy. The 
skimming disks are not numbered, and 
interchangeable, with no definite posi- 
tion with regard to each other. 

It is claimed friction has been re- 
duced to a minimum by the elimination 
of worm gears, and using a special 
arrangement of spiral bevel gears and 
helical gears with but two contact 
points. Ball bearings, packed in ball 
bearing grease are used at high speed 
points. The light weight bowl rests 


on a single steel ball inclosed in a fric- 
tionless bearing so as to further reduce 


the resistance. Oilless anti-friction 


bearings are used wherever possible. 
There is but one place to oil, which is 





taken care of by a sight feed oiler. It 
is said less power is required and the 
wear on the moving parts therefore is 
decreased. Claim is made that tests 
show but a slight trace of butter fat 
in a skimmed milk with a 40 to 50 per 
cent cream. 

The machine is driven by a %-hp. 
Westinghouse motor mounted on a spe- 
cial shelf. The driving mechanism is 
so arranged that the motor can be run 
continuously, it being necessary only 
to shift the belt to start the separator. 
It is finished in azure blue enamel, 
and is made in several different sizes, 
ranging in capacities from 425 lb. per 
hour to 850 Ib. per hour. 





Hancock and Murray Join 
Walden-Worcester Sales Staff 


L. Clark Hancock has joined the 
sales force of Walden-Worcester, Inc., 
Worcester, Mass., manufacturer of 
wrenches. He will make his head- 
quarters in New England, which terri- 
tory he has covered for many years. 

D. James Murray has also joined the 
sales staff of the company, and will 
represent this firm in the Northwest, 
where he has traveled for some time. 
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Noticeable Improvement Reported 
from Hardware Centers 


October 1925 Shows Increase 


N | “important improvement is reported in the several 


important hardware market centers. 
have been moving in good volume. 


Fall goods 
staple items 


are selling at firm prices and in consistent quantities. 
Preparations for holiday business are well under way in 
most sections and there is a general atmosphere of activity 
throughout the hardware trade. 

Reports for the first half of October show an increase 
in wholesale and retail trade as compared with the corre- 


sponding period of last year. 


City dealers have not made 


as much progress as retailers in the surburban sections 
and smaller towns according to information received. Agri- 
cultural districts continue to show the greatest activity 


as a group or class. 
decided improvement. 


Strictly industrial centers show a 


Collections in the wholesale markets are reported as be- 
ing generally slow. Retail stocks are apparently light and 
individual orders are not very heavy. Prices generally are 


very firm. 





October Records Satisfactory, 
Says New York Trade 


With October half gone both jobbers 
and retailers in the New York market 
area report it shows a decided im- 
provement over the same period of 
1924. Retailers find October better 
than September in most cases. City 
retailers have not found the improve- 
ment as marked as dealers in the 
suburbs and smaller upstate cities and 
nearby Jersey towns. Collections are 
considered slower in most sections. 
Prices are fairly uniform. Poultry 
netting base prices from manufac- 
turers are reported as showing a de- 
cline of 2% per cent. Jobbers’ prices 
to retailers were not available at press 
time. 





Gradual Increase Is Reported 
in Pittsburgh Market 


Pittsburgh jobbers still report a 
steady gradual increase in business, 
but find that the best demand is coming 
from the out of town rather than the 
city retailers. Business still is behind 
that at this time last year, but the 
trend is up and increasing steel in- 
dustry operations encourage hopes of 
further improvement in _ business 
through the increased buying power 
created by greater employment. Poul- 
try netting and wire cloth prices for 
1926 have been received and are 
slightly lower than the 1925 prices on 





an average. No other important price 
announcements have come out lately. 
Collections still are slow despite the 
betterment of the past few weeks in 
business. 





Boston Wholesalers Report 
Few Price Declines 


Most of the few price changes made 
in the Boston hardware market the 
past week were downward. Tarred 
felt paper was reduced 5 per cent in 
cost, at least one make of automobile 
tires were cut as much, horse collar 
ads cost 15 per cent to 20 per cent 
ess than heretofore. Manufacturers 
of clippers and galvanized hexagon 
wire have cut prices slightly, but job- 
bing prices have not been adjusted. 








Retail Trade Improving in 
Twin Cities Area 


In the territory tributary to the 
Twin Cities retail trade is becoming 
more satisfactory. The results of the 
excellent crops are being felt in all 
lines of business, and collections are 
improving accordingly. Dealers are 
displaying fall merchandise, and the 
buying public is showing a lively in- 
terest in this class of stock. Predic- 
tions are for the best fall business that 
has been experienced in the Northwest 
for several years, and a rapid and 
clearing advance made on the “frozen” 
loans still in existence. 





Window Glass Demand 
Strong; Manufacturer’s 
Prices Stable 


Demand for window glass continues 
strong. Carload business recently with 


_some of the manufacturers has been 


the greatest in their history. Produc- 
tion continues about the same as a 
week ago. Two hand plants are now 
being operated in the southwest. Two 
or three hand plants are likely to start 
up in the eastern part of the country 
during the present month. 

Manufacturers’ prices apparently 
are stable and are likely to continue 
so for some time to come. At the pre- 
vailing discounts, the price of window 
glass is just about 50 per cent more 
than in 1914. The prevailing price of 
other building materials is said to 
average over 70 per cent more than in 
1914. Labor, raw materials and fuel 
costs will average more than 85 per 
cent over those in effect 11 years ago. 
During the past year there has been 
a reduction in the manufacturers’ 
price of window glass of about 18 per 
cent. 

With the production costs high and 
stocks generally low in both the pro- 
dueers’ and distributors’ warehouses, 
it would seem to be advisable for job- 
bers to anticipate their requirements 
for the fall trade promptly and avoid 
delay in getting the glass into their 
warehouses. 

Plate glass manufacturers are ex- 
periencing a lot of satisfaction in the 
way business in that branch of the in- 
dustry is keeping up. All this year 
the plate glass trade has been a leader 
among the industries and is increasing 
rather than slackening its pace. 

Factories are working at capacity 
and a ready market is at hand for all 
that is produced. This condition of 
affairs had, no doubt, much to do with 
the record-breaking production of Au- 


gust. 

The healthy condition in the plate 
glass industry is due largely to a grow- 
ing demand for plate glass and a de- 
termination among manufacturers to 
fully meet this demand. 

With wages fixed for a year, the de- 
mand for window glass still quite good 
and working conditions satisfactory, a 
good fall business should be experi- 
enced. —National Glass Budget. 





New Wire Prices Issued by 
Chicago Wholesalers 


The new prices on wire goods show 
a decline on poultry netting and wire 
cloth. However prices in general are 
very firm and although changes were 
not numerous this week, there was an 
advance on solder and a substantial 
increase in glass prices is predicted. 

Sales continue to be very good al- 
though colder weather is needed to 
stimulate buying of winter items. 
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Business Picking Up in New 


Market—Retailer Buying 


(Boston office of HARDWARE AGE) 
ATE reports seem to indicate that the New England retail 
| jiaraware business is moving in the right direction. That it 
is gathering momentum cannot be denied, although improve- 
ment with some concerns is somewhat slow. September turned out 
a much better month, from the viewpoint of sales, than a majority 
of the retail trade anticipated. October to date shows a healthy 
increase in business over the corresponding time last year. This 
is a time of the year when retail business naturally falls off from 
the summer level. The trade is taking advantage of the compara- 
tive lull to look over stocks and map out tentative requirements for 
fall, holiday and winter business. Some retailers have already 
ordered goods, while others are doing so today or will before Nov. 1. 
So far as the movement of merchandise out of jobbers’ stocks is 
concerned, the bulk of it is for current needs. 

It is largely in the volume of current sales that improvement— 
momentum—is noted. The average New England retailer con- 
tinues to buy only as necessity requires and then in a conservative 
manner. Stocks of most things are comparatively small. Where 
stocks are somewhat larger than the retailer desires, or where goods 
are slow selling, special drives are being made to clean up and 
greatly deplete holdings. Drives are made in the form of window 
displays with appropriate sales prices, and through local adver- 
tising either by handbills or newspapers. It really is surprising 
the success some retailers have had in cleaning up goods not wanted. 
Such sales, bringing customers into the store, have resulted in sales 
of other kinds of merchandise. There appears quite a general 
effort on the part of the trade to clean up all the odds and ends 
and to put one’s house in the most healthy condition possible. 


AUTOMOBILE ACCESSORIES.—It is 
evident the recent advance in automo- 
bile tire prices is not holding, due to 








year are doing so now, but business is 
not brisk. | 
We quote from Boston jobbers’ 


keen competition among manufactur- stented: 
ers for business. One of the largest Axes.—Without handles, single bit, 
eastern makers is out with a new price 24.50 per doz. net, double bit, $19.50; 
; . lint edge with handle, single bit, 
list, which shows a cut of about 5 per $18.75. Ship Slinger, unhandled, sin- 
cent in prices. With the list is an an- gle bit, $15.10. Flint Edge, with han- 
A 7 d dle, boys’ No. 2, $12.50; house, 2\4- 
nouncement that the reduction is made lb., $12.25. Jimdandy, ‘with handle, 
No. 2, $17; house, 2% -Ilb., $10.75. 


to meet competition and that manufac- 
turing costs have not been lowered. BATTERIES.—According to jobbers, 


We quote from Boston jobbers’ never before in their nistory has there 
stocks: = 
Tires.—Mansfield line, fabric, 30 x been such - heavy demand for batter 
°3 in., $7.50 each net; 30 x 3% in. ies of all kinds as exists today. Bat- 
$8.60. Cord, clincher type, 30 x 3 in. ; ; " 
30:70: 30 x 3% in. $998. Straight teries adapted for radio sets are espe 
side, 30 x 3% in., $11.85; 32 x 3% in., cially active. 
$13.90; 31 x 4 in., $15.50; 32 x 4 in., , 
$17.15; 33 x 4 in., $17.75; 34 x 4 in., Bh Fi as from Soston jobbers 
mee ag | Mwy | cord, cee eee Batteries.—Flashlights, in lots of 
in., $11.95. Heavy duty, a t side, six or more assorted unit packages in 
30. x 3i% in., $13.80; x 3% in., one shipment, No. 935, 24 to the 
225. 20; 31 x 4 in., $18.10; = x 4 in., package, 8%c. each net; No. 950, 36 
$20; 33 x 4 in., $2 et o4 x 4 in., to the package, 9%c. Columbia, No. 
$21.30; 33 x 4% in., $25.35; 34 x 4% 6, in lots of 50, $30.22 per 100. 
in., $25.95; 35 x, 4% in., $25 A$ - x Radio.—Dry cell, in packages of 50, 
4% in., $27.25; 33 3 f = " rr No. 7111, 29c. each .net,, No. 6, in lots 
5 in., A ge 3 Truck cor¢ 93.50: 34 % of less than 12, 40c. each net; in lots 
in., $32.65; 3 aoe in., $ ~~ ha of 12 to 50, $35.22 per 100; in larger 
47% In., tyot 34 > en re +s lots, $30.22 per.100. Cluster batteries, 
* i 4, oon T - “‘“—- a — $2.15 6 to the unit, 12 units to the barrel. 
nner Tubes.—Tan, 30 x 3 in., $2.1) $1.60 each net; 8 units to the barrel, 
each net; 30 x 3% in., $2.35: 32 x 3% $1 98 and $2 34 each 
in., $2.80; 31 x 4 in., $3.40; 32 x 4 in. ; nae 
$3.45; 33 x 4 in., $3.50; 34 x 4 in.., BRUSHES.—All kinds and makes of 
_ wie te: oe in, epg 4's: 35 re house brushes are moving out of retail 
4% in., $4.30; 36 x 4% in., $4.50; 30 and wholesale stocks in goodly num- 
x 5 in. $4.75; 33 x 5 in. $5.20; 34 x bers. Paint brushes, as might be ex- 


5 in., $5.35; 35 x 5 i 5.60; 36 x 6 : ; 
Hae = . pected, have. little call today. Retail 


AXES.—Some of ‘those retail dealers | stocks, it is believed, roreet: up well 
who did not buy axes earlier in the j this year. : 
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Kngland 


Conservatively 


We quote from Boston jobbers’ 
stocks: 

House Brushes. — Wall cleaning, 
$1.25 each net; dry dust mop, $1.50; 
vegetable, 17c.; bottle, crank handle, 
27c.; radiator, 47. ; ; refrigerator, 24c.; 
dust pan, 67c.; large bath, $2; me- 
dium, $1.57; shirt, $1.34; nail, 84c. 

Paint Brushes.—Wall, $5 to $60 per 
doz. net; varnish, $3.50 to $25; calci- 
mine, $10.50 to $90; whitewash, $3.50. 


CARTS AND WAGONS.—A few of 
the New England retailers are placing 
orders for carts, wagons, etc., for the 
holiday trade. The real buying move- 
ment has not started in, however, say 
jobbers. 


We quote from Boston jobbers’ 
stocks: 

Kiddie Kars.—Special, two in car- 
ton, No. 101, $2.25 each list; No. 102, 
+14 ~ 103, $3.75; No. 104, $4.50; No. 

Kiddie Koasters.—One to carton, 
No. 605, $10.50 each list; No. 606, 
$11.75. 

Kiddie Karts.—Special, _ 201, $3 
each list; No. 202, $4; No. 203, $5; 
No. 204, $6; No. 205, $7. 

Pedal Kars.—Two in carton, No. 
124, $4.25 eaeh list; No. 125, $5.25; 
No. 154, $5.75; No. 155, $6.75. 

Kiddie Skooters.—Two in carton, 
No. 801, $4 each; No. 802, $5; No. 
802B, $6. 


CHRISTMAS TREE ACCESSORIES. 
—Some interest is evinced in various 
Christmas tree accessories. Just now 
tree lighting outfits are selling more 





-freely than anything else. 


We quote from Boston jobbers’ 
stocks: 

Christmas Tree Holders.—Standard 
makes, $6 per doz. net. 

Electrical Lighting Outfits.—No. 84, 
eight bulbs, mazda, $1.58 net per out- 
fit; No. 8008, carbon, $1.05; No. 1188, 
fancy bulbs, $1.5 

Stars. —No. 302, ~ lots of less than 
ten, 16%4c. each net; in lots of ten or 
more, 15c. 

Refiectors.—No. 303, in lots of less 
than 10, 4144c. each net; in lots of 
100, 4c. 


CLIPPERS.—Manufacturers are out 
with new lists for 1926 spring business 
on toilet, horse and fetlock clippers, 
which show a slight reduction in prices. 
Jobbers have not adjusted their prices 
as yet, however. 


We quote from Boston jobbers’ 
stocks: 

Copano Tete, Plymouth, No. 0, 
$1, each net; No. 00, $1.20; Success. 
No. 0, $1.40; No. 00, $1.60; Mayflower, 
No. 0, $1. 10; No. 00, $1.25: American 
Gentleman, No. 00, pe No. 000, $2. 
Brown and Sharpe narrow plate and 
other kinds carried by jobbers, $4.50 
each list; discount, 25 and 15 per 
cent. 

Horse Clippers.—No. 169, $2.50 each 
net; No. 179, $1.40. Horse clipping 
machines, No. 1, ball bearing, $14 
each list; discount, 33% per cent. 

Sheep Shearing Machines. — Ball 
bearing, No. 9, $24 each list; dis- 
count, 33% per cent. 


EGG BOXES.—There is a small yet 
steady demand for egg boxes. The 
price of eggs is skyrocketing and there 
is good money in eggs today, conse- 
quently retail hardware dealers should 
push sales. 

We quote frem Boston jobbers’ 


eo PS 500 » 
oxes.— per, .) a un- 
die. 09. 5 50 - per Bap "9 
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FLASHLIGHTS AND BATTERIES.— 
Shorter days have created a bigger 
public demand for flashlights and bat- 
teries. Some local jobbing firms main- 
tain that sales are of record breaking 


proportions. 

We quote from Boston jobbers’ 
stocks: 

Cases.—Without batteries, six or 
more assortments to the unit. No. 
2612, 97c. each net; No. 2619, $1.24; 
No. 2637, $1.65; No. 2672, $1.79; No. 
2694, $2.50. 

Batterits.— Six or more poms 
ments, to unit package, No. 935, 8% 
each net; No. 950, 914¢.; emeetin, 
No. 705; 28%c. each net; No. 790, 
19144c.; No. 791, 17¢.; No. 700, 17¢.: 
No. 703, 22c.; No. 750, 17c. 


GLOVES.—Although a large percent- 
age of the retail trade covered their 
cotton glove wants months ago, there 
nevertheless is a good current move- 
ment out of jobbers’ stocks. Prices 
have not changed for many months, 
the recent appreciation in raw cotton 
values notwithstanding. 


We quote from Boston jobbers’ 
stocks: 

Gloves.—Cotton, knit wrist, 6-0z., 
s 25 per doz. net; No. 641, 8-oz., 
$1.75; No. 642, 12-0z., $2; No. 873, 
14-0Z., $2.50. With leather palm, 
with gauntlet, $3 per doz. net; with 
wrister, $3; with Jersey back, $5; 
Jersey baek with wrister, $4.50; Jer- 
sey gloves, mottled black, $2.10; 
heavy, $4. Boys’, Jersey, $2.10. 


HARMONICAS.—The _ <:o-called New 
England country retail trade are 
placing some very satisfactory orders 


for harmonicas in this market. 
We quote from Boston jobbers’ 
stocks: 
Harmonicas.—Hohner, assortments 
of one dozen on display cards, No. 
425. $4 per doz. 


HOCKEY STICKS.—Belated orders 
for hockey sticks are presenting them- 
selves to jobbing houses. It is the con- 
sensus of opinion among jobbers that 
wholesale stocks will clean up early 
this season. Prices are about 50c. a 
dozen lower than last year. 


We quote from Boston jobbers’ 
stocks: 

Hockey Sticks.—Boys’, white, $3 
a doz. net; boys’ special, $5; Ama- 
teur, $8; Championship, $11; special, 
$11. 


a —Standard makes, $2 a doz. 


et. 
"Pale Sticks. — No. H, 95c. a doz. 
net; No. G, $1.50; No. C, $3.75. 


ICE CREEPERS.—Although not ac- 
tive, the market for ice creepers is 


showing more life. 

We quote from Boston jobbers’ 
stocks: 

Ice Creepers. — Never Slip, men’s 
and ladies, $2.44 per doz. pair net; 
O. K., No. 0, $2.35; Kennebec, Nos. 0, 
1 and 2, $3.36; Lumbermen’s, large 
and medium, $3.04; Newark, $3.75; 
Union, with strap, $1.35; Eagle, $1.20. 


MOPS.—In line with other household 
cleaning articles, there is a steady ab- 
sorption of mops. Individual orders 
generally are small, but the aggregate 
for the week is quite significant. 


We quote from Boston jobbers’ 
stocks: 

Mops. “iy 4 Cedar line, without han- 
dles, No. $12 per doz. list; No. 10, 
$18; No. ii. $18; dry duster, No. 9, 
$12; handles, $3 per doz. extra in- 
terchangeable, No. 1, $15 per doz. 
list; No. 2, $21; No. 5, $15; No. 6 
$21. Floor, No. 22, $2 each. Hand, 
No. 44, $6 per doz. Clothes No. 51, 
$4.20 doz. Discount, 33% per cent. 

Cotton Mops.—Eureka line, 9-Ib. 
twine, $4.15 per doz.; 12-lb. twine, 
$5.50. 


NETTING.—Manufacturers have low- 
ered galvanized hexagon wire netting 
prices something like -2% -per cent. 
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Jobbers as yet have not adjusted their 
prices. 

PADS.—A sizable cut, amounting from 
15 per cent to 20 per cent, has been 
made by manufacturers of horse col- 
lar pads. Local quotations have been 
adjusted accordingly. 


POULTRY SUPPLIES.—Continued en- 
couraging reports are had from job- 
bers regarding business in poultry 
supplies. In value sales of incubators 
and brooders naturally easily lead, but 
for volume one has to look for the 


smaller items. 

We quote from Boston jobbers’ 

stocks: 

ard 
makes, from store, 30 per cent dis- 
count; from factory, in car lots, 35 
and 5 per cent discount; in less than 
car lots, 35 per cent discount. 


PRESSES.—Scattered crders for small 
numbers of presses are in order. Buy- 
ing is by those retail firms that have 


cleaned up on supplies. 
We quote from Béston jobbers’ 
stocks: 
Fruit Presses.—Brownie, 8-qt., $4 
each net. 
PYREX WARE.—Increased sales of 
pyrex ware are noted. So far orders 
placed in individual cases cover a 


splendid variety of stock. 

We quote from Boston jobbers’ 
stocks: 

Casseroles. — Without handles, 
round, 8-oz., 47c. each net; 1-qt., 
1%4-qt., $1.17; 2-qt., $1.33. Round, 
shallow, 1-qt., $1; 1144-qt., $1.17. 
Round, vistor cover, 1-qt., $1; 1%4- 
qt., $1.17; 2-qt., $1 .od Oval, 1-qt., 
$1, 114-qt., $1.17; 2-qt., $1.33. Oval, 
shallow, 1- qt., $1; 1%-at., $1.17; 2-qt., 
$1.33. With handles, 1-qt., $1.17; 1%- 
qt., $1.33. 

Baking Dishes. — Round, double 
amr $1 each net; with cover, 
1.73. 

Pudding oe aes 14-qt., 40e. 
each net; 1l-qt., 57¢c.; 1%-qt., 67c.; 
2-qt., 80c. Square, 1%- -at., 83c. Oval, 
Shallow, 10-0z., 30c.; 18 14 -oz., 40c. 
Round, shallow, 1-qt., 57c.; 114 -at., 
67c. Oblong, 57c. 

Bread Pans.—Oblong, small, 17c. 
each net; medium, 60c.; large, $1. 

Cake Dishes.—RKound, shallow, 50c. 





Ramekins. —Wide rim, 4-oz., 13c. 
each net; French pattern, 4-0Z., 13c.; 
6-OZ., 17¢. 


RADIO GOODS.—No letup is noted in 
the volume of radio gouds selling. The 
season to date has far exceeded any- 
thing the most optimistic of the retail 
and wholesale trade anticipated. The 
demand for very high priced sets is 
remarkably good. The Lulk of passing 
business is in medium priced sets. 
Young New England is still interested 
in making its own sets and additions 
to sets, as is attested by the large 
amount of parts business passing 
through local channels. 
ROOFING MATERIALS.—tTarred felt 
paper has been reduced about 5 per 
cent to $70 a ton in this market. All 
kinds of roofing material are selling 
well, sales so far this month exceed- 
ing those for the corresponding time 
last year by a comfortable margin. 
We quote from Boston jobbers’ 
stocks: 
Sheathing Paper.—Jap, $65 a ton 

net; Neponset black building paper, 

in 250-ft. rolls, $1.39 per roll net; in 

om -ft. rolls, $2.78; tarred felt, Jap, 


a ton: double thread duck, 
magnolia, 12-0z., 29-in., 45c. per yd. 


RUBBISH BURNERS.—tThere is a 
continual movement of rubbish burn- 
ers in and out of retail stocks, which 
naturally is refleeted 11 -wholesale cir- 
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cles. Dry weather the past month or 
so has made it necessary for town and 
city authorities to curtail yard and 
rubbish fires except where rubbish 
burners are used, 

We quote from Boston jobbers’ 
stocks: 

Rubbish Burners.—Cxclone, No. 2, 
$2 each net. 

SHOVELS.—Growing interest is being 
shown by retail dealers in snow shovy- 
els, but the market, as heretofore, is 
not active. 

We quote from Boston jobbers’ 
stocks: 

Snow Shovels.— Wooden, boys’, 
without tip, $2 per doz. net; with tip, 
$4; No. 674%, with tip, $4.80; single 
steel tip, $7.30; double steel tip, $8.60; 
malleable steel tip, $9.70; Crescent, 
$10.20; Pathfinder, $10.20. 

Steel Shovels.—Hubbard, long han- 
dle, $5 per doz. net; steel D-handle, 
$6; split wood D-handle, $6: Ames, 
long handle, $9.45; malleable steel 
D-handle, $10.15. New Eclipse, gal- 
vanized, No. 29, $11.65; Menzies, 
spring steel, $10.50. 

STOVES.—Acting on the theory that 
because of the coal strike the fall and 
winter demand for oil ccok stoves will 
be greater than ever, quite a number 
of the most aggressive retailers in this 
territory are buying more freely than 
they usually do in October. 

Prices to Retailers, f.o.b. Boston 
These are list prices. Dealers’ dis- 

counts are noted after each group. 


Oil Cook Stoves 


PERFECTION— 
EE Be Re ee ee $17.50 
No. 73 3 burners............c... 22.50 
a 
Dee, See ee NS vu a oc die wwe wee 39.50 


Perfection dealer’s discount, 30 and 
5 per cent on lots of 10 or more; on 


less than 10, 30 per cent. 

PURITAN (Improved Model)— 

Pee, SE DB BPO. 6c ccicccccccece cate 
Oe a eee 22.50 
Tee. 66 6 BUTTER s ccc ccccvesceescs 28.50 

Puritan discounts same as Perfec- 
tion. 

NESCO— 
rere $9.50 
a > a, . 17.35 
No. 213 3 DE gcecccsecenen Bee 
OG. Bee S DUPMOTN cccccccccicoe O08 
Wo. 219 & DUFMCTR <cccceccccese Bnew 
No. 1102 high shelf only....... 5.25 
No. 1103 high shelf only....... 6.50 
No. 1104 high shelf only....... 8.00 
No. 1105 high shelf only....... 9.75 

Nes@o dealer’s discount, 30 and 5 
per cent. 
Ovens 
PERFECTION— 
No. 211 1 burner plain door’ ..$2.50 
No. 211G 1 burner glass door .. 2.70 
No. 121G 1 burner glass door .. 4.90 
No. 122G 2 burners glass door .. 6.00 
| 2 a ee §.15 


Dealers’ discount, on 10 or more, 

30 and 5 per cent; less than 10, 30 
per cent. 
PURITAN— 

No. 42G 2 burners glass door. .$5.25 

Dealer’s discount, 10 or more, 30 

and 5 per cent; less than 10, 30 per 


cent. 
NESCO— 

No. 05 1 burner solid door $2.10 
No. 5 1 burner glass door o eae 
No. 010 1 burner solid door » 4.15 
No. 101 burner glass door 4.40 
No. 020 2 burners solid door 5.15 
No. 20 2 burners glass door ... 5.40 
No. 030 2 burners solid door ... 5.40 
No. 30 2 burners glass door ... 5.70 


Dealers’ discount 30 and 5 per cent. 
Water Heaters 


eee $45.00 
Po 40.00 
Perfection No. 421 ..........0. 80.00 


Nesco discount, 30 and 5 Bod cent; 
Perfection discount, 30 and 5 per ce nt 
in lots of 10 or more; less than 10, 
30 per cent. 


Wicks, Ete. 


Rockweave wicks, 25c. each. 
Perfection and Puritan, $4 per doz. 
and $48 per gross. 

Discounts same as on oil cook 
stoves, ovens and heaters. 


Sastaer ooe 


ANE et oe = 
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Increasing Movement of Jobbers’ Stocks in 


Pittsburgh—Prices Have Upward Tendency 


business, but the country 


(Pittsburgh office of HARDWARE AGB) 


dealers are doing well and the 


7 in the city still complain about a rather slow 


movement from jobbers’ stocks is showing a respectable in- 
crease from week to week. There is no claim that business is as 
good as it was at this time last year, but by comparison with the 
summer, the change is on the right side. 

The fact that so many coal mines in Pittsburgh and its environs 
are still idle because they are union mines and market prices have 
not risen to a point that permits profitable operation on the union 
scale of wages offsets to a considerable extent the fuller engage- 
ment of non-union mines outside the Pittsburgh district and the 


consequent gain in buying power. 


The steel industry is steadily 


creeping to higher operations and that means more labor employ- 
ment. It is on this development that recent betterment in hardware 


business rests. 
helped the collection situation. 
on accounts. 


Better hardware business has not yet, however, 
The report still is of slow payments 


The week has been marked by few price changes of moment. 
Local jobbers have received new price lists on poultry netting and 
wire cloth and casual examination indicates a trifling average re- 


duction from the 1925 prices. 





AXES.—Demand is steady for small 
lots, with prices holding at the levels 
announced earlier in the year. 


We quote from Pittsburgh jobbers’ 
stocks: First a  ! unhandled axes 
base group (3 to 3% Ib. or lighter) 
single bit, $14 per doz.; double bit, 
60c. per doz. aiemen over base, $19; 
No. 2 group (3% to 4% Ib.); No. 3 
group (4% to 4% Ib.) $1.20 over base; 
No. 4 group (4% to 5% Ib.) $1.80 over 
base, handled axes, base group, single 
bit, $18.25 per doz.; double bit, $23.25 
per doz. 


BATTERIES.—Strong and _ constant 
describes the demand upon local job- 


bers for radio batteries. Prices are 
firm. 
Jobbers’ quotations to. retailers, 
f.o.b. Pittsburgh: 
Broker Unit 
Packages Packages 
Each Each 
oe Ge cous cucewee $1.05 $0.97 
ie ey tagucceusagu 1.32 1.22 
“ME cacceasaees 1.22 1.14 
Pe: CE acc ene emcee 1.40 1.30 
a “Ml <cceeucsnene 2.62 2.44 
ek: ME csccaveeetee 2.62 2.44 
ak: SD ssenenes oee6 3.33 3.09 
asssecteess= .42 39 
No. 6 dry cells, ignition type, 29c. 
each in full packages: 30c. each for 


broken packages. 
BOLTS, NUTS AND RIVETS.—De- 
mand for bolts and nuts is not heavy 
upon jobbers but it is pretty constant 
for small lots. Makers report a good 
volume of fourth quarter contract 
business and that current demands 
and specifications are if anything 
greater than they were recently. The 
rivet market is slow and weak. Fac- 





tory prices are below costs, but the 
capacity is large in relation to demand 
and to retain working organizations 
makers are obliged to provide work for 
their men. 


We quote out of jobbers’ stocks as 
follows: 

Machine bolts, small rolled threads, 
50 and 10 per cent off list; all sizes 
cut threads, 50 per cent off list; car- 
riage bolts, small rolled threads, 50 
per cent off list; all sizes cut threads, 
45 per cent off list; stove bolts, 75 
per cent off list; tire bolts, 40 and 
10 per cent off list; nuts, hot pressed 
blank or tapped, 3.25c. off list; c.p.c. 
and t. blank or tapped, 3.35c. off list; ( 
rivets, small wagon and tinner’s, 60 
per cenf off list. 


MILL, MINE AND FACTORY SUP- 
PLIES.—Prices are holding well, al- 
though business is not especially brisk: 
In these lines intensive sales effort has 
been necessary throughout the year, 
and that still is the situation. 


Jobbers’ prices to retailers: 

Pipe Wrenches.—Walworth, 70 and 
5 per cent off list; Trimo, 70 and 5 
per cent off list; Larco, 70 per cent 
off list. 

Fittings.—Cast iron screw, 36 per 
cent off price list; flange, 47 per cent 
off list; malleable, Ib., list plus 4 per 


cent; standard iron body gate valves, 
35 and 5 per cent off price list; 
standard brass globe valves, 30 per 
cent off list; standard brass gate 
valves, 45 per cent off list. 

Rope. — First grade long fiber 
manila, 26c. per Ib.; sisal, 18c. 


Belting —No. 1 leather, 45 per cent 
= list; No. 1 rubber, 40 per cent off 
st. 

Twist Drills.—Carbon, 60 per cent 
< list; high speed, 45 per cent off 
ist. 





Mae -—High grade, 50 per cent off 


Screws.—Wood screws, 72% and 5 
per cent off list; milled cap: and set 
screws, 75 per cent off list. 

Picks and Mattocks.—Carbon picks 
and mattocks, 50 per cent off list. 

Hacksaw Blades.—Best grade, 650 
per cent off list. 

PAINTING MATERIALS.—Turpentine 
has dropped 3c. per gal. and oil le. 
Other items are unchanged. Business 
is only fair. 


Prices to retailers: 

Ready mixed paints, best grades, 
$3.10 per gal.; lower grades, $2.50; 
white lead, 15%c. per lb. in 1 0-Ib. 
lots, 10 per cent less in lots of 500 
lb. or more and an extra 5 per cent 
less in lots of a ton or more; tur- 
pentine, $1.25 per gal. in barrel lots; 
i/o oil, $1.10 per gal. in barrel 
ots. 


SKATES.—No great activity is noted 
locally in this line, chiefly because it 
is early for holiday buying of roller 
skates, while the demand for ice skates 
rarely amounts to much until there is 
ice. 

Roller Skates.—Union Hardware 
Co. line, “ 0” 7 ok has * pair; No. 3, 
75c.; No. $1.0 No. 6, $1.50, 
aoe 7. No. 381, $1.50; No. 38, 

1.60. Ice skates, ‘gy ed line, No. 
2110, 82c.; No. 2110 L. S., $1.15: No. 
2120, $1.20; No. 2120 ar S., $1.40. 

WINDOW GLASS.—Very good de- 
mand exists for window glass and this 
is one line where the comparison as to 
business with a year ago is very favor- 
able. There is no change in prices. 


Jobbers quote: Single strength A 
and B, 84 and 5 per cent off list; 
double airennth A, 86 per cent off 
list; B, 87 per cent off list. 

WIRE PRODUCTS.—Nails are not 
moving with much snap from jobbers’ 
stocks and there is only piecemeal 
buying of fence and wire. Prices do 
not change much. Mill prices of nails 
show some irregularity, but there is a. 
good deal of firmness in other prod- 
ucts. 

We quote from Pittsburgh jobbers’ 


stocks: 
Fence Wire: 

(per 100 lb.) Annealed Galvanized 
No. is to 9 gage...... $3.00 $3.15 
hi veutssseedeeeoess 3.05 3.50 
No. i eebdbtnnwe phan 3.10 3.55 
ah “i omiewgega wend awe 3.15 3.65 
 _ eee 3.25 3.80 
> 2 sestceévessesesen 3.35 4.00 
rere 3.55 4.30 
Dk: Mi wcenecdacascoeue 3.75 4.50 

Barbed Wire (per 80-rod spool): 
SO ee ere ree $3.01 
Pn CE. <i ¢cebed etetsewemed 3.22 
Ce AD: woe nedeesegesueses 3.22 
Pt CT cccacncsguneeunseo ets 3.48 

2-point cuttio DEE <e6seesaceden 2.28 


Woven wire fence (per 100 ge 


ROSTER cece ecccsescccvesccveseous 9.3 

BRST! | cvcceccvesevesecccvcoveee 55.20 
BERT occ ccvccccvccccosevevcces 35.22 
BBB~ DB ncccccccccccccscccceccece 48.85 








If you will select knives for specific purposes and vocations, and will carry the reasons which 
prompted the selections into your show case so the public can see the reason for the patterns dis- 


played, cutlery sales will be easy and profitable. 


JOHN CASSIN. 
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Consistent Demand in Chicago Market— 
Building Programs 


(Chicago office of HARDWARE AGB) 


ware in the Chicago district and orders for spring delivery on 


A GOOD steady demand is reported for seasonable lines of hard- 


such items as lawn mowers and garden hose continue to be 
placed in a very satisfactory volume. However, sales on real winter 
items are lagging somewhat due to the prolonged mild temperatures 
but it is expected in all quarters that considerable activity is sure to 


develop within the next few weeks. 


Building permits issued and contracts let show no signs of im- 
mediate dropping off in volume and this situation is directly reflected 
in the continued heavy demand for all items of builders’ hardware 
and roofing papers. The call for all other materials is also brisk and 


prices very firm. 


Railroad buying in the steel industry is becoming steadily better 
and inquiries for large quantities of rails are reported. There has 
been practically no change in the production of the mills in this dis- 
trict nor in the prices, although the latter are decidedly firm. 

Price changes this week are few and while the general tendency 
is one of extreme firmness, new prices on wire products show a 
dropping off on wire cloth and poultry netting. On the other hand, 
solder prices have been advanced and it is rumored that higher 
prices may be expected on glass in the near future. 

Collections continued to show a marked improvement over last 


year at this time. 


AUTOMOBILE ACCESSORIES.—Sales 
are holding up well and prices are un- 
changed. 


We aeene from jobbers’ 
f.o.b. Chicag 

Spark Plugs. —Splitdorf, 50c. each; 
regular, 58c, each; Champion X, 45c. 
each; Champion Blue Box line, 53c. 
each; A. C. Titan, 58c. each; lots of 
—_ ’B6c. A. C. Special Ford, 44c. 


= Spot Lights.—Anderson, No. 3280, 

— A. Electric (Ford), $4 
ee Standard, No. 21, 
Pumps.— Rose, 1%-in. 

$1.55. 


Chains.—Non-skid, dozen pair lots, 
33% per cent discount; 50 pair lots, 
40 per cent discount. 

Tires and Tubes.—30 x 3% oversize 
cord tires, $12.55 each; regular cord, 
$8.60 each; gray inner tubes, 30 x 3%, 
$1.80 each; red inner tubes, 30 x 3%, 
$2.25 each. 


AXES.—The present demand is sea- 
sonably good and prices are steady. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality single 
bitted unhandled axes, 3 to 4 Ib., $14 
doz. base; double bitted, $19 ‘doz. 
base; good quality black unhandled 
axes, same weight, single bitted, $13 
doz. base; single bitted handled axes, 
$15.50 to $24 per doz., according to 
quality and grade of handle; special 
unguaranteed handled axes, $12 per 
doz. base. 


BALE TIES.—Sales are reasonably 
good for this season. 

We quote from jobbers’ stocks, 
f.o.b. Chicago district: Bale ties, 70- 
10 per cent discount. 

BOLTS AND NUTS.—tThere is no 
change in prices and sales are normal 
for this time of year. 


We uote from jobbers’ stocks, 
f.o.b. hicago: Carriage bolts, cut 
thread, 60 rer cent discount; ‘small 
carriage bo rolled thread. 50-10 
per cent discount; machine bolts, cut 


stocks, 


ea 
Jacks.—National 


$1.20 each. 
cylinder, 








cent discount; 
rolled thread, 
all stove 
lag 


thread, 60-10 per 
small machine bolts, 
50-10-5 per cent discount; 
bolts, 75-5 per cent discount; 
screws, 60 per cent discount. 


BUILDERS’ HARDWARE.—A heavy 
demand is still being experienced as 
building activities continue unabated. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 2% x 3% steel butts, 
case lots, old copper and dull brass 
finish, $2.76 per doz. pair; 4 x 4 steel 
butts, old copper and dull brass fin- 
ish, $3.84 per doz. pair; heavy steel 
bevel inside sets, case lots, $6.75 per 
doz.; steel bit-keyed front door sets, 
$1.75 per set; wrought brass bit- 
keyed front door sets, $3.25 per set; 
cylinder front door sets, $7.50 per set. 


CHAIN.—Prices are unchanged and 
sales show a fair volume. 


We quote from jobbers’ 
f.o.b. Chicago: %-in. proof coil chain, 


stocks, 


$8.50 per 100 ib.; Tenso, Bull Dog 
and Brown coil chains, 50-10 per 
cent discount; No. 00-4% electric 


welded cow ties, $2.75 per doz. 


COPPER RIVETS AND BURRS.— 


There is a good active demand. No 
change in price. 
We quote from jobbers’ stocks, 


f.o.b. Chicago: Copper rivets and 
burrs, 45 per cent discount. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—Sales are undergoing a season- 
able dropping off, while prices are un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single bead lap joint 
gutter, 5-in., $4.30 per 100 ft.; corru- 
gated conductor pipe, 3-in., $4.75 per 


100 ft.; plain ridge roll, 1%-in., $4 
er 100 ft.; corrugated conductor el- 
ows, 3-in., doz. 


ELECTRICAL AND RADIO MER- 
CHANDISE.—There is a steady bet- 
terment in sales, both in electrical and 
radio lines, noticeable each week. No 
price changes. 





Helping Sales 


We quote from jobbers’ stocks, 


f.o.b. Chicago: 

Electrical ‘Merchandise. —No 14 
rubber-covered wire, $8 per 1000 is 
in 1000-ft. lots, $7.75; No. lamp 


cord, $13.64 per 1000 ft.; i, 1000. ft. 
lots, $13; %-in. brush brass key sock- 
ets, 18c. each; two way plugs, 45c. 


each; in lots of 10, 40c. each; one- 
piece attachment plugs, 13c. each; 
two-piece attachment plugs, _ 12c. 
each; dry cells, boxes of 50, 30\4c. 


less than case lots, 34c. each. 
Radio Supplies.—Radio B batteries, 
_ 66, $1.40 each; No. 767, $2.62 


ach. 

"Gatteee Chargers.—Apco line, in 
lots of less than 10, $13.50 each, net. 

ubes. —Cunningham and R. C. A., 

$2.50 list. Discount, 30 per cent. 

Loud §S eakers.—W estern Electric, 
No. 522W, $9.50 list. Discount, 30 
per cent. 


FIELD FENCE.—Considering the sea- 
son, the present demand is exception- 
ally good. 


each; 


We quote fr jobbers’ stocks, 
f.o.b. Chicago: 726-6-12%, $29.02 per 
1948-6-141%, $44.08 per 100 


100 rods; 
rods. 


FILES.—The demand is satisfactorily 
good and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list; Black Diamond files, 
40-10-5 per cent off list. 


FRUIT PRESSES AND CIDER MILLS. 
—The selling season is practically over 
and the demand has _ consequently 
dropped off. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Juicy fruit presses, 
3-qt., $3.60 each; 6-qt., $4.40 each: 
12- -qt., $6.25 each. Enterprise, Junior, 
$10 each: Medium, $13 each; Senior, 


$17.40 each: Extra large, $28 each. 
Cider Miils. —Junior, $21.75 each: 
Medium, $25.50 each; Senior, $38 


each; Self Feed, $16 each. 
GALVANIZED WARE.— Both pails 
and tubs are in good demand for fall 
sales, with jobbers’ prices firming as 
manufaéturers are maintaining an ad- 
vance of from 5 to 10 per cent over 
midsummer low prices. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Standard galvanized 
“= made tubs, No. 1, $6.40: No. 2, 
$7.20; No. 3, Be. 10-qt. galv anized 
after made pails, $2.20; 12-qt., $2.45: 
14-qt., $2.75; 5-gal. galvanized oil 


cans, galvanized breast, $7.50 doz.; 
14%4-bu. galvanized after made baskets, 


$5; 1-bu. galvanized baskets, $6.75 
y 1%-bu. galvanized baskets, $9 
OZ. 


GARDEN HOSE AND LAWN 
SPRINKLERS. — Future orders for 
spring delivery continue to be placed 
in a very satisfactory volume. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Garden hose, good 
quality, molded hose, %-in., 11%c. 
per ft.; %-in., 14c. per ft.; 5-ply, 
good quality wrapped %-in., 9c. per 
ft.; %-in., lle. per ft. Lawn sprin- 
klers, Rain King, $28 doz.: original 
fountain sprinklers, $8 doz.; Rainbow, 
38-in. high, $24 doz. 

GLASS AND PUTTY.—tThe demand is 
excellent and there are some rumors 
of an early advance in prices. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, 28- 
in. bracket, 88 per cent discount; 
single strength A, 34 to 40-in. brack- 


et, 86 per cent discount; single 
strength A, all other brackets, 85 per 
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cent discount; double strength A, all 
sizes, 86 per cent discount; double 
strength B, 87 per cent discount. 
Putty, pure grades, $3.75 per 100 I1b.; 
commercial, $3.40 per 100 Ib. 


HATCHETS.—Sales are normally good 
and prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatch- 
ets, No. 2 shingling, $11.20 doz.; first 
quality hatchets, No. 2 broad, $14.45 
doz.; medium quality hatchets, No. 
2 shingling, $7.25 doz.; medium qual- 
ity hatchets, No. 2 broad, $10.50 doz. 

HANDLED HAMMERS.— Sales are 
good and prices steady. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Vaughn-Bushnell, 16- 
oz. nail hammers, $10.50 doz.; May- 
dole, $12.60 doz.; other makes, 16-02. 
machinist hammers, $7.85 doz.; Com- 
petitive grade, 16-oz. nail hammers, 
$4.50 to $6 doz. 

HANDLES, AGRICULTURAL. — The 
demand is holding up exceptionally 
well, considering the lateness of the 
season. Prices are firm. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Hay Fork Handles. — Straight, 
chucked and bored, best grade, 4lo- 
ft., $4.50 doz.; 5- {t., $5.50 doz.; xx, 
4l4-it., $4 doz. ; 5- ft., ot.50 doz. ; } a 
41, -ft., $2.40 doz.: 5-ft., 2.80 doz. 

Hay Fork Handles. maine. chucked 
and bored, best = with strap, 
ferrule and cap; 'o-ft., $7.50 doz.; 
5-ft., $8.50 doz.; XX, bent, with strap, 
ferrule and cap, 4-ft., $5.50 doz.; 
4\,-ft., $5.75 doz.; XX, bent, 44%-ft., 
$4. 50 doz.; 5-ft., $5.50 doz.; X, bent, 
414-ft., $3 doz.; 5-ft., $3.40 doz. 

Manure Fork Handles.—LBent, best 
grade, 4-ft., $4.75 doz.; 4%-ft., $5.10 
doz.; XX, bent, 4-ft., $4.15 doz.; 41,- 
ft., $4.40 doz.; X, bent, 4-ft., " $2 60 
doz.; 4%-ft., $2.95 doz. 

Garden Hose Handles.—XX, 4'4-ft., 
$3.45 doz.; X, 4%-ft., $2.40 doz. 

Garden Rake Handles. —XX, 51-ft., 
$5.26 doz.; X, fa-ft., $3.25 doz. 

Shovel TT spar Teese wel ere 
XX, 4%-ft., $5.90 doz.; X, 6-ft., 
3.909 doz.; D handle, best fy 
$7.95 doz.; X grade, $6 doz. 

Spade Handies.—D handles, best 
grade, $7.75 doz.; X grade, $6 doz. 


HANDLES, TOOL.—A good volume of 


sales is reported and prices remain un- | 


changed. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Axe Handies.—No. 1 hickory, $4 
doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6 doz. 

Hatchet and Hammer Handiles.— 
No. 1, 90c. doz.; finest second growth 
hickory, $1.50 doz. 


HINGES.—Sales are very good and 
prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges, 
in bundles, 4-in., $1.03; 5-in., $1.42; 
6-in., $1.60: 8-in.. $2.70: 10-in., $4.30 
per doz. pair; extra heavy T hinges, 
in bundles, 4-in., $1.56; 5-in., $1.66; 
6-in., $2.08; 8-in., $3.56; 10-in., $5.10 
per doz. pair. 


ICE SKATES.—The demand is excep- 
tionally active and prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Key Clamps—Rocker, 
Men’s and Boys’, bright finish, 75c. 
pair; Half Key Clamp — Rocker, 
Women’s and Girls’, bright finish, $1 
pair; Key Clamp—Hockey, Men’s and 
soys’, $1.20 pair; Half Key Clamp— 
Hockey, Girls’, $1.40 pair. 


LANTERNS.—tThere is a very good 
demand reported and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Dietz D-Lite, $13 doz.; 
with large fount, $14.25 doz.; Little 
Wizard, $8.50 doz.; Blizzard, $13 doz. 


LARD PRESSES AND SAUSAGE 
STUFFERS.—It is still rather early to 


expect more than a fair demand. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Enterprise No. 25, 
4-qt., $7.28 each; No. 31, 6-qt., $7.89 
each; No. 35, 8-qt., $8.67 each. 
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LAWN MOWERS.—There 


good volume of spring business being 


placed. 


is a very 


We quote from jobbers’ 


f.o.b. Chicago: 


stocks, 


Lawn Mowers.—1l16-in. ball bearing, 
5-knife, 1ll-in. wheels, $12.35 each; 


16-in. ball bearing, 4-knife, 


10%4-in. 


wheels, $10 each; 16-in. plain bear- 


ing, 4-knife, 10%-in. wheels, 
each; 16-in. ball bearings, 
%-in. wheels, $7.85 each; 16- 


$8.65 


4-knife, 


in., 


plain 


bearing, 4-knife, 9-in. wheels, $7.35 
4-knife, 


each; 16-in. ball bearing, 
S-in. Wheels, $8 each; 16 


-in. 


plain 


bearing, 3-kKnife, 8-in. wheels, $5.85 


e€ac 


NAILS.—Sales are fairly steady and 


prices firm. 


We quote from jobbers’ 


f.o.b. Chicago: Comtiion ww 
$3.15 per keg base; cemen 
$2.20 per keg base. The 


galvanized nails is now $2 


L-in. 


ire 
t 


stocks, 
nails, 
coated, 


extra for 


for l-in. 
and longer, $2.25 for shorter than 


OIL STOVES.—Sales are dropping off 
as cooler weather approaches. 
These are list prices. Dealers’ dis- 


counts are noted after each group. 
OIL COOK STOVES 
PERFECTION— 
ch, Gee we EEE cecctccccuccuee $17.50 
Seek, “Eeevar MED ‘K-0 ob:ens 0056600) Ee 
No. 74 4 OT PEEP EIT Cee 28.50 
SS Be arr 39.50 
Perfection dealer’s discount, 30 and 
5 per cent on lots of 10 or more; on 
less than 10, 30 per cent. 
PURITAN (Improved Model) 
Sa, ee NED bcos cceesbcc ees $17.50 
i Tae ee OO... cv eee ded en wcess 22.50 
NS 5 errr ers 28.50 
Puritan discounts same as Perfec- 
tion. 
NESCO— 
i ee cucgcgus 6.69 006 04 $9.50 
ee & ef, are. ee 17.35 
ee. Bae © BUMOTE. «occ ccescesccecanee 
BUG, BES & DURMOTS ccc cnsccessesccmeeee 
Wo. 215 & DUFMOTH ..occccccecsceecOenae 
No. 1102 high shelf only ...... 5.25 
No. 1103 high shelf only ...... 6.50 
No. 1104 high shelf only ...... 8.00 
No. 1105 high shelf only ...... 9.75 
Nesco dealer’s discount, 30 and 5 


per cent. 

Ovens 

PERFECTION— 
No 


- 


1 burner plain door. .$2.50 
No. 311G 1 burner glass door.. 


No. 121G 1 burner glass door... 4.90 
No. 122G 2 burners glass door... 6.00 
 }_t ere ory ea 6.15 

Dealer’s discount, on 10 or more, 30 
and 5 per cent; less than 10, 30 per 


cent. 


PURITAN— 





No. 42G 2 burners glass door...$5.25 
Dealer’s discount, 10 or more, 30 


— 


and 5 per ceyt; less than 10, 30 per 


cent. 
NESCO— 
No. 05 1 burner solid door..... $2.10 
No. 5 1 burner glass door..... 2.25 
No. 010 1 burner solid door..... 4.15 
No. 101 burner glass door..... 4.40 
No. 020 2 burners solid door.... 5.45 
No. 20 2 burners glass door.... 5.40 
No. 030 2 burners solid door.... 5.40 
No. 30 2 burners glass door.. ».70 
Dealer’s discount, 30 and 5 per 
cent. 

WATER HEATERS 
Re ee $45.00 
rn De Che o. csceceewoes 40.00 
POTTOCtIOR INO. GEL ccccvcscececs 80.00 

Nesco discount, 30 and 5 per cent. 


Perfection discount, 30 and 5 per cent 
in lots of 10 or more; less than 10, 


30 per cent. 
WICKS, ETC. 


Rockweave wicks, 25c. each. 


Perfection and Puritan, $4 per doz. 


and $48 per gross. 
Discount same as on 
stoves, ovens and heaters. 


oil 


cook 


PAINTS AND OILS.—There is no 
change in prices this week. 
We quote from jobbers’ 


f.o.b. Chicago: 


stocks, 
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Linseed Oil.—Raw, barrel lots, $1.12 
per gal.; 5-barrel lots, $1.09 per gal. 
Linseed Oil.— Boiled, barrel lots, 
ig per gal.; 5-barrel lots, $1.12 per 


ga 

apie .-—Barrel lots, $1. 33 per 
ga 

Denatured Alicohol. — Barrel lots, 
65c. per gal.; steel drum, extra, $6 
returnable. 

White Lead.—100- Ib. kegs, $15.25; 
50- lb. kegs, $7.75; 25-lb. kegs, $3.90; 
12%-lb. Kegs, $2. 

Shellac.—(414-Ib. goods), white, 
$4.25 per gal.; orange, $4.05 per gal. 

English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ib. 

Dry Paste.—Barrel lots, 7%c. per 


PYREX WARE.—The demand is in- 
creasing rapidly and sales at present 


are good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Bread Pans.—No. 212, $7.20 doz.; 
No. 214, $12 doz. 

Casseroles.—lRiound No. 167, $12 
doz.; No. 168, $14 doz.; No. 182, $12 
doz.; No. 184, $14 doz. 

Casseroles.—Oval, No. 193, $12 
doz.; No. 197, $14 doz. 

Pie Plates.—No. 202, $6 doz.: No. 
203, $7.20 doz.; No. 209, $7.20 doz. 

Tea Pots.—2-cup, $20 doz.; 4-cup, 
$24 doz.; 6-cup, $28 doz. 

Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 


ROLLER SKATES.—Sales are show- 
ing a fair volume. Prices are un- 


changed. 
We quote from jobbers’ stocks, 
f.o.b. Chicago Union roller skates, 


for boys, $1. 40 per pair; for girls, 
$1.50 per pair. Chicago roller skates 
for boys, $1.30 per pair; for girls, 
$1.40 per pair. 


ROOFING AND PAPER.—tThere is a 


heavy demand and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $2.30 per 
Square; best grade tale surfaced, 
$2.65 per square; medium tale sur- 
faced, $2 per square; light tale sur- 
faced, $1.20 per square; red rosin 
sheathing, $57 per ton. 


ROPE.—The demand is_ seasonably 


good at this time. 


We quote from jobbers’ stocks. 
f.o.b. ae No. 1 manila standard 
brands, 24% to 26%c. per Ib.; No. 
2 manila, 33 1be, per lb.; No. 1 sisal, 
_ per lb.; No. 2 sisal, 16%c. per 


SASH CORD.—The demand is very 
good and prices are not likely to 


change. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 standard brands, 
$8.55 per doz. hanks; No. 8, $10 per 
doz. hanks. 


SASH PULLEYS.—Sales are very 


good and prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash _ pul- 
leys, 54c. doz.; barrels, 50c. doz.: 
Common Sense, 2-in., 60c. doz.; bar- 
rels, 54c. doz.; No. 105, 52c. doz.; 
barrels, 48c. doz. 


SCREWS.—Prices firm and the volume 


of orders very good. 


We quote from _ jobbers’ stocks, 
f.o.b. Chicago: Flat head, bright 
screws, 82-10 per cent, new list; 
round head blued, 80-10 per cent new 
list; flat head brass, 76-20 per cent 
new list; round head brass, 74-10-10 
per cent new list; japanned, 74-10-10 
per cent new list. 


SOLDER AND BABBITT METAL.— 
The demand is normal and prices are 


up, in sympathy with advance in tin. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted 50-50 sol- 
der, $42 per 100 Ib.: medium, 45-55 
solder, $41 per 100 Ib.; tinners’, 40- 
60 solder, $40 per 100 1b.; high speed 
babbitt metal, $20 per 100 Ib.; stand- 
ard No. 4 babbitt metal, $13 per 100 
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Apex 


Your customers of today want wire screen cloth that 
will resist the atmosphere and mechanical wear year 
in and year out. That is why cheap wire screen has 
lost sales prestige and given way to a wire cloth that 
will last. 

Hardware Men everywhere are successful in securing 
quick turnover and good profits with Apex Galvanized 
Wire Screen Cloth. Recommend it to your trade with- 
out fear of dissatisfaction. 

The “Apex Galvanized” is zinc coated by Special Electro- 


Ask Your Jobber for Catalog 


Manager of 
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The Hardware Man's 
Best Bet./ 
Galvanized Wire Screen Cloth 















plating Process after weaving, which produces a beau- 
tiful, dull finish. The color is protected by baking 
on a coating of special long oil varnish which adds also 
to its durability. 

“Apex” is not an experiment but has received universal 
approval for several years. Severest tests prove it is 
a screen cloth for all climates. 

We also manufacture “Golden Rod” Bronze and “Vul- 
can” Black Painted wire screen cloth to meet the require- 
ments of jobbers and dealers. 


and Prices or Write Us 


Sales 


JOHN M. HART COMPANY 


Old Colony Building 
HANOVER WIRE 


Manufacturers 


Chicago, Illinois 
CLOTH CoO. 


Hanover, Pa. 
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October Sales 


HARDWARE AGE 


Kncouraging— 


Collections Somewhat Slow 
Prices Fairly Uniform 


wholesale hardware trade reports decided improve- 


\ \ | ITH the month of October half gone, the New York 


ment over business done in the same period of 1924. 
October as a whole is expected to show a very encouraging 


sales volume. 


Retailers report that October has been much 


better than September and ahead of October 1924. City 
dealers have not found the improvement as rapid nor as 
marked as those who are located in the suburbs and in the 
smaller towns throughout New York State and northern 


New Jersey. 


Collections are not as good as they have been. 


Credit 


men do not anticipate a greater credit loss but do find more 
slow paying than was expected. 

The local market is very active in the preparation for 
holiday selling. Jobbers are finding a receptive market 
for carvers, pocket cutlery, electrical appliances, carpet 
sweepers, and many other hardware items suitable for gift 


sales. 


Prices generally are firm and are fairly uniform through- 


out the city. 





Local Axe Trade Fair; 
Up-State Demand Is Good 


Some axe business was placed early 
in September with deliveries slated for 
October. In many cases these ship- 
ments are being made. Up-State trade 
in this item is showing fairly good ac- 
tivity. The possibility of a general 
coal shortage has stimulated consider- 
able interest throughout Long Island 
and parts of Jersey where wood is 
available for kindling. Current sales 
in the New York hardware market are 
considered fair. Prices are firm and no 
changes are ex : 

JOBBERS’ QUOTATIONS TO. RE- 

TAILERS, F.O.B. YOR 


Axes, Long “ss ype Plan pl to 
3 Ib., $1.69 each; Connecticut pat- 
tern, 2% to 3% Ib., $1.70 each; 3 to 4 
Ib., $1.75 each, and 4 to 5 Ib., $1.81 
each. Columbia pattern, 3% to 4% 
Ib., $1.80 each; 4 to 5 Ib., $1.85 each, 
and 5% Ib., $1.95 each. Kentucky 
pattern, 3 to 4 Ib., $1.45 each; 4 to 5 
b., $1.58 each. 





Poultry Netting Declined 214 
Per Cent; Prices Soon 


As was announced last week, manu- 
facturers have made prices on poultry 
netting for next spring. These base 
prices show a decline of 2% per cent, 
according to information received at 
press time. Prices from jobbers to re- 
tailers in this market were not avail- 
able but should be published in next 
week’s issue. 


N. Y. Sled Interests Fair; 
Holiday Demand Expected 


Though there is only a fair interest 
being shown for sleds in the New York 








market,- the trade expects a satisfac- 
tory holiday demand to begin early in 
November. Sleds are always active for 
the Christmas gift season, and jobbers 
believe these will begin moving next 
month. Wholesale stocks appear to be 
ample, and prices are not expected to 
change this season. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. NEW YORK: 
Flexible Flyers, No. 1, No. 


$2.50; 
Se Bee No. 3, $4; No. 4, $4.33; No. 5, 
5.83; Junior Racer, $3.50; Racer, 


Firefly sleds, No. 9, $1.14; No, 10, 
$1.57; No. 11, $1.71; No. 12, $1. 94 and 
Firefly racers, $2.00 each NET. 





Jobbers Shipping Snow 
Goods; Futures Fairly Large 


Though there is no immediate use 
for snow goods in this part of the 
country, the retail trade on Long 
Island and in New Jersey show an in- 
clination to prepare now for the snow 
season. In past years unexpected snow 
storms have not only bankrupt local 
retail stocks, but have also delayed 
transportation facilities, causing a loss 
of business to the trade. Individual 
orders are not very heavy, but the 
total business being handled is con- 
sidered satisfactory. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.0O.B. NEW YORK: 


Long handled snow shovels, $4.50 
per doz.; American -steel, $9.35 per 
doz.; galvanized steel (2% x 16 in.), 
$11.40 per doz.; Menzie shovels, $10.80 
per doz. 

Snow pushers, 12 x 18 in., $12 per 
doz.; 12 x 24, $16.20 per doz. 

Street cleaners, 12 x 31, $33 per doz. 

Sidewalk scrapers, solid shank, 
steel blade, 7 x 4%, black finish, $4.20 
per doz.; sidewalk scrapers, 7 x 


half polished, black finish, $6 per doz. 
Reading matter continued on page 82 
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Brush Sales Fairly Good 
Outside Greater New York 


In the suburban towns adjacent to 
New York City there has been an ac- 
tive flurry of interest for various kinds 
of household brushes. The cold weather 
has stimulated a moderate demand for 
furnace cleaning brushes, and of course 
there is the regular trade on brushes 
for cleaning purposes about the house. 
Prices are very firm on this market, 
and stocks appear to be in good con- 
dition. 

JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.0O.B. NEW YORK: 

A discount of 33% per cent on the 
following household and personal use 
brushes, which are quoted here at 
list prices: 

Nail brushes, 85c. each; split 
duster, $1.25; cloth brush and skirt 
brush, $1.60; dust mop, $1.90; bath 
brush, medium, $1.95; large, $2.30; 
refrigerator brush, 30c.; percolator 
brush, 15c.; vegetable brush, 25c.; 
dish mop, 35c.; pan greaser, 30c.; 
dustpan and brush, $1; radiator 
brush, 55c.; bottle brush, 365c. 





Weatherstrip Most Active; 
Prices Are Holding 


All kinds of weatherstrip is in heavy 
demand throughout the New York 
wholesale hardware market. This has 
been a particularly good year for the 
sale of this material, and prices appar- 
ently have been very uniform through- 
out this market. Current quotations 
are also holding, and at the present 
time there is no fear of a_ stock 
shortage. 

JOBBERS’ QUOTATIONS nr RE- 

TAILERS, F.O.B. NEW YOR 

Wirf’s weatherstrip, packed " ft. 

to the reel, maroon, $27.50 per reel; 

white, $35 per reel. 

Nero weatherstrip, in 500 ft. reels; 
ee $21 per reel or $4.20 per 
Ss 

oe ee weatherstrip, in 100 ft. 
rolls; No. 0 and No. 1, 0 per roll; 

No. 1%, $2 .55 per roll, and No. 
; No. 4, $3. 60 per roll, 

and No. 7, $4.35 per roll. 

Metallic weatherstrip, in 100 ft. 
rolls; No. 38, $2.15 per roll; No. 39, 
oe 55 per roll, and No. 40, $2. 90 per 

oelt weatherstrip, in 100 ft. rolls; 

$2.75 
per roll, : 

Flexible weatherstrip, in 
rolls: No. 8, $1.90 per roll; No. 9, 
a9 per roll, and No. 10, $3. 05 per 
roll 





Ash Cans Selling Actively; 
Kindred Accessories in 
Demand 


There has been a very good sale on 
galvanized ash cans and kindred acces- 
sories such as ash can trucks and ro- 
tary ash sifters. Jobbers have shipped 
out large quantities and dealers report 
that sales are beginning to come in a 
very satisfactory way for all three 
items. Prices throughout the city are 
fairly uniform, and at the present time 
stocks appear adequate. 

JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. NEW YORK: 

Ash cans, galvanized, No. 0170, 
$2.20 each; No. 0180, $2.30 each; No. 
0190, $2.70 each; No. 0300, $1.65 each; 
No. 0400, $1.90 each and No. 0500, 
$2.10 each. 

Rotary ash sifters are being quoted 
at $1.95 each. 

Moore’s handy truck is being quoted 
at $2.25 and in lots of 3 or more, 
$2.10 each. 
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“Quality leaves 
its imprint” 


As With Slidetite 
So With All 


Where you see the R-W trademark, 
there’s finest quality and perfect 
performance. It represents ad- 
vanced and tested ideas that give 
utmost service and the economy of 
the best. Fire, house, barn, elevator 
doors bearing the R-W trademark 
leave nothing to be desired. Con- 
sult with our Engineering Depart- 
ment on your problems—it costs 
nothing. Our service is nation- 
wide—it’s yours to command. 





ichards-Wilcox Mf 


‘A Hanecer torany Door that Slides. 
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The Most Important Part 
of the Garage 


The doorway is the barometer of garage service. If the 
doors don’t operate easily and permit an’ unobstructed 
passage, they are out-of-date, unequal to modern demands 
and methods. 


Install Slidetite Garage Door Hardware and—the drive- 
way is always clear—the doors slide inside and fold back 
flat against the wall; operate easy, smooth and instant; 
close snug and weather-tight—stand unmoved by sharp- 
est winds in any position—danger and trouble free. Most 
practical for 2 to 10 doors in openings up to 30 feet wide. 


6 





AURORA, ILLINOIS, U.S.A. 


New York Boston Philadelphia Cleveland Cincinnati Indianapolis St.Louis New Orleans 


Chicago Minneapolis Kansas City Los Angeles SanFrancisco Omaha _ Seattle 


Detroit 


Montreal - RICHARDS-WILCOX CANADIAN CO.,LTD., LONDON,ONT, + Winnipeg 
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Wine Press Stocks Depleted; 
Replacements Unlikely 


New York wholesale stocks on wine 
and fruit presses are depleted in prac- 
tically all quarters. 
there will be any substantial replace- 
ments available this season. 
wholesale and retail trade have en- 
joyed a most satisfactory sales volume 
on presses. Prices were maintained 
very well throughout the season, and | 
it is generally believed that this may 
be listed as a profitable item with the 
trade. It is likely that carry-over stock 
will be negligible. 


JOBBERS’ QUOTATIONS i RE- 
TAILERS, F.O.B. NEW vow 

Press, No. 1, $6.70; No. 2, nent No. 
21% was No. 3, $12.75, and No. 4, 
$16.2 each. 

ieioom, with hinged tub, No. 2, 
$8.60; No. 2%, $11.15; No. 3, $14, and 
No. 4, $17.30 each. 

Poss crushers, aluminum teeth, $6 
each. 

Double roller, $10. 

Fruit presses, 2-qt., $2.95; 4-qt., 
$4.60; 6-qt., $6.25; 12-qt., $8.75. 


Sash Cord Advance Holding, 
N. Y. Jobbers Report 


Local jobbers report that the recent 
advance of 2c. per lb. on lower priced 
sash cord is being held in this market. 
There is a very active demand for all 
erades of cord, due very largely, it is 
believed, to the heavy building going on 
throughout the greater city and ad- 
jacent communities. Stocks are in 
very good condition, and the trade at 
large anticipate a continued good 
demand. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. NEW YORK: 

Sash Spot, No. 8 to 
No. 12, base: Phoenix, 
No. 8 to 12, 42%c. per Ib.; Aetna, 
No. 8 to No. 12, 36¢. per Ib. 

EXTRAS:>—No. 7 is lc. per Ib. 
and No. 6 is 3c. per lb. extra. 


Samson 
per Ib. 


cord, 
74e. 


extra 


Xmas Tree Stand Prices 


Offered in N. Y. Market | 


Metrpolitan jobbers have _ issued 
prices on Christmas tree stands. There 
has been an active demand for this 
item. Deliveries in most cases are 
scheduled for November. Prices will 


It is unlikely that | 





Both the | 


| 
| 








hold as given according to local dis- 


tributors. 
JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.0O.B. NEW YORK: 
(Christmas tree stands, Gem, $4 per 
dozen; Crown, No. 2, $7.86 per dozen: 
in box lots, $7.50 per dozen: Crown, 
No. 3, $13 per dozen, and in box lots, 
$12.50 per dozen. 


Cool Weather Helps Sales 
on Oil Heaters, etc. 


Continued cool weather has proved a | 


real stimulant for the sale of oil heat- 
ers in the New York wholesale market. 
In the suburban sections of New York 
heaters have been in very excellent de- 
mand by those who wish to take the 
chill off their homes without lighting a 
furnace. On Long Island beyond the 
gas supply belt, oil cook stoves have 
also been’ very active. Up-State and 
New Jersey orders for oil heaters have 
been particularly good. Prices are un- 
changed and local distributors do not 


| 
| 
| 
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expect any revision. Stocks are ap- 


parently satisfactory. 
JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.0.B. NEW YORK: 


PERFECTION— 
Sf ell aaa ee $17.50 
No. 73 3 De coset eeewne sous 22.50 
Dee, See @ DE a sens cdewnesecet ee 
Sk, See es Eo c caudaoceatene 4 39.50 
Perfection dealer’s discount, 30 and 


5 per cent on lots of 10 or more; on 
less than 10, 30 per cent. 
PURITAN (Improved Model)— 
Se £ fl eee $17.50 
Se BB a ee 22.50 
a, ee ee ED kceweseew ee esos 28.50 
Puritan discounts same as Perfec- 
tion. 
NESCO— 
oe Ve 2. ee ccc iceabuwe $9.50 
> oO eer rr 17.35 
eh, Cees GUO. 056 ces00e0n 22.50 
Ne. 273 S) Rs cv bi cesvcsee Gee 
ao, me © BURUOTR. c<occcccccocoe Ge 
No. 1102 hiwh shelf only........ , S20 
No. 1103 high shelf only........ 6.50 
No. 1104 high shelf only........ 8.00 
No. 1105 high shelf only........ 9.75 
Nesco dealer’s discount, 30 and 5 
per cent; in lots of 10 or more, 30 
and 5. 
Ovens 
PERFECTION— ¥ 
No. 211 1 burner plain door....$2.50 
No. 211G 1 burner glass door.... 2.70 
No. 121G 1 burner glass door. 4.90 
No. 122G 2 burners glass door.. 6.00 
No. 142G oo 0 60066 60 6 66 0.66 0 004 66 O68 6.15 
Dealer’s discount, on 10 or more, 
30 and 5 per cent; less than 10, 30 
per cent. 
PURITAN— 
No. 42G 2 burners glass door... a? 25 
Dealer’s discount, 10 or more 30 
and 5 per cent; less than 10, 30° per 
cent. 
NESCO— 
No. 05 1 burner solid door.....$2.10 
No. 5 1 burner glass door..... 2.25 
No. 010 1 burner solid door..... 4.15 
No. 101 burner glass door..... 4.40) 
No. 020 2 burners solid door.... 5.15 
No. 20 2 burners glass door.... 5.40 
No. 030 2 burners solid door.... 5.40 
No. 30 2 burners glass door.... 5.70 


Dealer’s discount, 30 and 5 per cent. 


Water Heaters 
I rayne rem are $415.00 


TecOCEne 2UO. GAs. ceveceeseeess 40.00 
Perrwonees 20. GEE secce de cocces 80.00 

Nesco discount, 30 and 5 -per cent. - 
Perfection discount, 30 and 5 per 


cent in lots of 10 or more; less than 


10, 30 per cent, 
Wicks, Etc. 
Perfection and Puritan, $4 doz., 
and $48 per gross. 
Discounts, same as on oil cook 
stoves, ovens and heaters. ' 


Stove Board Sales Good; 
Stocks Are Satisfactory 


October sales on stove board have 
been very good in the New York mar- 
ket. Prices are very firm, according 


_to reports, and stocks appear to be sat- 


| 
| 








isfactory for current local needs. 
JOBBERS’ QUOTATIONS TO RE. 

TAILERS, F.0O.B. NEW YORK: 
Stove boards (paper oy 24 x 24, 
$8.40 per doz.; 26 x & $9 
28 x 28, $10.05 per Mage 30 x 30, 


per a 32 x 32, $14.75 per doz.; 
35 xX $17. 40 per doz. , and 32 x 42, 
$19. 50° oe r doz. 


Scoops Are Selling Fast, 
Report N. Y. Trade 


Furnace scoops have been particu- 
larly active this year. Some factors in 
the local distribution market predict a 
banner year on this item. Prices are 
unchanged and are uniform throughout 
the city. Stocks appear to be adequate 
for local needs. 
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JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 


Furnace scoops, No. 2, hollow back, 
black steel blade, malleable ‘‘D’”’ han- 
dle, $5.04 per doz.; long handles, $4.80 
per doz.; furnace scoops, No. 2, riv- 
eted back, heavy black steel blade 
and wood “D’”’ handle, 84c. each; 
long handle, 8ic. each. 


Roller Skate Sales Fair with 
New York Trade 


Roller skates have been reasonably 
active ever since school opened in New 
York and surrounding cities. Prices 
have been very firm, and stocks appear 
to be in good healthy condition. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.0O.B. NEW YORK: 


Roller skates, Union No. 5, ball 
bearing, for boys, $1.42 per pair; 
same, No. 6, for girls, $1.52 per pair. 
No. 2 extension roller skates, for 
boys, 72c. per pair;-same for girls, 
No. 3, 78c. per pair. 


Active Demand Is Reported 
for Stove Pipe and Dampers 


The demand for stove pipe and stove 
pipe dampers has been very active in 
the New York market. A stretch of 
cool weather in the last ten days has 
increased the consumer demand for 
these items. Prices are unchanged 
and stocks appear adequate. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.O.B. NEW YORK: 

Stove pipe dampers, 4% and 5 in., 
$1.35 per doz.; 5% in., $1.50 per doz. ; 


6 in., $1.60 per doz.; 7 in., $2.25 pel 
doz., and 8 in., $2.60 per doz. These 
prices are NET. 


Ice Skates Are Selling for 
November Delivery 


Dealers are placing fairly good stock 
orders for ice skates in preparation for 
the winter and holiday selling season. 
There was a serious shortage on cer- 
tain kinds of ice skates the early part 
of this year, and it is believed that the 
retail trade will take steps to prevent 
a shortage for the coming season. 
Prices are not expected to change. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.O.B. NEW YORK: 

Ice skates, No. 1624, 84c. per pair; 


No. 162414, $1.19 per pair; No. 524%, 
$1.31 per pair; No. 424%, $1.69 per 
pair; No. 6624, $1.12 per pair; No. 
6624%, $1.44 per pair: No. 524%4L, 
$1.57 per pair; No. 424%L, $2 per 
pair. 

Extension bob ice skates, 45c. per 
pair. 


Cotton Gloves Very Active; 
Prices Are Firm 


Jobbers report a very active demand 
for cotton gloves in the several lead- 
ing styles. Prices are considered firm 
and stocks appear satisfactory. 

JOBBERS’ QUOTATIONS TO RE.- 

TAILERS, F.0.B. NEW YORK: 


Cotton gloves, 6 0Z., canvas, $1.40 
per doz. eet 9 oz. canvas, $2.04 per 
doz. pair; 8% oz. Jersey, $2.16 ner 
doz. pair; 8 oz. with leather palm, 
$3.84 per ‘doz. pair, and 8 oz. Gaunt- 
let type, $4.20 per doz. pair. 


Reading matter continued on page 84 
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as this Boe Invention 
Will Do for Your Sales 


HE Grebe “Colortone” will remove at once the objection 
of thousands to the purchase of a radio set. 


The listener may alter, to his taste, the quality of speech or 
music from high, thin pitch to deep, round tones with all the 
variations between. | nk 


As the Synchrophase makes reception independent of the 
‘loud speaker’s characteristics, you can sell, with this receiver, 
any good speaker with the assurance that it will give satis- 
factory results. 
The “Colortone” makes it ‘catia to suppress considerably 
the high pitch frequencies caused by heterodyne interference 
of one station with another and also to reduce, to a great 
degree, disturbances due to static. 
Grebe has thus removed some of the most serious obstacles to 
. the:development of your business. You ought to learn more 
about this remarkable invention. 


Write for full details 
A. H. Grebe & Co., Inc., Steinway Hall, 109 West 57th St., N. Y. 


Factory: Van Wyck Boulevard, Richmond Hill, N. Y. 
Western Branch: 443 So. San Pedro Street, Los Angeles, Cal. 


Thiscompanyowns andaperates 
stations WAHG and WBOQ; 
also mobile. and marine low- 
wave rebroadcasting stations. 


Sa OPS 


TRADE MARK REG. U.S. PAT. OF F. 
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Fall Lines Improving in N orthwest— 
Crop Outlook Indicates General Prosperity 


(Minneapolis office of HARDWARE AGE) 


HE consuming public in the territory tributary to the Twin 
Cities is rapidly turning to the fall and winter merchandise, 


as the cooler weather approaches. 


Dealers recognize this atti- 


tude, and are arranging and displaying their stocks accordingly. 
From week to week business shows some improvement in all lines, 
as the returns from the year’s crops continue to come in. Retailers 
are preparing for the best fall business since the war, and are con- 
fident that the public is at last in a position to buy what it needs 


to a greater extent than for several years. 


business for the jobber as well. 


This all means better 


Collections are improving also, and the old long standing indebted- 
ness is being cleared away more than at any time in the past four 


years. 


The markets are firm, with buying on the part of the dealers at 


a fair rate. 


ASH SIFTERS.—Sifters are beginning 
to sell in a retail way, as the furnaces 
are in operation now. Stocks are well 
filled and prices unchanged. 


We quote from 
f.o.b. Twin Cities: Wood square ash 
sifters at $2: metallic round, $4.25; 
and wood harrel at $6 per dozen, net. 


AXES.—Demand for axes shows im- 
provement with the coming of the 
wood season. and the planning for the 
annual logging operations. Stocks are 
in readiness for the call and prices are 
steady as last quoted. 
We 
f.o.b 


weight 
weight 


jobbers’ stocks, 


jobbers’ stocks, 
Twin Cities: Single bit base 
axes at $14.50, and double bit 
axes at $19.50 per dozen, 


quote from 


base 
net. 


BALE TIES.—Sales are showing im- 
provement, with stocks at a _ high 
point. Prices have not changed. 





We quote from jobbers’ stocks, 
fo.b. Twin Cities: Single loop bale 
ties, 94 x 14, $1.50; 9% x 15, $1.36; 
Wl, x 14, $1.53. 





BOLTS.—Call for bolts is fair, with 
stocks well filled. Prices show no 
changes. 

Wee quote from jobbers’ stocks, 
f.o.b. Twin Cities: Large and small 
carriage bolts at 50 per cent; large 
and small machine bolts at 50-10 per 
eent: stove bolts at 75 per cent, and 


lag screws at 60 per cent from stand- 

ard lists. 
BRADS.—Demand is still very good, 
with the large amount of finishing of 
buildings to be done in this territory. 
Stocks of brads are ample for the de- 
mand, and prices are unchanged. 

We 
f.o.b. 


25-lb. boxes at 
list. 


BUILDERS’ HARDWARE.—Call for 
builders’ hardware is very good. There 
is a large amount of building to be 
completed, and contractors are rush- 
ing this work to the point of inclosing 
the buildings before colder weather. 
Finishing work will continue for sev- 
eral weeks after this is done, and the 
hardware “trim” will be delivered over 
the remaining weeks of this year. 


stocks, 
brads in 
cent from 


jobbers’ 
Wire 
per 


from 
(ities: 
70-10 


quote 
Twin 





COAL HODS.—Sales for this season 
have started, though not very heavy as 
yet. Stocks are full and prices steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Japanned open 17 
in. coal hods at $3.60; 18 in. at $4.15; 
japanned funnel hods, 17 in., $4.50; 
18 in., $5.15; galvanized open, 17 in., 
$5: 18 in., $5.50; galvanized funnel, 
17 in., $6.45, and 18 in., $7 per dozen, 
net, 


DAMPERS.—Sales are fair, with stocks 


full for the demand. Prices are un- 
changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast iron, wood 


handle dampers, 6 in., $1.40, and cast 
iron, coil handle, 6 in., $1.20 per doz., 
net. 


EAVES TROUGH, CONDUCTOR PIPE 
AND ELBOWS.—Call for this class of 
material is still very good with the 
amount of finishing of homes and other 
buildings being done. Stocks are ample 
for the call and prices steady. 


We quote from jobbers’ #tocks, 
f.o.b. Twin Cities: Slip joint, 28 ga. 
5 in. single bead eaves trough at 


$6.05 per 100 ft.; 29 ga., $5.50 per 100 
ft.: 28 ga., 3 in. conductor pipe at 
$5.40 per 100 ft.: 3 in. elbows, $1.73 
per dozen, net. 


FIELD FENCE.—Sales show some im- 
provement during the past few weeks. 
Fall operations in this line are pro- 
gressing rapidly, and demand is im- 
proved accordingly. Prices are un- 
changed. 

We quote from jobbers’ stocks, 


f.o.b. Twin Cities: 26-in. L type field 
fence at $22.68 per 100 rods, net. 


FILES.—Demand is good, with stocks 
well assorted and well filled. Prices 
have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade files 
at 50 per cent, and second grade files 
at 60 per cent from list. 


GALVANIZED WARE.—Sales_ are 
showing improvement in this line for 
some items. Stocks are heavy enough 
for the demand and prices steady and 


firm. 
We quote from jobbers’ stocks, 
Standard No. 1 
$8 ; 


f.o.b. Twin Cities: 
galvanized tubs at $7.25; No. 2, 
No. 3, $9.20; heavy tubs, No. 1, 


$12.30; No. 2, 
standard 10-qt. pails, 
$3; 14-qt., $3.35; stock pails, 16-qt., 
$5, and 18-qt., $5.50 per dozen, net. 


GLASS AND PUTTY.—Sales show a 
steady advance with the coming of 
colder weather. The home owner and 
the landlord are preparing their prop- 
erties for the winter, and storm sash 
are being repaired. Stocks are heavy, 
with prices steady and strong as quoted. 

PP te 

single 


$13.50; No. 3, $14.70; 


$2.65; 12-qt., 


quote from 
Twin Cities: Minn. 
Strength glass, 83 per 
double strength, 8&5 per cent. 
strictly pure putty in 50-lb. 
at $4.85 cwt., net. 
HAMMERS AND HATCHETS.—Sales 
are still very good in the small tool 
line. Stocks are ample for the call and 
prices unchanged. 
We quote from 
f.o.b. Twin Cities: 
carpenter’s hammers at $12.60: 
Plumb No. HFS81, $10.50; Plumb 
2 broad hatchets, $14.45; No. 2 shing- 


jobbers’ stocks, 
prices, 
cent: 

and 
drums 


jobbers’ 


stocks, 
Mavdole, 


No. 11% 


ling, $11.20, and No. 2 claw, $12.50 
per dozen, net. 
LANTERNS.—Demand for lanterns 


has increased steadily with the short- 
ening of the daylight hours. Stocks 
are well filled and prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Long or. short 
globe tubular lanterns, $13 per dozen. 
net. 


NAILS.—Sales are stiil good, though 
not so heavy as a few weeks ago. 
Stocks are ample for the demand and 
prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails at $3.25 keg, base, and cement 


coated wire nails at $2.40 keg, base. 
OIL HEATERS.—tThe sudden turn in 
temperature has greatly improved the 
sale of oil heaters. Stocks are being 
drawn on heavily and prices are steady 
and firm. 


We quote from _ jobbers’ stocks, 
f.o.b. Twin Cities: No. 12 oil heaters, 


japanned polished 
and No. 016, 
$5.32 each, net. 


OIL STOVES, OVENS AND WATER 
HEATERS.—A year ’round market is 
being established for this class of mer- 
chandise. Homes are being equipped 
with furnaces or other adequate heat- 
ing plants, in the smaller towns and 
on the farms, and better methods of 
cooking and of heating water are in 


steel, 
nickel 


$3.66 
polished 


each, 
steel, 


demand. This class of equipment is. 
the answer. 
Prices to retailers  f.o.b. Twin 
Cities: 
Oil Cook Stoves 
PERFECTION— 
DUO. Be B DORMOTH .ncccccccccce $17.50 
No. 73 3 burmers .............. 22.50 
No. 74 4 burners .............. 28.50 
INO. FO & DEFMOTH .cccccccceccee 20.58 


Perfection dealer's discount, 30 and 
5 per cent on lots of 10 or more: on 
less than 10, 30 per cent. 
ey (Improved Model)— 

No. 


/ Sk ae $17.50 
No. 43 3 burmers .......cccccce 22.50 
2 eT ee ee 28.50 


Puritan discounts same as Perfec- 
tion. 


Reading matter continued on page 86 
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Pick the right lamp 











Eveready Automobile Lamp 
Display and Stock Cabinet 
No. 1723 


Get this counter cabinet. Upper sec- 
tion displays 100 assorted lamps. 
Lower compartment stocks 120 
lamps in cartons. The most com- 
pact, protected manner of both 
stocking and displaying lamps. 
Salesman and stock clerk in one. 
Write us for full information. 


It’s easy to select the right lamp for every car that comes 
into your shop. First get the Eveready-Mazda Auto- 
mobile Lamp Cabinet, which is a display and stock 
cabinet in one. Fill it with Eveready-Mazda Automo- 
bile Lamps. A convenient chart lists the right type of 
lamp for each car, enabling you to quickly select the 
right lamp for any given make of automobile. Motorists 
appreciate such service, and it means more and profit- 
able sales for you. | 


NATIONAL CARBON CO., Inc., New York—San Francisca 


Atlanta Chjseen Datta Pittsburgh Kansas City 


Canadian National Carbon Co., Limited, Toronto, Ontario 


EVEREADY 


MAZDA 
AUTOMOBILE LAMPS 
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NESCO— 
a ee ey § s6ekeneeséeuee $9.50 
i i a . . veces esesuess 17.35 
a, Dee © BEIOED ccccceccoecsesee 
Dee, Bee G BUTMOTE cccccccccccce cee 
, mee © NON coc66s+60066 00 
No. 1102 high shelf only ........ 5.25 
No. 1103 high shelf only ........ 6.50 
No. 1104 high shelf only ........ 8.00 
No. 1105 high shelf only ........ 9.75 

Nesco dealer’s discount, 30 and 5 
per cent, 

Ovens 
PERFECTION— 

o. 211 1 burner plain door... .$2.50 
No. s11G 1 burner glass door.... 2.75 
No. 121G 1 burner glass door.... 4.90 
No. 122 G 2 burners glass door... 6.00 
—. Ce secngeuweeenesens ees net 6.15 

Dealer's discount, on 10 or more, 
30 and 5 per cent; less than 10, 30 
per cent. 

PURITAN— ae 
No. 42G, 2 burners glass door...$5.25 

Dealer’s discount, 10 or more, 30 
and 5 per cent; less than 1, 50 per 
cent. 

* ng | 
- ~ 05 1 burner solid door...... $2.10 
No. 1 burner glass door...... 2.25 
No. 010 1 burner solid door...... 4.15 
No. 10 1 burner glass door...... 4.40 
No. 020 2 burners solid door..... 5.15 
No. 20 2 burners glass door.... 5.40 
No. 030 2 burners solid door..... ».40 
No. 30 2 burners glass door..... | 5.70 

Dealer’s discount, 30 and 5 per 

cent. 

Water Heaters 
IORI ncn 0066600560 0600060 00064 $45.00 
Perfection No. 412 .ccccccccsecs 40.00 
Perfection No. 421 c.cccessecece 80.00 

Nesco discount, 30 and 5 per cent; 
Perfection discount, 30 and 5 per 
cent in lots of 10 or more; less than 
10, 30 per cent. 

Wicks, Etc. 

PockWweave wicks, 25c. each. 


Perfection and Puritan, $4 per doz. 


and $48 per gross. 
fDbiscounts same as on 
ovens and heaters. 


oil cook 

stocks, 
PAINTS AND WHITE LEAD.—Paint- 
ing work is being rushed to comple- 
tion as to the exterior of buildings. 
Paint and paint materials are selling 
very well, and will continue to do so 
until actual cold weather. Stocks are 
fairly good, with prices firm as quoted. 

We quote jobbers’ stocks, 
f.o.b. Twin Cities: Best grade house 
paints at $2.80 per gallon in 1-gallon 
cans, and white lead in 100-lb. kegs 
at $13.83 per cwt., net. 

PAPER.—Building paper is still sell- 
ing at a good rate, with stocks well 
filled. Prices show no changes. 

We stocks, 
f.o.b. Cities: Red rosin build- 
ing 20, 25 and 30 Ib. rolls 
at and tarred felt at $3.35 
cwt.. 

PYREX OVENWARE. 
creasing for this class of utensil. 


from 


quote from jobbers’ 

Twin 
cr in 
>» cwt. > 


me t. 
Demand is in- 
With 





class 


the cooler weather baking and roast- | 


ing is more popular at home. 
are well filled and prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 113 casse- 
roles at $1.17; No. 197 casseroles, 
$1.17 No. 202 pie plates, 5%ec.:; No 
910 pie plates, 67¢c.: No. 212 bread 
pans, 60c.; No. 231 utility pans, 67c.; 


Stocks | 


HARDWARE AGE 


No. 12 tea pots, $1.67; No. 24 tea pots, 
$2, and No. 36 tea pots, $2.33 each, 
net. 


| REGISTERS.—Demand for registers is 
stocks well filled. Prices 


good, with 
are unchanged. 


We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Cast iron regis- 
ters at 20 per cent and steel registers 
at 40 per cent from lists. 

ROPE.—Demand is_ very good, with 
stocks well filled and _ prices’ un- 
changed. 

We quote from _ jobbers’ stocks, 
f.o.b. Twin Cities: Best grade maniia 
rope at 26%c. Ib., base, and best 
grade sisal rope at 19%c. Ib., base. 


SASH CORD AND WEIGHTS.—With 
finishing of construction work, 
sash cord and weights are in demand. 
Stocks are well filled and prices steady 


the 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade sash 
cord, 78\4c. Ilb.; second grade, 45c.: 


cast iron sash weights at $2.10 cwt.. 
net. 


SCREWS—Sales are fair, with stocks 


well filled. Prices show no changes. 


We quote from jobbers’ stocks. 
f.o.b. Twin Cities: | Mee head’ bright 
wood screws, 75-2 a cent; flat 
head japanned, “65-2 per cent; 
round head blued 70- 25 per cent: 
flat head brass, 70-25 per cent, and 
round head brass, 70-20 per cent 


from lists. 


{ 


| Steady 


_ i ts tty 


SIDEWALK SCRAPERS.—Dealers are | 
well prepared for the first sales of this | 


of merchandise. Prices 
steady on the opening quotation. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Kohler’s'_ side- 
walk scrapers at $5 per dozen, net. 
SK ATES.—Dealers 
ward, in some 
stocks of ice skates. 
lent sales 
gage, 
go even farther 
skates. 
We quote 


in good sales 


from jobbers’ stocks, 
f.o.b. Twin Cities: Sterling half hock- 
ey shoes and skates, $4 pair: North 
Star aluminum finish tube skates and 
nickel finish, $8.25 


shoes, $7.25 pair; 
pair; Nestor Johnson Flyer skates 
and shoes, aluminum finish, $5.50 


pair, and nickel finish, $6.50 pair. 


NOW SHOVELS.—Stocks are all in 
snow. 
Dealers are not yet displaying snow 
but initial stocks are in their 


readiness for the first fall of 


shovels, 


hands. 
We quote from jobbers’ 
Twin Cities: Wood snow 
$19; steel blade, straight han- 
dle, $4.50: galvanized steel blade, D 
handle, 15% x 17, $10.80, and 16 x 
, $11.50 per dozen, net. 


sacaieiiilctiememae is still fair, 
stocks in good condition. 


Prices are as last quoted. 
stocks, 
shov- 


/ not changed. 


from jobbers’ stocks, 
f.o.b. Twin Cities: Warranted half 
and half solder at 41e. lb., and strict- 
lv half and half solder at 40c. Ib., 
net, 


We quote 


have ordered for- 
instances, their initial 
With the excel- 
year of last season as a 


it is believed that this year will 
for 


with 
Prices have | 


are - 


eee 


aa eee 
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STEEL SHEETS.—Work in progress is 
absorbing a fair amount of stock, but 
as far as building is concerned sales 
will probably decrease for a_ time. 
Stocks are well filled and prices un- 


changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black _ steel 
sheets at $4.25 cwt., base, and gal- 
vanized steel sheets at $5. so cwt., 
base. 


STEEL TRAPS.—Dealers have their 
stocks on hand, ready for the opening 
of the trapping season. Prices have 
not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Victo, No. 0 
traps at $1. 10; No. a $1.38; No. 114, 
$2.44; No. 2, $3.36. Oneida jump 
traps, No. 0, $1.59; No. 1, $1.83: No. 
1%, $2.81 per dozen, net. 


STOVE BOARDS.—Sales are showing 
improvement as the heating 
stove season is here. Stocks are well 
filled and prices steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Crystallized stove 
beards, 28 x 28, $16.95; 30 x 30, $19.70; 

36 xX 36, $27.45 per dozen, net. 
STOVE PIPE AND ELBOWS.—There 
is a very good market with the con- 
sumer for this type of merchandise. 
Stocks are heavy for the demand and 
prices unchanged. 


We quote from jobbers’ 
f.o.b. Twin Cities: Uniform, 
28 ga., 6 in. knocked down 
pipe at $14.75 per 100 Iengths; com- 
mon iron corrugated elbows, 6 in., 
$1.30, and adjustable charcoal iron, 6 
in. elbows at $2.05 per dozen, net. 


STOVE SHOVELS.—Retail sales are 
just starting, with stocks heavy for the 
start of the cold weather. Prices show 
no changes. 
We quote 


stocks, 
blued, 
stove 


from jobbers’ stocks, 


f.o.b. Twin Cities: Japanned 14% in. 
stove shovels, 50c.; Jumbo, 211% in., 
$1.55; Jumbo, Jr., 14 in., 85ce. per 
dozen, net. 
WHEELBARROWS.—Sales are good 


with the home owner, and still fair 
with the contractor. Dealers are re- 
ducing their stocks for the close of the 
year. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Fully bolted bar- 


rel type tray wheelbarrows at $26. HO 
doz.; No. 2 tubular barrows at $7. 
each, and No. 1 garden barrows 
$6.25 each, net. 


WIRE.—There is a very good demand 


at 


for fence wire and stocks are well filled 


in anticipation of good sales for the 
rest of the fall. Prices show no 
changes. 


We quote 
f.o.b. Twin Cities: 
at $3.01 per 80 rod spool: 


from jobbers’ stocks, 
Painted cattle wire 
painted hog 


wire at $3.22 per 80 rod spool: gal- 
vanized cattle wire at $3.21 per 8&0 
rod spool; galvanized hoe wire at 
$3.43 per 80 rod spool: smooth black 
wire No. 9, $3.25 ewt., and galvan- 
ized smooth wire No. 9, $3.70 cwt.. 
net, 








A Thought for Today 


If you fail to let the boss know what articles you have calls for that are not in stock, how is he 


» know what things he ought to buy that he has not been buying? 
ae in contact with the customers and know what they ask for and how much interest they show in 


merchandise you do not have. 


You fellows are the ones who 








Reading matter continued on page 89 

















October 15, 1925 HARDWARE AGE 8 


arage 
Hardware 


For more than sixteen years we have spe- 
cialized in the manufacture of Garage 
Hardware. 





We have studied the garage owners’ prob- 
lems from every angle and built accord- 





Inside View, showing doors open. Note the convenient thira 


» laa allows access to garage without disturbing sliding ingly—built to please. 
Your customers will thank you for telling them about Owners say: “This is the easiest working garage door 
a ae Door — and other —g — set on the market.” A slight push opens the doors—a 
ieaet eaiee ps oe le tga a se See slight pull closes them perfectly. No binding—no 

7 friction. One door is so hung it can be opened without 

— Pe gy Door — shown "No. 8 o _ It gh oe disturbing the other two doors. Many other features. 
every respect as our No. set, excep a . “TD; 

our finest Latch, the No. 27 is supplied, instead of the memnenener the National policy is a Direct to the 

No. 29, (a lower priced Latch), furnished with set No. Dealer” service which gives you a greater profit than 
805. This set is having a remarkable sale and the cost when goods are “Relayed” through jobbers. 


makes it the most reasonable price set ever offered, 


quality considered. Send for Complete Catalog. 


National Mfg. Company 


- Sterling Illinois 








ko OMY, eee te 





Section of Swivel 
Hanger furnished as part 
of equipment. Adjustable 
feature prevents sagging 


No. 27 Garage Latch. 





doors. Can be raised or Also furnished as part 
lowered to take care ot Another Inside View-—Doors Closed. Clearly showing Ad- of combination. Rever 
change in flooring. justable Hangers. This feature prevents sagging doors as sible for right or Ileft- 

hanger can be adjusted in case of swelling or raising ot hand door. Supplied in 


cement floors. all popular finishes 


Natiena 
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OVER TWENTY MILLION CONSUMERS ARE 
READING ABOUT LA CROSS 








A quick turnover means more 
business and more prof its 
for you 


You know that you’re going to sell La Cross Mani- 
cure Sets. You just can’t help it, for they almost 
sell themselves. They’re the neatest, niftiest, 
quickest-selling line in the whole field today. 


No wonder! Each set is a little masterpiece in 
itself. The designs are handsome and distinctive. 
Each set comes in a beaytifully lined leather case. 
The workmanship and materials are of the highest. 
There is a set to meet the desires of every cus- 
tomer and a price to meet every purse. 


We have grouped these sets in two assortments. 
One costs $42.45 for 14 sets. The other costs $15.85 
for 8 sets. Either makes the handsomest, most 
profitable manicure set assortment you ever had in 
your store. Be sure to order one of them today. 
Fill out the coupon below and join the ranks of 
money-making dealers who handle the La Cross line. 


SCHNEFEL BROTHERS NEWARK, N. J. 
New York Showrooms 
1270 Broadway at 33rd Street 


La Cross 


NAIL FILES 


TWEEZERS SCISSORS NIPPERS 
MANICURE SETS 





Please send me Assortment No. 


Jobber’s Name 


yp Wet teense eee ee, 


Please send me Assortment No. 14 of 14 sets, $42.45. 
8 of 8&8 sets, $15.85. 


Se See SS SS SS SS SSS SSS SSS SSS eee eee ee 
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GENUINE CARVERS 
STAG OF 
HANDLES OUALITY 





oe ee 
be ay ; : - rr me aameend , otal 
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Genuine Stag Handles, finished in natural 


colors and selected according to size, color 
and shape. Every set or pair perfectly 
matched. 


The Ontario Knife Co. 


FRANKLINVILLE, N. Y. 
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THE PACKAGE ATTRACTS 


(It Saves Your Time) 
Full line STAINLESS Paring Knives 


GENEVA CUTLERY CORPORATION 


Geneva, N. Y. 
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There is no suggestion of crowding in this attractive cutlery disp!ay of Fiske-Lumsden Hdw. Co., Boulder, Colo. 


Avewatione of a Cilley Julesminm 


Grades of Cutlery 


By JOHN CASSIN—A Man Who Knows 


grades of wearing apparel, motor cars, 

leather goods and other commodities. Com- 
paratively few people appear to know there are 
grades of cutlery. 

The best grades, which includes quality of 
workmanship as well as of materials. The 
medium grade which, while usually made of the 
best of materials, lacks the careful skilled work- 
manship that is required to permit of being in- 
cluded with the best. A lower than the medium 
grade that is often made of good materials, but 
skinned in size, finish and the details essential 
to allow the finished article to be correctly pat- 
terned. In this grade one finds the bastard pat- 
terns that are difficult for either dealer or the 
public to classify or put a value upon. These are 
the ““made at a price goods”; the goods that snare 
and fool many buyers—they might be termed 
the “Snake Grade.” Then follows the poorly 
made goods for which no one not even their 
makers make any serious claims. One might sum- 
marize by grading cutlery this way: 


(1) THE BEST GRADE 
(2) THE MEDIUM GRADE 
(3) THE POOR GRADE 
(4) TRASH 


To be accurate it would be necessary to break 
each of these grades into particles or subdivisions. 
But as there seems to be such a general lack of 
knowledge about grades of cutlery perhaps the 
easiest way to permit of a better understanding 
of cutlery will be to simplify the question at least 
for the present by being content to publicly deal 


HY grace one knows -there are numerous 


with but the aforementioned four grades of cut- 
lery, allowing the finer grading or class distinc- 
tion to be made by each individual wholesale and 
retail dealer 

The public has had little opportunity to become 
acquainted with the several grades of cutlery. Be- 
cause of the nature of the goods, public knowledge 
about cutlery must be obtained through their 
medium of supply, which in most instances should 
be the retail hardware merchants. Where re- 
tailers know little about the cutlery they are 
handling they cannot impart much information 
to the public they are seeking to serve. 

All of us who are interested in advancing the 
best interests of American made cutlery know 
that there is almost a general under-appreciation 
and under-valuation of the better makes of Amer- 
ican made cutlery. While there is a slow yet 
steadily growing better understanding of cutlery 
—TI believe cutlery as an important line of mer- 
chandise will really start to come into its own 
when we find the way to easily permit wholesale 
and retail dealers to acknowledge and make 
distinct and clear to their public the several! 
grades of cutlery. 

There are still some buyers and sellers who are 
inclined to look upon pocket knives, shears, house- 
hold cutlery and other items as merely articles 
of cutlery and seek to obtain from the manufac- 
turers of the poorer grades of cutlery, patterns 
that in appearance duplicate or seem similar to 
the product of the manufacturers of the best 
grade of cutlery. 

Where or while there exists a lack of public 
and dealer knowledge about any line of merchan- 
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dise there cannot grow or develop a strong enough 
demand for quality to influence the character of 
output of many manufacturers. Perhaps it is 
because of this general absence of knowledge and 
demand for quality that we find here and there 
distributors and retailers enjoying a cutlery busi- 
ness (with good quality cutlery) that compari- 
tively seems unusually large and makes us 
wonder when there will be a more general awak- 
ening to the fact that there is in almost every 
community a big market for good quality cutlery. 

Supplying the trade with sufficient informa- 
tion to permit of the public eventually accepting 
and understanding there are grades of cutlery, 
while a slow, difficult process, is probably the 
only method available. With dealer and public 
acceptance of cutlery by grades there will come 
an enormous increased demand for the best ob- 
tainable. 

While I would not be willing to say the public 
has been cheated, yet it is nevertheless a fact 
that a large part of the public has purchased 
unsatisfactory cutlery—dissatisfaction means the 
lack of confidence that retards sales. There are 
many owners of unsatisfactory household knives, 
shears, razors, pocket knives and other cutlery 
items who would gladly replace these articles 
if they only knew where to obtain the best. 

At the risk of tiring reiteration I wish to 
as strongly as possibly say—As distributors and 
retailers know about and accept the proper grad- 
ing of cutlery and resell it as other lines of graded 
merchandise is sold—there will be a tremendous 
increased demand for the best of cutlery. Of 
course, there will always be a market for the 
medium and poorer grades, but one of the prin- 
cipal reasons so much poorly made cutlery has 
been sold or perhaps I should say the reason why 
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more good cutlery has not been sold is because the 
issue of qualities and grades is clouded. 

I doubt if many retailers know that several 
American manufacturers are making better 
knives than are made by foreign manufacturers— 
yet the lack of general or public knowledge about 
these knives and the prestige accorded the foreign 
manufacturer permit the foreign made knives to 
retail for from two to three times as much as are 
asked for the American made knives. 

There are many good reasons for American 
manufacturers making better knives than are 
made in other countries. Our working and liv- 
ing conditions are better—our workmen with 
shorter working days earn much more money as 
well as enjoying educational, social, recreational 
and other advantages not within the sphere of 
life of foreign workers. 

The reference to the best of foreign made knives 
is pertinent only as an illustration of the value of 
quality grading. After years of painstaking ef- 
fort, all the time producing good quality knives 
a few foreign manufacturers have attained a 
prestige that no one will deny they have earned 
—nevertheless I believe any one interested enough 
to take time to make accurate comparisons can 
easily find proof that Amertcan knife manufac- 
turers are making knives of equal quality of ma- 
terials and putting into those knives more and 
better workmanship than is obtained in the for- 
eign made knives. 

Throughout the trade—from manufacturers to 
retailers there is a growing acceptance of the be- 
lief that the very life of the cutlery business is 
every day becoming more and more dependent 
upon a better public and dealer knowledge of cut- 


lery values. 


More Practical Knowledge 
of Cutlery Needed 


LLEW S. SOULE, 
Editor, HARDWARE AGE, 

DEAR SIR—As a cutler, born in the business, a 
son and grandson of cutlers, one who served an 
apprenticeship, including repair work of table 
cutlery, pocket cutlery, scissors, razors, etc., as a 
cutlery salesman and as one interested in the cut- 
lery business, I wish to congratulate the HARD- 
WARE AGE on the splendid efforts it is making to 
educate the present-day sellers of cutlery and im- 
part to them the necessary knowledge through 
the very excellent articles by John Cassin. 

Inasmuch as the purely cutlery store, except 
with a few isolated cases in large cities, perhaps, 
no longer exists as they did 35 to 50 years ago 
and the sale of cutlery is now part of the hard- 
ware business—no doubt the most suitable and 
logical place for it to be—it is very essential that 
salesmen and sales clerks (who unfortunately are 


in many cases no more than order clerks) should 
have a really practical knowledge concerning the 
goods they are selling. 

We know that many goods and articles are sold 
through advertisements in local papers, maga- 
zines, periodicals from coast to coast, and many 
people go into stores and ask for a specific adver- 
tised brand or make. There are many good 
brands not widely advertised every bit as good as 
the advertised ones, and in some instances better, 
and to the expert cutler it is a hard job to per- 
suade the prospective purchaser how much more 
difficult it is for one who does not know. The re- 
tailer must have the confidence of his customer, 
and in order to do this he must have more than a 
superficial knowledge of the goods for sale. 

On many occasions men have handed me their 
jack knife or pocket knife, complaining that the 
edge will not “stand’’—that it is “too hard” or 


Reading matter continued on page 92 
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THE BURNS 
BREAD KNIFE 


“CUTS LIKE WILDFIRE” 


Patented 8-23-21 


a 












The serrated edge cuts with each motion of 
the hand, producing a clean cut without 


tearing the bread or making crumbs. It is 
: 
x 





not in a class with ordinary cheap bread 
knives, but an article of merit that you will 
appreciate. The serrated edge will last for 
years and can be resharpened by rubbing 
the smocth side of the blade on a whet- 
stone. 





Hyco Brand Cutlery 


Hyco Brand Kitchen Cutlery—a complete line that 
covers practically every kitchen need—is the direct 
result of years spent in studying household require- 
ments by cutlery experts. The same high degree of 
quality and workmanship that since 1875 has made 
Hyde Cutlery the accepted standard by the leather 
and rubber industries is maintaned in the manufac- 
ture of this line. 


“It cuts a slice 
that’s twice as nice”’ 


The Burns Bread Knives are made of high 
grade Carbon Steel, also Stainless Steel, 
hand ground and highly polished. The 
handles are made of Cocobolo wood, which 
is also hand finished and polished, and 


fastened to the steel with three brass rivets. 
Send for mformation about our inter- 


esting and attractive proposition. 


HYDE MANUFACTURING COMPANY 
SOUTHBRIDGE, MASS., U. S. A. 


Please write us for catalogue and prices. 


KIX MAKKAH eM IO ER OMY 
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No razor ofters such shaving satis- 
faction as the Gillette. 


No sales plan offers such complete 
co-operation as the Gillette Guaran- 


teed Sales Plan “WT” 


Send a postcard for all 


details of “Plan WT.” 


© ) 

SAFETY Gillette Safety Razor Co. 

f et oo ate U. S.A. 
RAZOR 
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“too soft.” In pretty well every case the trouble 
is that the blade has been improperly honed, or 
used for some purpose quite unsuited to the way 
the blade had been ground. There have been car- 
penters come to me with such complaints, very 
indignant when told that the blade was not prop- 
erly honed, declaring that they had been sharpen- 
ing tools, etc., for Goodness only knows how long. 
Then I have honed the blades in front of them 
and let them cut at and carve a piece of hickory 
or other really hard wood, the edge standing per- 
fectly. This has happened with kinds of brands 
other than those stocked and purchased at an- 
other store. At the time no sale was made, but I 
do not consider a sale was lost, for invariably 
they come back later and buy knives for them- 
selves or others. They also tell their friends that 
the man in the cutlery department knows his 
business. 

The same applies to shears, scissors, razors, 
etc. A razor may be brought in to be honed. 
Now, there are times when a razor—like a chisel, 
plane iron or carving knife—has been frequently 
honed and becomes too thick, requires grinding— 
this should be pointed out and explained to the 
customer. Just the same with scissors brought 
to be sharpened—some require only restriking, 
the screw or rivet adjusted, etc., while others re- 
quire a lot more attention and grinding, blades 
thinned, and where the screw has been “bashed”’ 
on upside and underside, drilled out and new 
screw or rivet fitted. 
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There are many pamphlets and booklets on how 
to hone a pocket knife blade, razor, or “steel” a 
carving knife, etc., but none of these are as good 
as a practical demonstration. It is like trying to 
work out a proposition in Euclid or geometry 
from the book, or learning the piano or violin 
from a correspondence course. How much more 
can be got from the master hand and exponent of 
the technique. On many occasions a knife sharp- 
ener, hone or steel has been sold in addition to a 
pair of carvers, butcher knife, pocket knife, etc., 
by “touching up” the blade in front of the cus- 
tomer. 

Perhaps I should not touch on the repair part 
of the business, as it is the matter of sales that 
seem to be the chief consideration, but in order 
to accomplish sales the seller should be well versed 
in all parts of his busines—and I for one am al- 
ways willing and glad to show anyone the best 
way to look after their knives, scissors, razors, etc. 

Now, Mr. Soule, I have written the foregoing 
and it is for you to do what you like with it. It 
is not my intention to “butt in” on Mr. John 
Cassin, but I do realize that the cutlery trade does 
require a few more people behind the counters to 
know more of the practical side of the business. 

With very kind regards and very best wishes, 
I remain, 

Yours very truly, 

ARTHUR MORTON, 

Boston, Mass. 


(Signed) 








Eliminating Automaton Salesmanship 


FFICIALS in penal institutions will tell you that one of the greatest degradations a man under- 
goes when he enters prison is to be given a number and to be deprived of his real name. 


Here- 


tofore railroads have always known their freight trains by numbers. Recently the Pennsylvania 
Railroad instituted the plan of giving its freight trains names, just the same as it long has to its best 


crack passenger trains. 


for regularity and dependability hitherto considered impossible. 


The result has been that Pennsylvania freight trains have since made records 


The names for the trains have given 


the workers on them new ideas of responsibility and pridt in their work. 

When it comes to over-the-counter selling, it may save on pencils and a little on time if the sales- 
person indicates his or her identity on the sales-slip with a number instead of by his or her real name. 
But, the small savings in these two directions are far more than outweighed by the failure of this num- 
bering plan to establish a real basis for continuous service upon the part of one human being to an- 


other. 


The numbering plan may seem like efficiency, but it really makes automatons of sales-people. 
To be afraid to allow a personal relationship to spring up and develop between one’s sales-people 
and one’s customers is merchandising of the most short-sighted type. 
provided with large size buttons which indicate their names. 


In many stores today clerks are 
In other stores, as for instance the twelve 


thousand Atlantic & Pacific Tea Company stores, the names of the manager and the clerks on duty are 
shown on neat little signs in back of the counter, where the customer can easily see them. But, if these 
or other similar plans seem too obtrusive, at least the plan of having the sales-person sign the sales 
slip should not be overlooked; and the automaton plan of indicating sales-person’s identity on sales slips 
with numbers should be relegated to the merchandising methods of two generations ago. 
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ROTATING COOKIE CUTTER 


The detachable, separate 
blades are so hung trom the 
handle that they slide into 
place as cutter turns, giving 
it such quick action it is a 
pleasure to use it, 

Ilousewives use it and 
delightedly recommend it 
and buy it for gifts to others. 
. Leading stores are having 
increased sales. 














BLADES DETACHED 
Order a sample dozen from vour jobber 
or direct from this company 


AMERICAN CUTTER COMPANY If you want to know 


49 Oneida St. Milwaukee, Wis. 





how good a knife can be, put a KA-BAR butcher knife 
in your kitchen. The user will soon tell you in no 
indefinite terms. And you, a Hardware man, will say 
you didn’t suppose there could be so much difference in 























SCISSO RS knives. 
mon \Cme BARR and SHEA R S Another way to know KA-BAR quality is to ask your 
oR grinder. He knows. 
amous sinc ‘a 
e 1874 Mr. Burk : The Burk Cutlery Company 
(Grinders)—Van Buren St., Chicago, says: 
pe IE pe of — Ba “KA-BAR Butcher Knives are the only real 
oe ° good knives I have seen in many years.” 
DEPENDABLE 
The largest production in the world. of KA-BAR Butcher Knives are just as fine as KA-BAR 
this line guarantees prompt order filling. razors, whose quality has made them the leaders in sales 


rr ee Pe SS ae to barbers. The first American make to excell the 
LINE is offered, a huge variety including foreign in quality and sales. 
the very latest in display carded and box 

















assortments. May we send you a sample? 
THE ACME SHEAR COMPANY, INC. UNION CUTLERY COMPANY, Inc. 
BRIDGEPORT, CONNECTICUT OLEAN, N. , # 
SHOE SLOYD 
KITCHEN : K NIVES OYSTER 
PRUNING RUBBER 
PAPER PATTERN 
MAKERS’ 
Send 
jor 
Catalogue 











ROBERT MURPHY’S SONS CO., Ayer, Mass. 





No. 2 B 10 S 43 








9 ~ ° 
, = all’round Sharpener! Genuine Stag Handle, 
Knife, scissors, sickle, anything, “Shar- e e 
pit” will keen-edge double-quick. It’s a Sterling Silver Ferrule, 
wizard seller—low priced and good profit < 
maker. Send for our special offer! Stainproof Steel Blade. 
DAZEY CHURN 4 
—— LAMSON & GOODNOW MFG. CO., Shelburne Falls, Mass., U.S.A. 


4301 Warne Ave. 
St. Louis, Mo. New York Office—36 Warren St. 
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STANDARD SINCE 1865 Why not let us help you 


increase your sales and profits? 


For™ 58 years Priest’s Clippers 
have given universal satisfac- 
tion. None sell so readily to 
Barbers and Horsemen. We 
make both kinds. 


American Shearer Mfg.Company 
Nashua, N. H. 














Make Your Wants Known 


Our Price without Watch $1.25 


{f it’s Hardware you have for sale or want to buy— Our Price with Watch 2.35 . 
make your wants known in HaRDWARB AGB, the “News- If you want to increase your profits write for our 290 page catalog iustrating 
hundreds of bargains in clocks, cutlery, silverware, etc. 


business” paper of hardware retailers and wholesalers - ; : 
all over the United States. Write now. Don’t delay. 
HARDWARB AGs will bring buyer and seller together at JOSEPH HAGN COMPANY 
minimum cost. Manufacturers—Diatributorsa— Wholesale. 
Dept. HA, 223-225 West Madison St. Chicago, Illinois 
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Topics for Your 








Store Meeting 








The rapid growth of the custom among hardware deal- 
ers of holding periodical store meetings is a development 
for the betterment of hardware 


that promises much 


merchandising. 


Increasingly keen competition makes it necessary that 
each retail organization work smoothly as a unit. [tach 
member from the dealer himself to the newest junior 
clerk must be imbued with the store’s policy of friendly, 
efficient service to the consuming public. As in a crack 
ball team each member must be trained to make the best 
of every opportunity that comes his way, not only to 
make immediate sales but to gain the friendly good-will 
and constant patronage of the store’s customers. 


The store meeting ideally serves the purpose of training 
school for the seiling statf. Here the boss and his more 
experienced salesmen can discuss their own selling ex- 
periences to their own benefit and to the great benefit 
of the younger members of the organization. Such dis- 
cussions make clear the objects that are to be worked 
for—they give purpose to the efforts of the entire sales 
force. 

If you, Mr. Dealer, have not vet adopted the store meet- 
ine for unifying your sales personnel try it and note the 
result. In your experience and in the experiences of 
vour salesmen each week there is ample material to make 
a weekly meeting a great success. 

The pages of HARDWARE AGE bring to you a wealth of 
topics for discussion. With this idea in mind look over 
this issue both in its editorial and advertising pages. 
Among the ideas offered by the advertisements note es- 


pecially the following: 


Can Screen Sales Be Improved Next Sea- 


eT Page Il 
Tools as Holiday Merchandise.......... Page 
Customer’ Satisfaction in Hack Saw 

he dea eee edhe eeesans eden’ Page 7 
Are You Overlooking Chain Profits?....Page 12 
A Sales Talk on Dutch Ovens.......... Page 17 
Quick Profits in Floor Coverings. . . ced .Page 19 
A New Heat Distributor............... Page 21 
Profits in Cutting Keys .............. Page 23 


A Tip for Live Salesmen.............. Page 25 
Selling Points for Key Model Wrenches. .Page 26 
Fall Building Forecasts Hardware Profits.Page 27 
Selling Aluminum That Stays Sold...... Page 29 
Are your Fitxures Conducive to Greater 

MEE ne e4ee teenevenentesdoel Page 33 
A Stock Cabinet That Sells Auto Lamps. .Page 85 
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Get Buyers Interested by Appeal- 
ing to Their Hobbies 


(Continued from page 42) 


ularly whenever I receive them, and very often I send 
for them specially so as to have them to distribute to 
my friends. If I hear of a man’s dog being sick or 
anvthing like that, I make it a point to call him up and 
inquire about the case, and tell him that if there is 
anything I can do for him to let me know. 

“Personally, I’m particularly interested in Irish 
setters, and always enter dogs in nearby shows. I 
make it a point to know all of the dog fanciers in 
the State, and I correspond with many of them regu- 
larly, not only in Washington but also in other parts 
of the country. That helps me to get information 
and ideas. I also take several magazines that are very 
helpful.” 

“You really specialize on this end of the business 
personally, don’t you?” 

“Well, yes, I suppose I do. I guess I sell pretty 
nearly 90 per cent of all this class of goods, because 
I know the people who buy it and they usually ask for 
me, because they want to talk as well as buy.” 

“T think your idea of appealing to people’s hobbies 
to get them interested is a pretty good idea, but I 
dor’t think it should be limited to dogs and pets.” 

“Certa:nly not. I’ve just mentioned this as an ex- 
ample. There are as many kinds of hobbies as there 
are people, and the wise man will interest himself in 
something so as to make his store a magnet for people 
interested in the same kind of things that he is him- 
self.”’ 

Which is pretty good advice and worth thinking 
anout. What do you do that’s different? 





American Exports Show General — 


Increase 


HE foreign trade of the United States took 
a jump during the first six months of the 
year, exceeding in value the total for the 
Same period in any previous year except the war 
years of 1917 and 1918 and the post-war years of 
1919 and 1920. This statement was made in the 
semi-annual analysis of America’s world trade by 
the Foreign Commerce Department of the United 
States Chamber of Commerce, issued recently. 
“Exports,” said the analysis, “during the six 
months’ period amounted to $2,364,000,000, about 
13 per cent increase over 1924; and imports 
totaled $2,067,000,000, an increase of about 12 
per cent. Our export trade showed the usual 
slowing up during the second quarter, but detailed 
figures covering the six months indicated that as 
a general rule exports held up well. With few 
exceptions the big groups made substantial gains 
in value over last year. Vegetable foodstuffs, 
chiefly grains, were 51 per cent higher than a 
year ago; the value of vehicle exports increased 
34 per cent. Textiles, principally raw cotton, 
were up 30 per cent. The machinery group in- 


creased 13 per cent; the metals group was 9 per 
cent higher; chemicals 4 per cent; and animal 
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products held their own. Lower values occurred 
in the tobacco-rubber group, with a 22 per cent 
decline. The decreased values in the coal- 
petroleum and wood-paper groups were insig- 
nificant, both being just a shade below the year 
before. 

“Manufactured goods, especially American 
specialties, predominate in our exports, two-thirds 
of the total being the product of American re- 
fineries, mills, foundries and factories. 


“Substantial increases in both value and quan- 
tity of many commodities were general in com- 
paring the exports for the first half of 1925 with 
those for the first half of 1924. Our leading ex- 
port, raw cotton, increased $111,000,000, or 31 
per cent in value, and 737,000,000 pounds, or 65 
per cent in quantity. Exports of the second 
leader, automobiles, parts, and accessories, in- 
creased $45,000,000, or 40 per cent, with exports 
of motor trucks and buses increasing from 
14,571 to 23,296, or 60 per cent, passenger cars 
from 80,293 to 118,174, or 47 per cent; and auto- 
mobile engines from 13,722 to 93,678 in number, 
or 583 per cent. Notwithstanding the increased 
domestic consumption of gasoline, our exports of 
the third leader, gasoline, naphtha and other light 
products increased $8,400,000, or 9.5 per cent in 
value, and 38,358,000 gallons, or 6. 5 per cent in 
quantity. 

“Our fourth great export, wheat, made the 
striking gain of 288 per cent in value from $24.- 
138,000 to $93,629,000, but owing to higher prices, 
the quantity increase was not so great—133 per 
cent from 22,006,000 to 51,195,000 bushels. 

“Refined copper, the fifth chief export, increased 
$12,400,000, or 18 per cent in value and 56,000,000 
pounds, or 11 per cent in quantity. 

“These foregoing five leaders alone constituted 
almost two-fifths of the value of our entire ex- 
ports, three out of the five being manufactured 
products. Other important increases included 
cotton cloth, with an increase of 25 per cent in 
value, and 37 per cent in quantity; rye, 344 per 
cent increase in value and 171 per cent in quan- 
tity; oil cake and oil cake meal, 83 per cent gali 
in value, 76 per cent in quantity; metal-work- 
ing machine tools, 57 per cent gain in value; brass 
and bronze, 89 per cent gain in value, 156 per cent 
in quantity; lead bars, pigs, etc., 211 per cent gain 
in value, 1438 per cent in quantity; rosin, 41 per 
cent gain in value, but a 7 per cent loss in quan- 
tity ; railway cars and parts, 40 per cent gain in 
value; barley, 116 per cent gain in value, 83 per 
cent in quantity; zinc blocks, pigs and slabs, 75 
per cent gain in value, 85 per cent in quantity. 


“Other noteworthy increases in quantity though 
not among the 50 chief exports in value were 
oats, the quantity of which was 3.732 per cent 
greater than a year ago; barley malt, increase 
97 per cent; oatmeal and rolled oats, gain 68 per 
cent; cattle, gain 419 per cent; electric batteries, 
gain 52 per cent; freight cars, gain 170 per cent; 
adding and calculating machines, gain 54 per 
cent; tractors, gain 47 per cent; windmills, gain 
54 per cent; lathes, gain 148 per cent; milling 
machines, gain 134 per cent; locomotives, gain 
49 per cent; exposed motion picture films, gain 
53 per cent; silk hosiery, gain 117 per cent; arti- 
ficial silk hosiery, gain 144 per cent; shooks, gain 
40 per cent; and staves, gain 36 per cent. 
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You’re Paying for Fixtures 


You Don’t Own! 


‘‘But—new fixtures cost money!’ True, but 
figure for yourself what it’s costing you to be 
without them. 


Consider the time and labor unnecessarily 
wasted through less efficient display and stor- 
age methods; the soiling of merchandise, con- 
sider sales lost on ‘Out’ items; consider the 
extra help required, etc. 


Add to these the profits you should have made 
on added sales. Retail dealers using Warren 
Fixtures estimate these at 25% to 40%. 
You'll find you're paying the cost of new fix- 
tures time and again, and don't even own 
them. 


You want Warren Fixtures; that’s the dream 
of every progressive retail hardware dealer. 
If you feel you cannot get them now, start 
planning. Better still, let us show you how 
you can departmentize your store, letting in- 
creased sales finance additions as required. 


‘There Is No Substitute for Warren Fixtures’’ 


M. G. Whitlow Hdw. Co., 
Bluefield, W. Va., are making 


News Item: alterations in their store and 


adding considerable to their present equipment of 
Warren Fixtures. 


J. D. WARREN MFG. COMPANY 
159 No. State Street 


Chicago, Illinois 
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CORBIN 


SCREW 
PRODUCTS 











Wood Screws—Machine 
Screws—Cap and Set 
Screws—Saw_ Screws, 
and Special Screws of 
every _ description. 
Stove, Tire, Sink, and 
Agriculture Bolts — 
Nuts—Escutcheon Pins 
—Jack, Safety, Plumb- 
ers, Register, Sash and 
Ladder Chains. 





We shall be pleased to 
furnish quotations im- 
mediately upon receipt 
of samples, blueprints, 
or specifications. 


The CORBIN SCREW 
CORPORATION 


The American Hardware Corporation 
Successor 
229 High Street 
New Britain, Conn. 
Branches: 


New York Chicago Philadelphia 
Western Factory: Dayton, Ohio 














CLINTON 


Bronze Screen 


Wire Cloth 


When tthe first 
copper screen wire 
cloth was made it 
was believed that the 
acme of perfection 
was reached, that 
this pure metal rust 
resister was 100% 
efficient. The solu- 
tion of the problem 
of manufacturing 
absolutely rustproof 
and durable screen 
wire cloth, however, 
took the process one 
step farther and re- 
sulted in the produc- 
tion of bronze cloth. 


Clinton Bronze 
Screen Wire Cloth 
is made of wire 
which is an alloy of 
non-corrodible 
metals of which 
copper represents 
about 90 per cent. 
It has the tensile 
strength to prevent 
sagging or bulging. 


American 
Wire Fabrics 
Corporation 

Subsidiary of 

Wickwire 
Spencer Steel 

Company 


General Offices: 


41 E. Forty-second St. 
New York 


Western Sales Office: 
208 South LaSalle St. 
Chicago 
Worcester, Buffalo, Cleveland, 


Detroit, San Francisco, Los 
Angeles, Seattle 
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Pocket containing “How to Apply 
Home Comfort Weatherstrip * cir- 
culars, for consumer. 














Pockets on each end contain packaged enam- 
eled (rust proof) tacks. Nocounting or weigh- 
ing of tacks. Little time is taken when 
making a sale of Home Comfort 
Weatherstrip. 


Pockets on each end contain 
packaged enameled (rustproof) 
tacks. Each package contains 
enough tacks to apply 20 feet 
of Home Comfort Weather- Sry 
strip, the amount required for Nere cath 

the average window or door. epee casino . an 


Wt J S\ if 


Wires 


§ color lithographed 
metal display sign. 










€.5. WARES - soe 


Lithographed metal 
spool ends; substan- 
tial; adds to attract- 
iveness of display; 
convenient for deal- 
er. Cannot tangle 





weatherstrip. 
Home Comfort Weather- 
strip is foot-marked every 
12 inches, Easy and quick 
Novel, permanent, folding display stand. €:: handle; no measuring 
Knocked down when shipped. Loaned to necessary. Just count 
dealer for displaying Home Comfort number of feet required. 
Weatherstrip only. 





Easy to Handle 


+ can readily see why Home Comfort Weatherstrip is rapidly replac- 
ing all other types of weatherstrip. Think of the trouble you used to 
go to whenever you made a sale of the old style weatherstrip—measuring, 
cutting, sawing; dust and dirt; unhandy; unwieldy. Think of the loss from 
left over pieces, breakage, moths, vermin, etc. 


Whereas Home Comfort Weatherstrip comes in continuous lengths ona , 


reel. You cut off the exact amount each customer wants—no yard sticks 
needed —because there is a foot-mark on every foot of Home Comfort 
Weatherstrip. No waste. No deterioration. The reel and stand takes up 
little room on your counter; only 10” x 14” x 20” high. Compartments on 
the back of the stand hold packaged tacks and circulars. Each package con- 
tains enough tacks to apply 20 feet of strip, the usual amount required for 
the average door or mt 
Home Comfort Weatherstrip is Nationally Advertised. There is a big and national con- 
sumer demand for it. It is easy to apply. Anyone can doit. Lasts for years + + + Including 
enameled rustproof tacks to match, the maroon Home Comfort Weatherstrip retails for 1oc 
per foot; the white 13c per foot. Get your order in immediately—either to your jobber or di- 
rect, mentioning your jobber's name. Demand the Genuine. Do not exberiment with imitations. 


E. J. WIRFS ORGANIZATION, 128 S. 17th St., ST. LOUIS, MO. 
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Trade Mark Reg. U.S.Pat. Office 
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' DISTRIBUTORS 


O. D. PETERS, 
ve | ke New York 





CHAS. J. WACHTER CoO., 
2nd and Arch St.. . . Philadelphia, Pa. 


W. W. BOLZ, 
Brady Bldg......... Pittsburgh, Pa. 


HARDWARE SALES CO. 
1278 West 3rd St.. . Cleveland, Ohio 


C. J. WATERHOUSE SONS CoO., 


55 New Montgomery St., 
San Francisco, Cal. 


DANWILL CO., 
67 Columbia St...... Seattle, Wash. 


LADORE & CO., 
610 Buhl Bidg....... Detroit, Mich. 


FRED S. WILSEY, 


826 Plymouth Bldg. 
Minneapolis, Minn. 


THE PRYCER CO., 


709 3rd Ave., Cedar Rapids . .. lowa 


AIR-SEAL PRODUCTS CoO., 
Exchange Bank Bldg., Albany. . .Ga. 


MacFADGEN & HART, 
10604 Milwaukee Ave.Chicago, Ill. 

















Note ease of making corner turn 
when applying Home Comfort 
Weatherstrips. No sawingor 
mitering; no taking down of doors 
or windows. Anybody can apply 
Home Comfort and that is another 
reason why it sells so easily. 
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WATER LINE 
AT 40 POUNDS PRESSURE 
{ , 
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The word “‘Reliability’’ as applied to Myers “‘Honor-Bilt”’ 
Pumps and Water Systems accounts for their standing in 
trade circles generally. 


A modern factory established in 1870—fifty-five years of pump 
building experience—ample purchasing power—excellent shipping 
facilities—world-wide distribution through twenty-five thousand dealers 
—a vigorous advertising policy—are factors which have a bearing 
on the use of this all-important word and permit of our placing it at 
the top of this and other advertisements which have been appear- 
ing from time to time in trade, farm and class publications. 


Dealers everywhere are turning to Myers Pump and Water Systems 
as well as Myers Hay and Grain Unloading Tools, Door Hangers, 
etc., for more business and profits. It will pay you to do likewise. 


Information, catalog and prices mailed promptly on request. 


The F. E. MYERS & BRO. CO., 


Ashland Pump and Hay Toaol Works. 





Ashland, Ohio 




















A New Outdoor Winter Sport 


With a pair strapped to the feet a child can walk, 
run, stroke or coast with ease. The broad sliding 
surface relieves all ankle strain. 


Can Be Used on Sleet, Ice or Snow 


Constructed of heavy polished steel base with cor- 
rugated bottom. Heavy straps and heel cuffs. 

Parents are interested as they save shoe leather 
and the danger on thin ice. 

Made in three sizes accommodating from 4 year 
old up. 

Retail Price in the U. S. $1.50 per Pair 

Ask your jobber’s salesman for special offer on 
early placed orders, or write us for full information. 

If you do Auto Radiator repairing ask for our cat- 
alog of this line. 


F. L. CURFMAN MFG. CO. 


Desk B MARYVILLE, MO. 














Increase Your 
Paint Turnovers 


The quickest and surest way to do this is to 
keep posted on what other dealers are doing. 


One tried and proven way to increase your 
Paint Turnovers is to dress your show windows 
so they will positively TALK PAINT. 


Another plan is to hold a Demonstration Day 
and get the people to your store. Still another 
plan that is very successful is to “follow up” 
every building prospect in your locality. 


All these methods and many others are inter- 
estingly presented in the Special Paint and 
Varnish Issues (the fourth issue of each month), 
in Hardware Age. It will pay you to read the 
articles on Increasing Your Paint Sales in these 
issues. 


HARDWARE AGE 
239 West Thirty-ninth Street, New York 
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If You Want a 
Real Man for 
a Real Job 
Take Three Dollars 





send it to us with copy for 
a HELP WANTED adver- 
tisement of 50 wordsand the 
CLASSIFIED SECTION 
will comb the hardware field 
like a drag net for the man 
you want. 


HARDWARE AGE is 
carefully read each week 
by hardware men who are 
progressive and do things. 


That is why it produces 
results. 


HARDWARE AGE 


239 W. 39th St., New York 
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KE | 
Self Flucing SOLDER 


Simple, Safeand Sure 
Requires Only Heat 





KESTER Acid CoreSOLDER 


For general soldering and heavier electrical work. 
Self Fluxing—‘**Requires Only Heat.’’ Standard size 
No. 3 about 1/8 inch in diameter, runs about 30 feet 
per pound. Packed on 1, 5 and 10 pound spools, 
Special gauges also available. 


Kester Metal Mender 
The Household Solder 
Here is the small package of Acid Core Solder. So sim- 
ple anybody can use it. Ten cans about 1/4 pound 
each are packed per carton. Ten cartons (100 cans) 
to the case lot. 
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Kester Rosin Core Solder 


For very delicate electrical and radio work. Contains 
highest quality metals and rosin flux. Standard size 
about 3/32 inch in didmeter, runs about 50 feet per 


pound. Packed on 1, 5 and 10 pound . gen and 18 
inch sticks in 5 pound boxes. Special gauges also 
available. . 


(Rosin Core) 
Safe, Sure and Simple — approved by radio engineers. 
Harmless to the most delicate parts. Absolutely non- 
corrosive flux makes low-loss joints. Ten cans about 
1/4 pound each per carton. Ten cartons (100 cans) 
to the case lot. 





GENUINE SOLDER 





CHICAGO SOLDER COMPANY 
4205 Wrightwood Avenue, Chicago, U.S.A. 


© 
Originators and world’s largest 
manufacturers of Self Fluxing Solder 


Your Jobber Can Supply You 
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SPRUCE LADDERS 


100 





ee 


Ladders That Sell Quicker 
and Last Longer 


found from experience that a Babcock 
will sell more quickly in competition 
A Babcock Quality Ladder is recog- 
workmen as a ladder that will stand 
usage. 


The dealer has 
Spruce Ladder 
with other ladders. 
nized instantly by 
up under severe 


You'll make no mistake in 
Ladders. Evervbody uses 
masons, mechanics, farmers, housewives. 
and size for every purpose, and we pay the freight 
ship promptly. 


stocking Babcock Spruce 
them—painters, carpenters, 
There’s a style 
and 


Write for prices—today. 


W. W. BABCOCK CO. 
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The Customer Who Leaves It 
To Your Judgment 


UID 








When it is left for you to decide—you become not 
the “Judge’”—but the Defendant! It is your trial, 
so to speak, and “Perfect” is a Character Witness. 


You will not only make a sale. Your decision will 
bear weight. When a customer says, “I'll leave it to 
you to send the best,” he is going to tell his neigh- 
bors all about the merits of his selection. Even if 
you did send “Perfect” Screen Cloth, he will claim 
the credit for his good judgment. Make the sale 
and let the credit go! 


PAINTED SCREE! 
WIRE CLOT” 


Your Jobber Carries “Perfect.” 
lx, 


UU NNUAL TALL 


LUDLOW-SAYLOR WIRE CO. 
St. Louis, Mo. 
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UITLUTAULULATE 


\UDLOW SAYLOR| 


QVITHUIUIA LENA 
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Dealers 


Now is a good time to stock and recom- 
mend to your customers 


DIXON'S 


Stove Cement 


For cracked or worn stove 


range and furnace linings . | 
—ae 

















It is easily prepared with water into a thick paste and dries 
quickly. 






2 POUNDS tH 
DIXON'S |||! 


STOVE | | 
CEMENT — 


It produces as good as new linings and saves the expense and 
delay of obtaining new linings. 









Made in an absolutely uniform high standard and packed in 
i l 24, 6 and Io lb. packages. 






Write for Circular 40-L and Prices 
; Soames 
Maden KUSEY C077, MJ. U.S.A, oy ed 11 
JASE Ou CRUDE. COMPANY || 


test JOSEPH DIXON CRUCIBLE CO. 


"ei : Jersey City, KG Established 
1827 


























“Spotlight” 





é ° 
SS ee Your Business 
fie af 
aa ; 
Fas lexlume’s brilliance *hy night and boldness by 
~ ei day put vour business into the “spotlight” of pub- 
$x; * | lic attention all hours of the twenty-four. 
fee | The Flexlume Electric Sign attracts and guides 
five new and old customers to your store from blocks 


away. 

Its snow-white, raised glass letters against a 
dark background make Flexlume as efficient by 
day as by night. 

Write now for literature and photoprints show- 
ing how Flexlume has doubled the pulling power 
of other hardware store fronts at moderate costs, 
and information as to your own sign needs. 

Vive also build exposed lamp and other types of 
electric signs for those who prefer or require them. 


FLEXLUME CORPORATION 
1230 Military Road Buffalo, N. Y. 


Phone ‘“Flexlume’’—All Principal Cities 


Factories also at Detroit, Los Angeles. Oakland, Calif., and 
Toronto, Canada 








The Day-and-Night Sign 
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CHROETER’ 


810-812-814 WASHINGTON AVE. SLLOUIS 
i) 
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Grater. 








No. 720—Nut Cracker. 


SCHROETER BROS. HARDWARE CoO. 


(Patentees and Manufacturers) 


SPECIALTIES = =: 


Our Own Manufacture 





Write for Specialty 
Catalog and Price 





No. 10—Electric Motor Driven Scroll Saw. 


St. Louis, Mo. 
oY. & a 








No. 1—Velocipede 
Seroll Saw. 











ARMSTRONG’S 


‘ Se ol ee ee 
THE ARMSTRONG MFG CO.GRIOGEPORT CONN 
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Improved Nipple Holder 








No. 20 for No. 2 Stock 
Range %4—1” Right or Left 
No. 30—for No. 3 Stock 
Range 1—2” Right or Left 


The right nipple is always on the job 
when you carry one of these tools. 


The Armstrong Mfg. Co. 
Bridgeport 
Conn. 














100Ibs 
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READING 
CUT NAILS 


72% Greater Holding Power 
Than Wire Nails 


READING IRON COMPANY 
Reading, Pennsylvania 


Also makers of RICO Hard Cut Floor Nails, made to 
drive into hard wood without bending 
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Best Selling Clothes Wringer Made 


Entirely satisfactorv—that’s the reason Anchor Brand 
Clothes Wringers keep right on outselling all other clothes 
wringers. 





sall Bearings insure easy turning; Best quality Rubber 
Rolls insure long service; Safety Cog Wheel Shields insure 
absolute safety; Hold Fast Clamps once tightened hold se- 
curely; every part of every wringer made the best we know 
how and there’s years of “know how” back of every Anchor 


Brand Clothes Wringer. 


LovELL MANUFACTURING Co. ERIE, PA. 
W orld’s Largest Manufacturers of Clothes Wringers 

















Torches and Stoves 
OVER 400 TYPES 


The original MAX SIEVERT, 





and genuine Sweden 





ESKILSTUNA CHISELS 














~ Made in following styles: 
_ Butt Beveled Edge 
- Regular Beveled Edge 
~ Socket Chisels 
at te Pliers, all styles “Sater”? Axes 
vai Bow Frames Cabinet Scrapers 
Plane Irons Razors 
Sets of 9, 11, 17 bits are fur- Shoemaker’s Tools “Banco” Scythes 
nished in compact cases for Anvils “Banco” Scythe Stones 
the convenience of the user. Cutlery Hoes 
*‘ Sandvik” Saws Barking Spuds 


It isn't hard. Every mechanic needs the entire set in his work, and it 


resolves itself to a question of selling him once or seventeen times. Brin O ; , orl 
out the value of the case, its use in keeping the bits in order and near at Irder from your jobber today, or write 
hand, preventing !oss, etc. Try it. 


Forstner 1 o ae Rn bits that are not dependent on a center or a SCANDINAVIAN 


level to guide them. ey cut from the outer rim. The entire surface is 


at work all the time; no jagged ends; every part of the work is smooth and 
imam” WESTERN IMPORTING COMPANY 
Let us send you catalogues. Order through your jobber or direct. 116 Broad St., N. Y. 


The Progressive Manufacturing Co. 509 E. Hennepin Ave. "  Coristine Bldg. 
i i i , Can. 
TORRINGTON, CONN., U. S. A. Minneapolis, Minn. ontrea 





























<—<@ Most Dealers Carry 
| | j Both Styles 


UR Wy, Hi \ W)) The housewife, the janitor and the hotel man each have 









their preference in mop wringers. Some want the crank ,=s 
—i W \ AWA Ww style—others the lever type. For 
\ , By combining the Van Arnam Line of “Ezy-Squeeze”’ Mop Homes. 
aad st aps Squeezers with the Boller Line of Practical Mop Wringers Offices 
No. 9 Challenge you are sure to have what they want. Factory 


Your Jobber can purchase both styles from us for you, 
thus saving time and the bother of keeping track of two 


3 cp accounts. Our reputation backs every sale. 34 


PETERPjOLLER MACHINE WORKS © sites" ana 


126-128 N. Curtis St. Chicago, Ill. 


THE MOP SAVING 
fie Sea. 
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Sell the Best 











11 see HARDWARE 
e 
0 For Hard-wear 
For more than 48 years 
0 fame Bommer Spring Hinges have 
maintained their leadership and 
6 ae their superiority over all 
others. 
S —_e— They have kept pace with the 














times, because they have been 
kept up with the times whenever 
improvement was possible. 


BOMMER 


SPRING HINGES 


ARE THE BEST 


Replenish your stock with Bommer. 

They are in universal demand—are 
quickest to sell—easiest to apply and 
the most satisfactory spring hinges 
made. 


Your Jobber handles them. 


Send for New Catalog 47. It is a 
big help in ordering. 


Bommer Spring Hinge Company 
Manufacturers BROOKLYN, N. Y. 


ull 

















Moe’s Poultry Fountains 





Moe’s No. 8 Fountain, with thick insulated 
double walls to retard freezing, making an ex- 
cellent drinking fountain for the winter months. 
Equally desirable in summer, as it keeps the water 
cool and fresh. Has a large filler opening so 
it can be flushed out and kept in a sanitary con- 
dition. This is a highly important feature. 

A great favorite with the poultry raiser. 


Write for New Catalog of “‘Moe’s Line” of Poultry 
Equipment—Everything for Chicks and Chickens 


HOEFT & COMPANY, Inc. 
2305 Davis St. . North Chicago, IIl. 








Whenever You Sell 
GARDEN HOSE 


Protect your customers by using and 
selling Sherman Wrought Brass Hose 
Fittings. Standard for over 20 years. 
They give everlasting service. 

Take the Sherman Diamond Hose 
Nozzle for example. This nozzle throws 
more water farther than any other. It 
gives a straight stream or a_ perfect 
spray and shuts off tight. It never 
drizzles or leaks. 


The user is insured against wet feet. 
Made in 34” size only. 
[The name 


SHERMAN 


on hose nozzles and _ hose 
clamps is your guarantee of 
a solid wrought brass coup- 
ling that is rust-proof clear 
through and everlasting. 

Remember we use heavy 
wrought brass only. A screw- 
driver is the only tool needed 
to apply. These hose clamps 
can be used over and over 
again. Every size for every 
type of hose. 

Your Jobber can _ supply 
you. If not—write us. We 
also make Brass Hose Coup- 
lings. 


H. B. SHERMAN MFG. CO. 
Battle Creek Mich. 9% 





Diamond Nozzle 





| Pee Hose Clamp 
(Patented) 






















They Speak for Themselves 
9 Handy ’trim Supplies 


Handy packages in display containers which 
reach over the counter and tell their own 
sales story. 







Actual, practical auto hardware which car 
owners need and every auto accessory dealer 
or hardware merchant should sell. 







Priced so you can sell at a good profit. 





“Hit Em” 
Nails 


The kind of upholstery nails used by 
leading makers. Strong, easy to use. 
In dime packages which sell on sight. 














Ask him about “‘Auveco.”’ 


a jobber will supply a 


 Guilo-Vhicle Batis Co. 


Manufacturers 


3319 Colerain Ave., Cincinnati, O. 
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Plokarhris 


(Reg. U. S. Patent Office) 





Catalog and Samples Gladly on Request 


CONTINENTAL WOOD SCREW CO. 
New Bedford, Massachusetts, U. S. A. 
































Rubber 
Headed Nails 


are used as bumpers on pianos, 
closet seats, and to receive the 
thrusts of drawers, also to prevent 
noise and marring to such as they 
are attached. 

Stem Tips, made in thirteen sizes, 
especially designed for chair legs 
and prevent the scratching of 
floors. Absolutely noiseless. 

We make a large variety of rub- 
ber specialties. Send for catalog 
and prices. 


ELASTIC TIP CO. 


370 Atlantic Avenue Boston, Mass. 

















The Keil Jim- 
my and Bur- 
glar-Proof 
Lock in the 
home, shop, 
warehouse or 
office, as- 
sures the 
user the 
same de- 
gree of se- 
curity as a 
massive 


safety de- 
posit vault 
affords a 


modern 
bank. 
The brcnze bolts 
with revolving steel 
inserts, render the saw, 
jimmy or wedges useless. 
Cannot be put out of order 
ern —“— pues omen agg by either locking, handling or 
er pacer a Cylinder os forcing—a major point in mak- 
ing a lock sale. 


tern. 
Write for particulars on the Keil Lock 
counter display model 


FRANCIS KEIL & SON, INC. 
401-425 East 163rd St. New York, N. Y. 
a iS et RI te aA 


























Smaller Inventory 


More Profits— 
| pe wen1eR | 


SYSTEM 


That's what the new Heller 


book tells you—how you 
can use Heller service to make 
larger profits. No guess-work. 


No theory. Experience speaks— 







of Larger. 
Profits 


the experience gained by 34 





years in the hardware field. 


Carry less stock—put it out 


| where it can sell itself—that's 
what the Heller system will do 
for you. 
FREE !! 
You can read our new book in 


ten minutes—you won't get through thinking about 
what it says in ten years. Practical! Helpful! ! 
Interesting! ! ! 


Write for “‘The Heller System of Larger Profits.”” It’s NEW! 
It’s FREE!! Write to-day!! Use coupon, 


W. C. HELLER & COMPANY 
767 Bryant St., Montpelier, Ohio 
20 Vesey St., New York City 


W. C. HELLER & CO., Montpelier, Ohio. 27A 
me send the new book, “The Heller System of Larger 
rofits.” 


RS ee eT ee ee ee ae 
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Mathias 
Established 1857 


LEIN 
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& Sons 


Chicago NUS 
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If You Didn’t Order in September 
Do It Now! 





it is not too late to make arrangements to 


Enjoy a Profitable Christmas Trade in 
Dietzgen Practical Drawing Outfits 


This is a new Holiday idea for the Hardware Trade—just the 
kind of goods that are popular —good sellers—-and which at the same 
time are profitable year round items. 


The prices are right—$3.00, $5.00. $7.50. $10.00 and $15.00 
outfits—-the prices that appeal to parents, 


Dietzgen Drawing Outfits Make a Big Hit 
With Growing Boys and Girls 
We help you in every possible way, with mailing folders, window 
posters. window display suggestions. newspaper ads, and free instrue- 
tion hooklets in the elements of mechanical and architectural! 
drawing ineluding radio. 


Write for Our Special Dealers Proposition 


Write today to our nearest branch for full particnlars. 
EUGENE DIETZGEN CO. 
Chicago New York San Francisco 


Philadelphia 
Los Angeles 


New Orleans Pittsburgh 
Washington Milwaukee 





For Perfect Team-Work 


Turn your wrench sales into an opportunity to cul- 
tivate good will and build a _ substantial repeat 
business. 

Feature tools that are adapted to the individual 
requirements of your customer. Point out the many 
advantages of Bemis & Call features that “hold 
their own” against the best. 


Your suggestions are 
an important part of 
merchandising ser- 
vice. Your trade ap- 
preciates cooperation 
and will reciprocate. 


B. & C. COMBINATION 
SERVICE WRENCH 
performs the work of a 
good monkey or pipe 
wrench. Pleases the 
mechanic as well as 
answering every call for 
a handy tool around the 
home. 


pat 


B. & C. SCREW 
WRENCH offers real 
improvements. Bars are 
forged from open hearth 
steel with oval front and 
back, giving additional 
stock and strength. 
Handle, frame and bol- 
ster are one piece. 


Write for complete de- 
tails and prices. 


BEMIS & CALL CO. 


Springfield, Mass., U. S. A. 

















MILBRADT 
LADDERS 

















: = Will pay for themselves in a 
EE ieee alias short time by enabling you 
_ — to wait on more trade, save 
—— Se eae the wear and tear on your 
-_—— — fixtures and goods, as well 
Sen |e Pt. Bs as bring the appearance of 
Tee — your store up to date. 
perce re Write for catalogue show- 
meee ing a large number of styles 
ee ae ag 4 suitable for all kinds of 
——_— gi Ls ea shelving. 
<< Milbradt Mfg. Co. 
can St. Louis, Mo. 








= = = = ae © © 5 


— ———— 
8 
o8 eneets ConeEEe GHEE = @ freneeS 
eens SerTetee SceeteRe Sener 
Gent pweneeeee seteres 
eeereenet sees 3 


RELIABLE PASTE CO. 
CHICAGO , 


cniracoe 








cuicace 


A new convenient way to handle Plaster 
Paris Packed in three sizes: 
One re two pound and five pound packages in an assorted 
barrel of 360 pounds as follows: 40 1-pound packages; 60 2- 
pound packages; 40 5-pound packages; and costs no more to 
handle than bulk Plaster Paris. Write for prices today. 


RELIABLE PASTE CO. 
3223-25 Cottage Grove Avenue Chicago, Illinois 
Dry Paste—Paint and Varnish Remover—Calcimine 
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TRADE MARK 


SPRING HINGES 


“Triplex” 
fo) Spring Hinges 
- | For 
we) Lavatory Doors 


; Adjustable 
Clamp Flange 












TYPE 2242 


Adjustable Clamp Flanges offer a protection against 
variations in the thickness of marble partitions. 


Cutting of marble involves the danger of break- 
ing or defacing it and also means unnecessary ex- 
pense which can be avoided by the use of Triplex 
Lavatory Spring Hinges, Type 2242. 


Other types of hinges for various conditions are 
fully illustrated in our catalogue. 


Chicago Spring Hinge Company, 


Chicago New York 





~. 


Now 


7 
¥ 


€n7 


Our 

New 

1926 
Catalog 


- - —-— -— 


Free! _ NEW 





= 


Send for Your Copy To Day 


Between the 254 pages of this book are illustrated the 
popular brands of Silverware listed below together with 
complete lines of Diamond and Solid Gold Jewelry, 
Watches, Ivory Pyralin Toilet Articles, Electrical Goods, 
Cameras, Opera and Field Glasses, etc. 





You carry no stock—SELL from the catalog. All orders shipped 
same day received, 
H. M. MANHEIM & CO. 
87 Nassau St., New York 


Wholesale Distributors of 


1847 Rogers Bros., Community, Holmes & Edwards, Wm. Rogers 
& Son. 




















The Improved air duct increases the heating 
capacity about 30 per cent in our 


WASHINGTON 
HOME FURNACE 


Placed above the floor, hence saves 
the cost of digging cellar. 


Produces circulating, moist heat for 
five to seven rooms. Only stove or 
furnace ever built without name plate 
or advertisement on the outside. 


(Name is molded on the inside of 
front door.) 


Beautiful grained mahogany finish 
harmonizes with finest mahogany fur- 
niture. (Also in plain finish for one- 
third less.) Made in the same plant 
in which we manufacture 100,000 
Washington Stoves and Ranges an- 
nually. Can ship promptly, as we 
now manufacture fifty furnaces per 
day. 


Hot Blast Fire Box 


Correct location of water pan. Most 
beautiful and most expensively con- 
structed furnace now on the market. 





Gives the consumer an excellent value 
and the retailer a handsome profit. 


Write today for exclusive agency 
plan; your district may be open. 


Gray & Dudley Company 
NASHVILLE, TENN. 


‘*We melt more than SORES pounte of 
Southern pig iron per day.”’ 


“No—This is not 
a Victrola” 


Patent No. 12494 








LANDRETH'’S 


Garden and Flower Seeds 
Mixed Lawn Grass 


Now is the time to place your Garden, Flower 
Seed and Mixed Lawn Grass Seed order, if you 
have not done so for this Winter and Spring 
shipment. If you would like our prices, send us 
a list before buying elsewhere and we will quote 
you on Seeds of various kinds in bulk, in litho- 
graph cartons of | Ib., 4 lb. and % Ib. and in 
Flat Papers. We would also like to quote you on 
Mixed Lawn Grass. Please give us the oppor- 
tunity. 


1925 CROP 


Before buying for delivery after 1925 crop, send us a 
list of your wants that we may quote you if our traveler 
does not call upon you at 
the proper time. 

We are the oldest Seed 
House in America, this be- 
ing our I4Ist year in the 
Seed business. Had we 
not given good seeds, sat 
isfactory attention to busi- 
ness and fair prices, we 
would not have existed so 
long. 


Business Established 1784 


D. Landreth 
Seed Co. 


Bristol, Pa. 





COLONIAL BOY COPYRIGHTED 
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Screw Plate Sets 


“The Line That Keeps Moving” 


It take steam to make an and it take 
le to keep tools moving. 
Weve bui.t °G is well as Quality into the complete line of Threadwell”’ 


Tool Get the Catalog. ° 
The THREADWELL TGOL CO., Greenfield, Mass. 


Offices 
New York City Chicago 
396 Broadway so00 Wrig 


Bldg 


‘nvine more than goo 


Philadelphia 
809 Harrison 
sldg 


Cleveland Si; 4 ancisé 
r 69 : Mi 


‘) 
sion St. 











TRADE-MARK 


SAMSON CORDAGE WORKS 
BOSTON, MASS. 


SASH CORD 


SAMSON SPOT, PHOENIX, and SACHEM BRANDS 


Clothes Lines, Masons’ Lines, Shade Cord 
Awning Line, Dumb Waiter Rope, etc. 


Send for catalog and samples 


BRAIDED CORDS - COTTON TWINES 
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ALLEN Safety Set Screws 


30% Extra Strength over broached hollow screws 
2 -—the only other kind made. By a tented 
2 process we increase the density of the steel 
around the socket-holes, so that even the smaller 
sizes will stand all the strain the best made 
wrench can apply. The Allen process ~~ 
deep, perfectly-formed socket-holes—no ch 


<r 
the bottom. The entire length of the A 


utilized either for solid metal at the point, or ~erm - socket 


for the wrench. All sizes in stock from % in. 1% in. 
any length, point or thread. Also Socket- Head he 
Screws, Tap Extensions and Socket Wrench Sets. Dealers: 


Write for catalogue and sales proposition. 


The ALLEN MFG. CO.HxrtForb: CONN: 














on ‘“*Torrid.’’ 
Your Jobber can al- 
ways get them. A 
Tinner’s Furnace may 
look like « torrid but 
not be one. ‘‘Torrids’’ 
are unique in supreme 
quality. 


GEO. W. DIENER 
MFG. CO. 
CHICAGO 

Makers of fine Blow 


Torches and Fire 
Pots 


Insist 





Arch Punches 
Spring Punches Revolving Punches 


attractive line for the Hardware Trade. Also: Leather 
and Upholsterers’ and Plumbers’ Tools of superior 


Belt Punches 


A varied and 
Workers’, Trimmers’ 
quality. 

The above tools will please your customers, as well as our famous Round 
and Oval Punches. 

Remember we have had 99 years of successful manufacturing experience, 
employ only skilled workmen and use the finest quality of materials in 
making our pi-ducts. 

We 1. back of every tool we make. Try us. 
and Price 


Write for Catalog 


©. 8S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 











Rock Island Radiovise 


While a big seller for radio work, this strong vise is also very 
popular for garage, workshop and home use. It has an attrac- 
tive bright Red finish. Write for discounts. 


Liberal profit. 







Swivel Base Jaws 3% 

Anvil Type Open 4” 

Write for Weight 
Prices 19 Ibs 




















is the ORIGINAL 
and tried by 


Ensign Bickford 

safety fuse—tested 

time and experience. 
We manufacture various 
brands of fuse, among 
which you should find 
one adaptable for your 
work. 





The Ensign-Bickford Co., Simsbury, Conn., U. S. A. 


‘of shanks— 
j three threads for — oan 











ecienenseeatl 
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Russell Jennings} 
Auger Bits} 


: 2a ~ Patented by 
Two'styles. 


pporine: all woods 


Russell Jennings, Mf g. Co 


ae 
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Me. Russell a 
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A Big Seller 


to Boat Owners 














Ball idietien Furniture! 





That is exactly what you have with leffery’s No. 7 Marine Glue is a bie 
“Acme” Casters. The large surface seller to boat owners, because it will 
positively make any boat leakproof so 


ball revolving upon the smaller anti- 
friction balls is practically frictionless 
and absolutely noiseless. Most impor- 
tant, it is instantly ready to move in 
any direction. Jamming and scratching 


or marring the floor is impossible. JEFFERY’S 
From your Jobber: send for Catalogue WATERPROOF MARINE GLUE 


long as the frame is in fair condition. 


We do more than guarantee this boat 
glue; we help you sell it. As soon 
as you order 








we get busy and co-operate with you. 


Send you Dealer Helps, provide you with Interesting 
Booklets with your imprint, circularize in your locality 


and help you in every way. 


It is Nationally advertised—known the world over. With 
your order we send a liberal supply of Interesting Book- 


‘6 99 
Roll Along on Acmes lets neatly printed with your name and address on them. 


THE SC HATZ MFG. CO. Write for Trade Discounts now. 
Poughkeepsie, N. Y. L. W. Ferdinand & Co. 


AGENTS: 
J. c JicCarty & Co., 29 Murray St., New York City 150 Kneeland Street Boston, Mass. 


- Gause Comsees, 693 Mission St., San Francisco, Cal. 





























Give them PHENIX QUALITY 


F & N ; 3 In Screen and Storm Sash 
Hangers and Fasteners 

Phenix Storm Sash Hangers and 

Fasteners are simplest, handiest, eas- 


+ e L 
Self-Adjusting | Pasteners are sim - 
efficient--that’swhy Say 

BALL BEARING : as | they sell best. New 
el - | improvements put 


them in ae class 


ti }] of theirown. Write 
i to-day for Catalog 
; showing full 


Phenix line. 


























ey - 
| 7 
ce 





Always in Adjustment Without Tools, Care or Atien- Hh Samples free. _ 
tion. If Your Jobber Cannot Supply You-— Write Us. Suhd by all leadine 
— jobbers. 
The F & N LAWN MOWER CO. No. 115 Fastener 
RICHMOND, IND. PHENIX MFG. CO., 032 Center St., Milwaukee, Wis. 

















Zz Gwil Wileel too @ Tools . VERE + TADDERS 
Bic: 















































bsg Made in all types for every ice harvest- STORE METHODS 


sg ing and handling requirement. 
LASTS | Write for price list and discount sheet. 





TT 


To provide adequate storage facilities for 
shelf stock—to make it accessible and con 





venient for clerks and stock men to handle with 
New York i Boston TTT Bri < | absolute safety—to insure quick service for whole- 

yaw Lp, sale or retail trade — install one or more 
| RSP ///// — MYERS NOISELESS CUSHION TIRE STORE LADDERS. 


LONGER 
GIFFORD-WOOD CO. 
Mi ul 7 Hill St., Hudson, N. Y. 


Deep tread steps, full length hand grips, rubber tires, 


7 Mh Vv TTT ce (LOOKS MODERN IZE 
overhead track system, firm construction throughout, 





eliminate vibration and noise and produce a ladder 


Sere 


of ample strength for safety, convenience and ra?) 
0— 


| 
My, ‘y 





~ ‘ ul ~s Uy iva 
13 ii "wl ile \ : Ysa eae 
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Iron Fence, Gates 
Lawn Vases 
Settees 
; General Iron 
and Wire Work 
CHAIN-LINK 
WIRE FENCE 





















































“egg 
| ber cil I 
o Ask for Catalog 
THE STEWART IRON WORKS CO.., Inc., 225 Stewart Bleck, Cincinnati, O. 





Robertson “Horse Shoe Magnet” Hammers 


egg me woo —- ee ———— 
tack in position for driv- 
ing. Awarded the Silver Medal a 
(the highest offered) at the Panama- Pacine Kx position 
Goud profit. Write for price Kast. 

Neme aod design trade marke registered U. 8. Pat. Of. 


ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 

















STRATTO Plain or enameled in 
HANDLES 


Fer Small Tools, Utensils, Electrical Goods, Etc. 
Enameling, both baked and air dried. 


STRATTON MFG. CO. Stratton, Maine 















J. H. Wii LIAMS & CO. 








“The Wrench People’’ STANDARD FOR 
New VYark BUFFALO Chicago HALF A CENTURY 























POWERFUL 
DEPENDABLE 


RELIABLE 
Order from your jobber 


Manufactured and guaranteed by 
NATIONAL CARBON CO., Inc. 
New York San Francisco 





EVEREADY 


COLUMBIA 
Dry Batteries 


-they last longer 


















BOLT 
“VICTOR” CLIPPER 





Send for Catalog 
ROBERTS MFG. CO., Somerville Station, BOSTON, MASS. 











CRECOITE 
Tools You Can Sell 
With Confidence 


Write for Catalog H 


Marion Tool Works, Inc. 


Marion, Indiana 





No. 112 
Camp Axe 


| BARTLETT MFG. CO. 430 E. Lafayette Ave., Detroit, Mich. 





CUTS CLEAR THRU 12 GAUGE STEEL— 
NO. 30 BENCH SHEAR 


Made with patented compound 
lever principle. Unsur- 
passed for cutting heavy 
sheets. Blades are remov- 
able for sharpening 


Write for folder. 







(Searight Patent) 














Welding Compound is best by every 
test. Makes welding of any steel as 
easy as Iron. Stock it and increase 
your sales. 


Made only by 


ANTI-Borax Compounp Co. 
Fort Wayne, Ind. 











HACK “TF NOX” saws 
ron, SA 


SERVICE 
OISTINCTION 
“The Toots in Lhe Praid Bar” 
AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 


HACK SAWS - BAND SAWS — SCREW ORIVERS - GLASS CUTTERS 








Better Machine Screws 
for the Hardwaré Trade 


HARVEY HUBBELL, INC., Bridgeport, Conn. 








Fly Screen Cloth 


Attractive finish, durable 
quality. We can fill your 
orders promptly. 
Write for prices. 


Spargo Wire Co., Rome, N. Y. 


Bronze 
and Copper 

















Ask your jobber for 


CALDWELL SASH BALANCES 


Thirty-five years of service is assurance 
of quality 


CALDWELL MFG. CO. 


9 Jones Street Rochester, N. Y. 














BROWN & SHARPE TOOLS 


bar Ne iti O cats [ hye ( Hdas Been No 


if 
Surbstit t< 4) srw \ Sharpe Ouatlity 
o 
Naocogre? fa ; sali j rol { ataltowg Yo ‘ty 
| BROWN & SHARPE MEG. CoO. 


. i VII N | 





BLAIR 


(3 LAWN MOM ore 


Blair Mfg. Co. 








Want a Good Hardware Salesman? 
The quickest way to locate one is through an ad 
in the “Classified Opportunities Section” of this 
paper. 
It’s the place where good hardware salesmen look 
first for real opportunities. 
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American Steel & Wire 


Chicago, New York, Bostos 
e Denver, Birmingham, Dallas 
U. 8. Steel Products Co. 
San Francisco, Los Angeles, 
sme Portiand, Seattle 


BARBED: Ellwood Glidden, Am. Glidden, Am. Special, 
we Baker Perfect, Ellwood Junior, Lyman. 
AILS, SPIKES eee TACKS, Hot Galv’d Nails. 
ZINC ‘(INSULATED FENCES: American, Royal, Anthony, 
oa U. &., By Steel Gates. 
NER (form erly Arrow) STEEL POSTS. 
CONCRETE: REIN ORCEMENT. 
BALE TIES: Old reliable brands. 
TELEPHONE WIRE. 
WIRE for every purpose. 


Quick Delivery. Write us for selling plans. 


The Mechanic Has Learned 
from Experience 


His torch is now expected to be 
trouble-free and dependable under 
every condition. 

_ The Detroit No. 2 has given unfail- 
ing service and is, without question, 
the most popular torch you can handle. 

Write your Jobber for full details 
of complete line. 


Detroit Torch & Mfg. Co. 
Detroit, Mich. 


New York Office: 45 Warren St.; Canadian Rep., 

George P, Fraser, 39 Tyndale, Toronto: Kettmann 

& Ten Eyck Sales Co., 2131 KE. 9th St., Los 
Angeles, Calif. 


Capacity—1 Quart. 
Weight—3% Ibs. 

















SEYMOUR SMITH 


Self-Piercing Bull Rings. Made in all 
sizes of pure copper. Send for our 
new descriptive catalogue. 


SEYMOUR SMITH & SON, Inc. 
Oakville, Conn. 





| Sales Agents: John H. Graham & Co., 113 Chambers St., New York 


THE FOWLER & UNION 
HORSE NAIL CO. 


HORSE SHOE NAILS 
OF HIGHEST GRADE 


Plant ef 
1000 MILITARY RD.,. BUFFALO, N. Y. 














Q. Lindemann & Co. 


Manufacturers of 
BIRD gns0®) men 
CAGES Estabiished 1863 


35-37 Wooster Street, New York 















G ABRI L Know’GABRIELS 
by Comparison 

PRODUCTS 

BELLEVUE AVE. 





GABRIEL STEEL COMPANY 
DETROIT, MICH. 




















“dhe Fragrance of Flowers— Not the Odor of Oils.” 





jor Furniture Floors and Woodwork 


Bouquet- -Brownson Co. Ine. 








Donley Screen Door Guards 


Prevent bulging and_= sagging. 
Add to the life of the door. Five 
sizes to fit any door. Retails at 
75 cents and $1.00. 


The Donley Manufacturing Co. 
10585 Quincy Ave., Cleveland, Ohio 

















Handy Craft 


The New Steel Building 
Toy for Boys 
Retails for 75 Cents 
THE HART & COOLEY CO., New Britain, Conn. 














WHE GENERAL FIRE PKOOF ING CO. 
Youngstown, 














Dealera Everywhere. Canadian Plant: a Ontario 


























CENTURY” 
COOLERS 


CORDLEY & HAYES 


10 Leonard Street, New York, N. Y. 

















A FAST Winter Seller! 


The TURNBR 2-IN-1 TIMING UNIT provides flash-proof, trouble- 


proof, constant Ford ignition in cold es That’s why it is 
ist Winter seller. 


Fn TODAY for in- 


formation on profit-mak- 
al Al » oa | q ing TURNER line. 


TURNER MFG. CO. 


CAsat —— UNIT eot. &, Kokomo, Ind. 








Ask your jobber or his salesmen about new 
deal—lower prices— 


E-Z CORN POPPERS 


“The Popper that put the Pop in Pop Corn.” 


Oo. S. KEENE MACHINE CO. 
1118 Michigan Ave., S., Chicago, Ill. 
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An Effective Low Cost Contact with Hardware Man- 
ufacturers, Manufacturers’ Agents, Jobbers, Jobbers’ 
Salesmen, Retailers and Retail Salesmen. 

No illustrations accepted for these pages 

Allow seven words for Keyed Box Number Address. 





Address your want advertisement 


Ys 
V/, 4, 
VJ 4; 
f/ 
4 
4 
YI 


Solid, Minimum 50 words..,........... 









October 15, 1925 


i Ci. . 16g e 606s eee pees 6 oeneuee . 
All Capitals, Minimum 50 words..........eeeesee0. °° 
Sach additional word....... Te cinuw anucastmcaen 
es ke were TTT eee sen eee 6006006008 
eee eee Soe ewteuers 
4 insertions, 10% off; 8 insertions 15% off 

Remittance Must Accompany Order 
50% off the above rates for Positions Wanted Advertisements 


and replies to box numbers to Hardware Age, 239 West 39th St., New York City 





Business Opportunities 








CASH FOR YOUR IDEAS 


$25 paid for each accepted design for counter 
Knives, Hunting 











display cases for Docket 

Knives, Razors, Butcher Knives, or for any 

other article Send sketch or model to 

World's Largest tuilders of Display Cases 
{C of Wood and Glass. SPHCIALTY DISPLAY { 
( CASH ©O., Dept. 62. Kenlallville, Indiana.  { 
f ies — 

THE FOLLOWING SAND PAPER HAS 
BEEN PURCHASED from the United States 
Government and I offer it, “subject to prior 
sale.” This sand paper is first quality and in 


eriginal packages, Quotations are made per ream 
(480 sheets) size Yail as tollows: 28) reams No 


1% at $3.55: 128 reams No. 2% at $3.95. Terms 
—cash. Full purchase price refunded if ship- 
ments are not entirely satisiactory. ISAA( 
RLIIM. Fenlanade Apts.. Baltimore, Md 





FOR SALE—HARDWARE and FURNITURE 
Store, situated in town of 1200 in best farming sec- 
tion Central Illinos. Stock inventories about $8000 


and includes rugs, linoleums, paints, stoves 
pumps, fencing—no implements. [Drick building 
40x80 feet—good basement—tin and plumbing 


shop in rear will rent for $45.00 month. Ownei 
for 18 years, desires to sell because of ill health 


in family. Will give figures of past year’s busi 
ness. Address Box G-788, care of Happwari 
Ace, New York. 





FOR SALE— First class hardware, paints and 
house furnishings store in a prosperous town of 
15,000 inhabitants in the Metropolitan district 
of New York, drawing trade for twenty miles 
around. Stock will inventory about $40,000 and 
doing a business of over $100,000 per year. Ad- 
~~ Box G-767, care of Harpware Ace, New 

ork. 








HARDWARE 


. STORE FIXTURES FOR 
SALE, at bargain price. 


We offer for quick sale 


complete hardware store fixtures of latest type. 
One store furnished by Heller Bros., and one 
furnished by J. D. Warren Mfg. Co. Up-to-date 


frst class oak material and finish, used short time 
in two _of our retail hardware stores. Address 
Box G-785, care of HaRDWARE Ace, New York. 





_FOR SALE - WELL ESTABLISHED HARD 
W ARE BUSINESS in best section of South 
Georgia. This section has ideal vear ‘round cli- 
mate and is developing very rapidly. Business is 
making —, but for good reasons owner will 
sacrifice. Address Box G-809, care of ITarpy : 
Ace, New York. eis 


- 


—— a — 


FOR SALE—General hardware store, with or 
without agricultural implements in irrigated dis- 
trict, Platte Valley, Eastern Colorado, on Lincoln 
Highway; also good location for filling station 
adjunct. For details write, STERLING LUM. 
RER & INVESTMENT CO., Box 1379, Denver 
Colorado. 


FOR SALE—The best located, money-making 
exclusive hardware business in the state of Idaho. 
In splendid financial condition. Invoice about 
$22,000. Address Rox G-792, care of HarpWarRE 
Ace, New York. 


WANTED—50 FEET HARDWARE DIS. 
PLAY SHELVING. Muet a heatene Pe 6 
good condition. MATHESON HARDWARE 


4 “es CO., 30 West Trade Street. Charlotte, 








STOCK OF 150 PAIRS OF SKATES for sale 
at a bargain. Ladies’ and men’s. All sizes. 
Union Hardware. Spalding, Barne & Berry. C. 
W. PEARSON’S STORE, Vineland, N. J. 

FOR SALE—Half interest in general hardware 
business, in Southern Michigan. Reason ill 
health. For particulars address Box G-796, care 
of Harpware Acer, New York. 








eee = 


Business Opportunities 


FOR OUICK SALE—A CLEAN, HARD- 
VARE, stove, seed store in central Ohio.  Es- 
tablished 23 years ago and enjoys the confidence 
aid patronage of the entire community. Carries 
hardware, stoves, seed (held and garden), dyna- 
mite, radio, etc. New front, automatic electric 
elevator, daylight room, three (3) floors and base- 
ang lease that will follow the sale of 
store. Best location in town of 8000 people, fine 
schools, churches and splendid water. An ideal 
town in which to live and raise a family. Stock 
will invo:ce $12,000 to $15,000 and can be made 
to do $50,000 with a little energy. Reason for 
selling—death in family. This store will stand 
investigation and inspection and must sell. AM- 
BROSE HARDWARE & SEED COMPANY, 
40 Monument Square, Urbana, Ohio. 


ment. 


FOR SALE—$5000 STOCK AND FIX- 
TURES general hardware in an incorporated vil- 
lage of three thousand. Other larger surround- 
ings to draw from. 15 large factories in the vil- 
Can do double this 





lage. Did $36,000 last year. 
amount if one so desires. Will answer any 
questions. Address Box G-806, care of Harp- 
WARE AGE, New York. 

BEAUTIFUL CORNER STORE in new, 


fast-growing section on Merrick Road, corner of 
110th Road, Jamaica. Just the right location for 
a hardware store. Apply to CHARLES TRAUT- 
MANN, 9302 15lst St., Jamaica, N. Y. Tele- 
phone Jamaica 1100. 


SMALL 








WEILL-ESTABLISHED lock manu- 
facturing business for sale. Equipment ample to 
do much larger and profitable business. Address 
30x G-791, care of HARDWARE AGE, New York. 





Help Wanted 


MANUFACTURER DESIRES an experienced 
specialty salesman to cover New York, Pennsyl 
vania and New Jersey to sell sleds, wheelbarrows 
and a complete line of clothes reels to the hard- 
ware, furniture and department. store trade. 
Strictly commission basis. Preference given to 
those acquainted in this territory. State present 
connections and give references. Address Box 
G-801, care of Harpware AcE, New York. 





WANTED EXPERIENCED SALESMAN TO 
SELL to the wholesale trade in Philadelphia, 
Eastern Pennsylvania and Maryland, an attract- 
ive line of hardware and tools, of well established 


brands. Salesman now resident in Philadelphia, 


preferred. State age, experience, and_ salary 
desired. Address Box G-780 care of HARDWARE 
Ace, New York. 





SALESMAN — NEW YORK HARDWARE 
jobbing house offers excellent opportunity to 
young man with hardware experience to sell in 
Central and Southern New Jersey. Resident in 





above territo preferred. Give age, hardware 

experience and references. Address Box G-743, 

care of Harpware Ace, New York. 
SALESMAN—JOBBER IN SOUTHWEST. 


ERN STATE hasan opening for man who has 
had experience as hardware jobbers salesman. A 
producer is wanted. Tell us all about yourself. 


Address Box G-784, care of Harpware AcE. 
New York. 





3 STOVE SALESMEN WANTED with retail 
or road stove experience to sell the complete 
Monogram line of gas, combination, oil and coal 
ranges and heaters in Indiana, Michigan and Ok. 
lahoma territories. . OUINCY STOVE 
MFG. CO., Ouincy, Tllinois. 





_ WANTED—REPRESENTATIVE to handle a 
line of well advertised White Enameled and 
Nickel Plated Bathroom fixtures. Liberal com- 
mission. Address Box G-794, care of Harpware 
Ace, New York. 


Help Wanted 





BRANCH MANAGER WANTED—One of 
ithe largest and best stove manufacturers in 
America has a permanent position to offer an 


| experienced salesman who will manage New York 
‘branch and take care of some nearby territory; 


while a man with stove and range selling experi- 


'ence is preferred, it is not necessary that he know 
the stove business if he is a highly successful sales- 


man with executive ability and the personal qualli- 
fications that fit him for the position; this is an 


'excellent opportunity for the right man; the earn- 


self and previous experience in your reply. 


ing possibilities are above the average; salary and 
interest: give very full information about — 
d- 


Box G-807, care of HarpwarE Ace, New 





dress 
York. 

HUSTLING SALESMEN wanted to sell on 
| liberal commission basis our popular line ot 


‘labor saving Magic Weeder Hoes to hardware 


| trade. 


| 


| 











| would be available if so desired. 


REICHARD MFG. CO., Bangor, Pa. 





Positions Wanted 








) BUILDERS’ HARDWARE MAN 


Thoroughly familiar with plans, specifications 
and detail, wishes to connect with reliable 
hardware house or branch of building trade 
where his ten years of experience in New 
Competent and will- 














York will be of value. u 
(2 ing worker. Address Box G-752, care of 
(QQ Iiarpware Ace, New York. 
~ otii 
HARDWARE MANAGER—At present em- 


ployed. 33 years old; married; ten years’ general 
hardware experience, covering implements, sport- 
ing goods, builders hardware, household hardware, 
oil well supplies, plumbing fixtures, stoves, tools 
and accessories. Four years with present com- 
pany. Prefer position where interest in business 

Willing to go 
to any part of the country. Very best of refer- 
ence as to honesty, sobriety, initiative and ability. 
Address Box G-776, care of Harpware Ag, 


New York. 
STOVE SALESMAN—Four years with two 





largest stove manufacturers in United States; 
eight years in general hardware. Married; age 
33; at present employed on road. Would con- 


sider management of large stove department or 

small retail hardware, preferably where interest 

in business would be available if so desired. Best 

of reference as to initiative, integrity and ability. 

pone Box G-775, care of Harpware AcE, New 
ork. 


EXPERIENCED HARDWARE AND TOOL 
MAN; TWELVE YEARS’ EXPERIENCE. 
RETAIL AND JOBBING A-1 SALESMAN. 
WOULD CONSIDER SELLING OR MAN- 
AGERIAL  POSTTION OFFERING  AD)- 
VANCEMENT. AGE 32; AMERICAN PAR- 
ENTAGE. BEST REFERENCES AS TO 
CHARACTER AND ABILITY, ADDRESS 
Sarr G-800, CARE OF HARDWARE AGE, 


YORK. 


SALESMAN WITH OVER TWENTY-FIVE 
years’ selling experience is desirous of making a 
change. Well acquainted with the department 
store trade, also the furniture and hardware store 
trade, including the wholesale and jobbing store 
trade, and having the very good confidence of 
the above, nationally known; gilt edge references 
furnished. Only reliable high class position con- 
sidered. Address Box G-762, care of Harpwarr 
Ace, New York. 











YOUNG MAN, PROTESTANT, married. with 
10 years’ hardware, retail and jobbing experience. 
Has held position of Assistant to sales manager 
and buyer, desires to locate in New England or 
vicinity with Manufacturer or Jobber in either 
of above positions offering advancement. Address 


Box G-783, care of Harpware Ace, New York. 








October 15, 1925 


HARDWARE AGE 


113 


CLASSIFIED OPPORTUNITIES—Continued 


Address your want advertisement and replies to box numbers to Hardware Age, 239 West 39th St., New York City 





Positions Wanted 


POSITION WANTED—YOUNG MARRIED 
MAN, PROTESTANT, 12 YEARS WHOLE- 
ae AND RETAIL HARDWARE EXPERI- 
ENCE. 9 YEARS AS OWNER OF RETAIL 
BUSINESS; DESIRE CONNECTION WITH 
RELIABLE FIRM WHERE ADVANCEMENT 
OR INTEREST WOULD BE_ POSSIBLE. 
HIGHEST REFERENCES. ADDRESS BOX 








G-802, CARE OF HARDWARE AGE, NEW 
YORK. 

SALESMAN IN METROPOLITAN ) DIS- 
TRICT desires to represent manufacturers ot 
hardware specialties, tools, etc. Suitable for 
hardware trade, public utility corporations, fac- 


these products either 
basis. Best 
in the line. 
New 


Would handle 
consignment 
experience 
HARDWARE AGE, 


tories, etc. 
on commission or on 
references. Several years’ 
Address Box G-754, care 
York. 


RETAIL HARDWARE CLERK with thorough 
knowledge and over twenty years’ valuable ex- 
perience in all branches of the business—both 
buying and selling. Ten years in last position. 
Good salesman and worker for employer’s in- 
terests. Highest business reference as to char- 
acter, ability and qualifications. Address Box 
G-777, care of HarpWarRE AcE, New York. 








Sales Accounts Wanted 


Sales Representatives Wanted 








FOREIGN AGENCY WANTED—Representa 
tive, headquarters in Manchester, England, with 
excellent connections among wholesale merchants 
in hardware, ironmonger, chemists, sundries, 
wall papers, oil and color, fancy leather goods, 
trade and bazars, desires selling agency ol 
United States manufacturer. Address Box G-756, 
care of HARDWARE AGE, New York. 





SALESMAN WITH SEVERAL 
perience and familiar with the general 
ers’ hardware trade, department and furniture 
stores. Jobbing and retail in the state of Texas 
desires to secure line of merit on commission 
basis, with headquarters at San Antonio, Texas. 
Address Box G-805, care of Harpware AGE, 
New York. 


A LINE OF 


YEARS’ ex- 


and build- 








COMBINATION PADLOCKS 


for Detroit; also a regular line of same will be 
considered. To be sold direct to dealer. Com- 
mission basis. Address Box G-803. care oi 


HARDWARE AGE, New York. 





Sales Representatives Wanted 





MANUFACTURERS’ REPRESENTATIVES 
calling regularly on retail hardware trade to sell 
our Carbo Magneto and Rajah sharpening stones 


SALESMEN WANTED (by manufacturers 
rated over $300,000. and in business over twenty- 
two years) to sell a high grade moderately priced 
utensils to the retail 


line of aluminum cooking 

trade. Have choice territory open. Will consider 
only experienced salesmen who are acquainted 
w.th retail trade that handle aluminum ware 
Salesman will have exclusive sale of line in 
territory assigned him. Full commiss‘on paid 
weekly, including commission on mail orders. 
We give salesmen real co-operation and have a 
splendid proposition with a iuture in it for the 
salesman. The right man can establish a trade 
that will continually grow. - Will only consider 
men who have made good in the selling tield. 
Salesman can cotveniently handle one other line 


in connection with ours. 
experiece territory 


State fully your selling 
anc "SE 
ALUMINUM COMPANY, 


you cover. LEYSE 
Kewaunee, Wisconsin. 











SALESMEN WANTED 


MANUFACTUR 
ERS AND IMPORTERS of : 


a line of exclusive 


staple hardware articles, proved good sellers. 
practically without competition in this country, 
have several good territories still open for com- 
mission salesmen to carry as a side line. Must 


connections with 


established trade and best 
State de 


and retail hardware 


have 


wholesale trade. 








tails of territory and submit references. Address 
sox G-808, care of Harpware Ace, New York. 
WANTED—LIVE WIRE side-line salesman who 





1 ON SAWN 2% veare : 
, YOUNG, MARRIED gi pares Sms — and grinding wheels on commission basis. } will work calling on retail hardware trade, to 
eight PORTE SRpETINES Fh Pee NaN eco ntostnag Quality line that brings repeat orders. Illinois }| represent large clock house, also Ingersoll Watches 
position with ee or manufacturer. (outside Chicago), Iowa, Nebraska, Missouri, | on strictly commission basis for Southern states 
Will go anywhere, including oretee countries, On | Minnesota, Eastern and Southern States. Lib- | and others. Name territory tr: weling in. High 
term oe Good oe est ay sal eral commissions. Sales references required. A grade reference required as sales ability, 
ences. 79% present € Has of retat a . — GOODRICH, INC., 1500 Madison St., Chicago, | character, and experience, IN’ I Ie RNAT 7 INAI 
Box G-795, care of HARDWARE AcE, New York Ill “TOCK & WATCH CO., 93 Federal St., Boston. 


fass. 











HARDWARE, TOOL AND SUPPLY MAN, SALES REPRESENTATIVE waited tu cover 
Southern States beginning January first with old 


in good health and active with thorough ware sales- 


WANTED—Experienced enameled 








age 50, 

knowledge of tools and supplies for 25 years, de- established line of Sheftield cutlery and asso men calling on jobbers and large départment 
sires to locate in New Jersey as manager, buyer ciated American lines, cutlery and light hard tores. — i gee — ware. Complete line. 
or inside salesman. A-1 references as to ability, ware. Southern residence preferred. State age | Popular pri ‘ommission _ basis. “HE 
character and qualifications. Address Box G-804, and previous experience. Address Box G-770 STRONG M ANU F At TURING CO., Sebring 
care of HarpWARE AGE, New York. care of HlARDWARE AGE, New York. YVhio. ) 











WINSLOW’ 
Skates 


The Samuel Winslow Skate Mfg. Company 
Worcester, Mass. 










Confidence in Ekaneion Brand | 


Tungsten Lamps is shown by 20,000 
retailers and 500 jobbers who sell them 


CONSOLIDATED ELECTRIC 
LAMP CO. 








DanVers, Mass. 
‘*Licensed under the General El ctrie 
Coypany’s Ineandescsrt Lainp paterts 






































4 


J. L. THOMPSON MFG. CO. 
Waltham, Mass. 
Tubular and Bifurcated 


—RIVETS= 


American Can. 


ACK IRON 








Bull Dog-Grip” “== 


Manufactured by 
‘vu. S. Clothes Pin Co., Montpelier, Vt. 
Sales Dept 
1015 Union Bank Bide, 





Putchergh, Po. American Can Company 























ELEVATORS 
DUMBWAITERS 


The “TORREY” 
A Real Man’s Razor 


Send for Catalogue of Full Line 
J. R. TORREY RAZOR CO. 


WORCESTER, MASS. 


Oil, Molasses and 
Dairy Gates 
Perfection Pattern. 
Made in All Styles. 


Syracuse Stamping 
Co 


Write for our catalog 
Energy Elevator Co. 
211 New St. Philadelphia 











Syracuse, New York 


| AXES SCY THES 


ie since 1812, Axes since 1800 


RIXFORD ¥F6, co. 


East Highgate, Vt. 




















Send for our Catalogue of 


GRANITE 
CUTTING TOOLS | 


Trow & Holden Co., Barre, Vt. 


Economy 
ne clay oonngnagenen 


connecting hose smooth 
pelt Slips on and er easily. 
Pay nt A Mfg. Co. 


Germantown 
eg Pa. 























LUMBER 


CRAYONS 
STANDARD CRAYON CO. 


Danvers, Mass. 
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INDEX TO ADVERTISERS 








THE ADVERTISERS INDEX is published as a convenience and not as a part of the advertising contract. Every care will be taken to index correctly. 


No sellowance will be 


made for errors or failure to insert, 
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Out of Ten 


—when a car owner takes his car to a garage for repairs the 
mechanic works on it with genuine Snap-On Wrenches, but— 


Nine Times Out of Ten 


—when the owner works on his car himself, he hunts through 
an odd litter of misfit tools like the man in this picture. He finds 
one—maybe—that will slowly and clumsily turn the nut he is 
after. 


The tenth car owner will have a handful of Snap-Ons and will 
do a good job on his car—dquickly and easily. 


What does this mean to you? 


? 


Simply this: the almost universal preference for genuine Snap- 
On Wrenches by mechanics is undisputable proof that they are 
the best tools for the work; that the mechanics are recommend- 
ing Snap-Ons to car owners and building up this tremendous 
market for the Snap-On dealer. 


We are receiving numerous inquiries right along from car own- 
ers wanting to know where they can buy Snap-On Sets for their 
cars. 


Five thousand dealers are now profitably handling Snap-On 
Wrenches. No need for you to let these good profits go to 
waste. Write for details now. 


Snap-On Wrench Company 


Manufacturers Milwaukee 


Motor Tool Specialty Company 


Sole Distributors—14 E. Jackson Blvd., Chicago, II. 


Distributing Branches in 17 Principal Jobbing Centers 
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Big Selling Brushes 
4 A emog J 75¢ $1.00 


| ERE are three of the best values in fast 































selling paint, varnish and enameled 
brushes ever brought out. They are the 
original Wooster patented “Shasta” Brushes. 


Nationally advertised to retail at 50c, 75¢ and 
$1.00, they offer you a liberal mark-up—quick 
turn-over—and satisfied customers. 





Shasta No. 2, 154 in. wide, is just right for 
enameling bathroom and kitchen fixtures, 
stove pipes, touching up rusty spots on 
automobile fenders, painting window sills 
and doing all small paint jobs well. 


‘Shasta No. 338, 214 in. wide, and No. 44, 
252 in. wide, fine family and pro- 
fessional painters’ brushes for 
enameling, painting, or varnishing 
larger surfaces. 


Wooster Shasta Brushes are of 
unique, patented construction. The 
sleek, springy bristles are firmly 
held in a neat, nickeled steel fer- 
rule. 


Order a stock of these fast sell- 
ing brushes from your jobber 
and get the local benefit of 
the national advertising on 
genuine Wooster “Shasta” 
brushes. 


THE WOOSTER BrusH.Co. 
“One lane BenerBrabes WOOSTER SZ 


PMakers of FOSS-SET. OHIO and SHASTA brushes 












This advertisement appeared in Sat. Eve. 
Post—Sept. 5th issue. 


WOOSTER BRUSHES 


FOR PAINTING ~VARNISHING ~ KALSOMINING 
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